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Five years ago BEAVER set a new standard in small pipe machines by in- 
troducing quick-opening fully-adjustable dieheads; rack and pinion feed, 
etc., at popular prices. 


Today, BEAVER. sets another higher standard with The MODEL-A 
SPECIAL which cuts, threads, reams and chamfers the complete range 
of pipe sizes from !y to 2-inch, inclusive—-not merely 4 to 2-inch. 


NMloreover it will operate geared tools to cut and thread pipe from 2'> to 
|2-inch— not merely + or 6-inch. 


And— it will cut off solid round rods from '4 to l-inch; threading range 
on rods and bolts is from '4 to 2-inch. 


At the new low price of $295 complete with one quick-opening fully-adjust- 
able diehead and dies for threading pipe from 'x to 2-inch, The MODEL-A 
SPECIAL, is certain to become a general favorite. 


When talking small pipe machines to your prospect, be sure to tell him 
about The MODEL-A SPECIAL. If you don’t—somebody else will. 


\n attractive +-page bulletin is now ready for distribution to jobbers’ sales- 
men. How many, please? 


BEAVER PIPE I@LS 


300-700 DANA AVE. The Quality Line Since 1900 WARREN, OHIO 
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Tie-in with 
GOODRICH Advertising 





Reproduction of 4-page letter, 
made from a reprint of a 
Goodrich Plylock advertise- 
ment, which was mailed out so 
successfully by the Crowder Co. 
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Opens New Accounts 
for Distributor 


e@ H. N.Crowder Jr. Co., Goodrich Dis- 
tributors in Pennsylvania, believe in 
taking advantage not only of Goodrich 
developments but also of Goodrich ad- 
vertising behind those developments. 


“ oats 
wot” 


Therefore, when the Plylock Splice 
was perfected for transmission belts 
and widely advertised, Crowder offi- 
cials got busy. They saw to it that all 
their salesmen were thoroughly sold 
on the importance of the Plylock 
Splice and on its sales possibilities. 
They laid out a sales program to make 
sure every prospect was called on. 
They paved the way for this program 
by securing reprints of the Goodrich 
Plylock advertisements and mailing 
them out as 4-page letters with 
an enthusiastic Crowder endorse- 
ment of Plylock on the first page. 
Results were immediate. Orders 
came in by mail, from the letters, 
before the salesmen called, and 
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C. F. Crowder, of the 
H. N. Crowder Jr. Co. 
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H. N. Crowder, Jr., of the 
H. N. Crowder Jr. Co. 


in several cases accounts were opened 
that had never before been considered 
prospects but have since proved to 
be profitable customers. 

Naturally the Crowder Company plans 
to continue to send out reprints of 
Goodrich advertisements, and so put 
this entire advertising campaign to 
work directly for them. 

Every Goodrich Distributor has this 
same extensive, nation-wide advertis- 
ing at work in his territory for him. 
As a result, the Distributor’s sales time 
and cost are less, net profit is more. 
The completeness of the Goodrich 
line,Goodrich values,Goodrich leader- 
ship in new and improved products, 
Goodrich field sales help, Goodrich 
advertising —all combine to help the 
Goodrich Distributor make more 
money. The B. F. Goodrich Company, 
Mechanical Rubber Goods Division, 
Akron, Ohio. 



















TIGH 


BECAUSE 


—— _ 


FOR WEAR and LOOSENESS 


Today... your product leaves the plant 
tight, smooth-running, rattle-free —but 
how will it be tomorrow? Will itwithstand 
the relentless attacks of wear and vibra- 
tion? It will—if equipped with SPRING 
WASHERS—SPRING WASHERS with 





1g NO SUBSTITUTE Fp 
SPRins 


range of action to compensate for wear 
and looseness. Live Action keeps your 
product tight for life. 














SPRING WASHER INDUSTRY 
ONLY A SPRING WASHER HAS /7), Ae 
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Fig 2 


Theoretically, a properly lubricated shaft floats on a film of lubricant, as in 
Figure 1. owever, if a bearing does not receive correct lubrication, metal- 
to-metal contact occurs (as in Figure 2). And the oil or grease at one Point 
(for instance, at ‘‘A‘') does no good at another point (for instance, ‘'B’’) 
where friction and heat will develop to eventually necessitate replacement 
of the bearing. 


This drawing illustrates the principle 
of gn be LUBRICATION. Lubri- 
cant, ee by an ALEMITE GUN 
to an A MITE FITTING installed in 
a bearing, is forced, under pressure 
from 12 to 50 times a maximum pres- 
sure developed by a grease cup, to all 
surfaces of the bearing. At t e same 
time it flushes the bearing. Result: 
Smoother operation with a minimum 
of interruption and repairs. 


FAY FANN . 
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ON ALEMITE “russ Srvee™ HAND GUNS 


Model 5256— Hydraulic as SrA $11. 00 List 


Model 1029— Push - -Type 
a Ib. Capacity) ean 
Model 5257 — Hydraulic 


7.50 List 
Model $184— Push -Type Was wall $ . 


(i-lb. Capacity) ener 
Model 5586—H draulic 


3 5 $7.00 List 
Model Z-3-G— ush -Type Was $1950 












- - - And Before You Know it. You Can be Making 
Keeal Money on Industrial Lubrication” 
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PRICES SLASHED 
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Model 3585 — Hydra ne 00 $4 
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Model 6551—5 0- 34.00 $2. 
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@ Every plant you call on offers you a market for Alemite 
Lubrication, for Alemite reduces “friction.” And “friction” 
plays havoc with industry’s balance sheet to the tune of 
many millions a month. 





































Just read the chart at the left, and you'll have a cost-reducing 
story every one of your customers will listen to—a story 
they'll understand. And you'll start cashing-in on industrial 
lubrication. For Alemite is easy to sell because it provides 
positive, low-cost lubrication. That’s one reason it’s standard 
equipment on products of more than 1,000 machinery man- 
ufacturers. Remember—most machinery in operation today 
is old, with costly, inefficient lubrication. And it’s easy to re- 
place out-of-date grease cups and leaky oil holes with Alemite. 


And your industrial lubrication customers will soon be prof- 
itable volume accounts, for Alemite is the line that’s com- 
plete. And bearings must be lubricated. 


Here Are a Few of Alemite’s Advantages 


Alemite Lubrication provides ample pressure to flush out 
bearings . . . supplies fresh lubricant in measured quantities 
. prevents waste of lubricant . . . prevents over-lubrication 
. reduces contamination of finished product . . . reduces 
frequency of lubrication operations . . . keeps hands safely 
away from moving parts while lubricating machinery in 
operation . . . cuts power costs. 


So, let Alemite help you take advantage of your opportuni- 
ties to cash-in on industrial lubrication. 


ALEMITE 


REG. U. S. PAT, OFF. 
A Division of Stewart-Warner Corporation 


1886 Diversey Parkway Chicago, IIlinots 


Here’s How We Open the Door 
for You! 


Month after month, in trade pub- 
lications your customers read, 
Alemite is breaking the way / 
for you with powerful, con- ‘ 
vincing, sales-producing ad- 
vertising. So take advan- 
tage of this help by sug- 
gesting Alemite Lubrica- 
tion wherever you call 


WHY WE DO IT! 


By 

| E. B. GALLAHER 

| Editor, Clover Business Service 
| Treasurer, Clover Mfg. Co. 





W* BELIEVE the Mill Supply Distributor is the logical channel for 


| the sale of equipment and supplies to the industrial customer whom 
he serves. 


We believe, with a proper understanding and the necessary good faith 
which must exist between Manufacturer and Distributor, that merchandis- 
ing through a Distributor can be done at less cost and with more satisfaction 


than in any other way. 


It is for these reasons that we have cast our lot with the Distributor, 


| instead of establishing branch houses for direct selling to industrial accounts. 


It is decidedly to the Distributor’s advantage to become a real repre- | 
| sentative for reliable manufacturers of standard, volume products, and be 


| placed in position to meet all competition and enjoy a satisfactory margin. 


The million-a-month Coated Abrasives volume offers an unusual 
opportunity for the Distributor with a proper factory connection, and this 
is just what we are prepared to offer to a few Distributors 


of the right kind who believe as we do. 





kK. B. GALLAHER: 


CLOVER MANUFACTURING COMPANY Clover Mfg. Co., Norwalk, Conn. 
You may send me, without obligation, samples of: 
NORWALK, CONN., U. S. A. : ws 





_Green-Stripe Flint Sandpaper 
___Red-Stripe Turkish Emery Cloth 











Yellow-Stripe Aluminous Oxide Metal-Working Cloth 





























? Yellow-Stripe Aluminous Oxide Wood-Working Cloth 
| SANDPAPERS ____ Yellow-Stripe Aluminous Oxide Wood-Working Pape 
, - . Orange-Stripe Garnet Cloth PC ier Shaginerrieg 
METAL-WORKING PAPERS AND CLOTHS ; ~~ Orange-Stripe Garnet Paper. - 
WOOD-WORKING PAPERS AND CLOTHS Spree toremee nee Grinding Compound 
Clo Water-Mixed Valve-Grinding Compound 
| Name se — 
ail CLOveR]GRINDING AND LaApPING Address _ 
A\ COMPOUNDS { har acter of Business 
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“For 15 Years.. 
our volume on 
the SKF line 
has shown a 
steady increase’ 


... says 





H. A. STUHRMANN 


president 


FRANK TRACY, INC. 
202 Centre Street 
New York City 


Today 
i, OVER’ 
16,000,¢ 


a 


bes 


BE asin 





+ Universal Pillow Block e Flange Type Housing 





E have been distributors for SoS anti-friction bearings 

for over 15 years. During this time .. despite two depres- 
sions .. our volume on the 0S line has shown a steady in- 
crease, until today it is one of our leading sales and profit pro- 
ducers. I believe this is due to the fact that Sts has the most 
extensive anti-friction bearing line, and backs it with complete 
engineering service. In the matters of service and sales assist- 
ance, SOS Industries, Inc., has been one of the most satisfae- 
tory organizations with which we have ever done business. Our 


relationship with 0° has thus been pleasant and profitable.” 


The SoS franchise brings with it many advantages and ex- 
elusive opportunities. We'll be glad to discuss with you the 


sossibilities of your territory. 
I ; 3 


SKF INDUSTRIES, INC., Front St. and Erie Ave., Phila., Pa. 


SKF 


BALL AND ROLLER BEARINGS 
PILLOW BLOCKS - SHAFT HANGERS 


RANSMISSION BEARINGS FIGHT FRICTION THE WORLD OVER 





« Type SH Pillow Block e Drop Hanger « Split Type Pillow Block 
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The First Step to 
ECONOMY 
in Plant Operation 


You can 
HONESTLY Recommend Clipper 
You will make Lasting Friends 


By doing it 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 


> 
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Goulds Distributors make more profits because they give complete pump service. 
No matter what the customer needs he can select a Goulds Pump that meets his 


requirements exactly. 


The Goulds line includes centrifugal pumps for low and high head operation, 
piston-type pumps, condensate return units, sump pumps, rotary pumps and 
diaphragm pumps. Out of the experience of nearly ninety years, each is de- 
signed for high efficiency operation that materially reduces pumping costs and 


renders trouble-free, day in and day out service. 


These adyantages, backed by a sales policy that provides full cooperation mean 


more profits from pump sales. Write today for complete details. 


GOULDS PUMPS Inc. 


ATLANTA, BOSTON, CHICAGO, HOUSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, TULSA, Representatives in all Principal Cities 
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It’s going to be 
a good order, too, be- 
cause Upson makes the 
most complete line of 
headed and threaded 
products of any manu- 


facturer in the country. 


UPSON NUT DIVISION 


Republic Steel 


CORPORATION 


GENERAL OFFICES::-CLEVELAND, OHIO 
When writing Republic Steel Corp. for further information pl 
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Now that inventory’s finished 


its time we made up an order for Upson 












& 
EN 


Y 


Q ” 
WY 


a" 
REPUBLIC 


STEEL 

















UMI 





THE NEW 7” 
THOR POLISHER 
AND SANDER 





Sit}, MAINTAINS THE LARGEST ORGANIZATION OF MISSIONARY MEN IN 
THIS INDUSTRY TO HELP JOBBERS TO SELL PORTABLE ELECTRIC TOOLS 


Thor Jobbers’ Electric Tool Sales are constantly 
growing and one of the many reasons for in- 
creasing jobber profits is the Thor plan of job- 
ber cooperation. 


Thor jobbers in the past year have cashed in 
on the most sensational of all electric tool 
developments, the U14, smallest and lightest 
weight electric drill ever built. 


Supported by an advertising program that 
brought jobbers thousands of ““live’’ leads and 
that resulted in sales that established a new 
“high’’ in the space of a few short months, 
Thor Portable Electric Tools have maintained 


the distinction of ‘‘the fastest growing electric 
tool in the mill supply field.’’ 


“Thor Sales Helps,’’ a jobber cooperation 
program, augumenting this advertising cam- 
paign has enabled Thor jobber selling organi- 
zations to give electric tool users the kind of 
information that they want, and that they 
need ... the kind of information that sells 
electric tools. 


New tools... revolutionary design ...smaller 
in size and weight all combine to keep Thor 
Jobber Profits on a healthy upward trend. 


Write for the Thor story of increasing elec- 
tric tool sales. 


INDEPENDENT PNEUMATIC TOOL +3 600 W. JACKSON BLVD., CHICAGO 


NEW YORK — 


TOOL MAKERS SINCE 1893 


SAN FRANCISCO 
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“TOLEDO’S”’ ONLY RIVAL—IS 
ANOTHER “TOLEDO” 


Because it takes ““TOLEDO’S” long experience and methods of manufacture to 
produce a pipe tool equal to a “TOLEDO.” 


No yearly models, but constantly improved during all the years. The finest ma- 
terials and workmanship. Sound manufacturing and selling policies. These and 


many other reasons have made “TOLEDOS” the leaders for 35 years. 


Sell “TOLEDOS.” There are no finer pipe tools made, at any price. 


The Toledo Pipe Threading Machine Co. 


Toledo, Ohio NEW YORK OFFICE, 72 LAFAYETTE ST. 
“TOLEDO 
THE LEADERS br) SINCE 1901 
12 MILL SUPPLIES @ FEBRUARY 1936 
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@ Some months ago, Vance C. Boyd, sales 
manager, Standard-Shannon Supply Com- 
pany, Philadelphia, held a round-table con- 
ference of his sales force with the announced 
idea of “bringing about better and more 
complete representation for the manufac- 
turers, greater sales of our specialties in an 
organized manner and the securing of more 
business from old accounts plus the addition 
of business from new accounts.” At the 
conclusion of the meeting, he incorporated 
all of the ideas presented into a question- 
naire which he sent to his salesmen for a 
vote on each idea submitted. After giving 
his opinion on each question, Robert Gibson, 
salesman first, secretary of the company 
second, added these comments: 

“The matter of selling mill supplies, in 
my humble opinion, is reducible to very 
simple terms. With all the variables with 
which we come in contact, there is one con- 
stant. This constant is embodied in the old 
axiom that ‘human nature is the same the 
world over.’ It is expressed in the personal 
element. involving salesman and customer. 
If a customer wants hard enough to give a 
salesman an order, he can, and does often 
enough to make it easy. Even if the sale 
involves material far removed from the 
usual run of supplies and requires expert 
advice or technical direction, we have often 


EL 
SUPPLIES 


FEBRUARY 1936 


JAMES A. CHANNON 
Editor 


A SALESMAN SPEAKS ON SELLING 


seen how easy it is to procure such advice 
or technical direction if the ‘good will’ is 
there. Conversely, if the ‘good will’ is not 
there it is almost impossible to make a sale, 
regardless of the fact that the salesman has 
‘all knowledge’ and the ‘faith to move 
mountains.’ 

“In this statement I am not making a 
brief for laziness or ignorance. We should 
all strive to know, if not as much as possible, 
at least as much as is advisable and to know 
where to find the rest when needed. 

“A man with a very large sales list may 
not realize the significance of personal con- 
tacts. He may not need it. He surely may 
not wish it. But there is an element of per- 
sonal sacrifice in most salesmanship which 
almost defies analysis. Sometimes it tran- 
scends even knowledge or high-powered ag- 
gressiveness. Hard to analyze, yes, and 
still, how simple. The one who has it will 
understand. The one who wants it will 
learn. The one who ‘pooh-poohs’ it—well, it 
doesn’t matter.” 

These comments were not written for 
publication. They were offered to his sales 
manager by a salesman who is vitally inter- 
ested in the welfare of his company. The 
reasoning is fundamental. We commend it 
to every distributors’ salesman in the 
country as worthy of serious study. 


—_—————_“_ 
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5-POINT POLICY 
. 4 
A line ot rubber items sufhe iently complete to permit effec £,. 


tively supplying the requirements of the trade solicited. 
A quality of product uniformly good and capable of deliv- “ 
ering service results that should reasonably be expected. 


A price basis inducing and making possible aggressive 
I g £t ge 


competition with reasonable profit return. 


* 


Freedom from competition from his source of supply, 
either direct or indirect, among the trade covered by 
his day to day solicitation. 


* 


Selling helps of reasonable amounts so that his sales force 
may be given the advantage of specialized training and a 
knowledge of the product sold. 








ONE-YEAR SALES POLICY 


% Republic's Policy does not change. It is the best 
policy for 1936 for the same reasons that it was best 
in 1926 and previous years—because it is funda- 
mentally sound and gives distributors a full reward 


for their efforts. 


THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR 
EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 


LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 
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®To many, many distributors the 


Tabk of the Teade 
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MANUFACTURER'S representative, fuming, 

was describing a call he had made the day be- 
fore with a distributor’s salesman. “The guy,” said 
he, “led me in and started the festivities like this, 
‘Bill, here is a bird who wants to sell you some 
paint.’ As you can imagine I got along swell after 
that.” Such an introduction, of course, could lead 
to but one result. The manufacturer’s represen- 
tative didn’t have the chance of the proverbial 
snowball of making the desired impression. - On 
further questioning, however, it was revealed that 
he had called without paving the way for his visit, 
that he had been assigned to this salesman just as 
the latter was going out of the door, presumably 
with his whole day’s work planned. Plenty of 
advance notice and the request that salesmen dig 
up the prospects who need the expert knowledge 
possessed by the manufacturer, will go far to elimi- 
nate cases like the above. Once prepared for a visit, 
the distributor’s salesman who fails to take advan- 
tage of the services offered is missing a bet to 
increase his income. 








word “Advertising” on the operat- 
ing statement means hit-or-miss in- 
vestments in calendars, blotters, 
space in high school papers and 
similar publicity media. Forget- 
ting for the moment the vehicle 
of the advertising, let’s concentrate 
on those words, “hit-or-miss.” 
When business slows up, you don’t 
have your telephones pulled out, do 
you? No more should you fail to 


keep the name of your company 
before your prospects regularly on 
the principle that you must expose 
yourself to orders if you want 
them to shower down. Watch the 
national advertising campaigns of 
companies you know to be success- 
ful. Note particularly that they 
never miss an issue or a broadcast. 
They have found that continuity 
in advertising pays. So will you, 
if you will just give it a try. 
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@® The governing board of the In- 
dustrial Supply Research Bureau 
needs money, but rather than sit 
idle until it is forthcoming, this 
group has taken the bull by the 
horns, figuratively speaking, and is 
planning to spend every available 
dollar on constructive promotion of 
the distributor’s place in industry. 
Alvin Smith, a busy man, has gen- 
erously volunteered to shoulder the 
responsibility of the secretary’s job 
after Mr. Cain leaves. An investi- 
gation of the operating budget will 
convince every potential investor 
in this movement that his dollars 
will be used to the best advantage. 


@®Two more meetings this month 
sponsored by the National Supply 
and Machinery Distributors’ Asso- 
ciation and the American Supply 
and Machinery Manufacturers’ As- 
sociation, also one local meeting at 
which only distributors were pres- 
ent. These local get-togethers are 
accomplishing real results—results 
far beyond anything possible of 
accomplishment by a national as- 
sociation acting alone. They are 
building a feeling of confidence be- 
tween local distributors and the 
representatives of manufacturers 
who operate in the territory in- 
volved. They are cutting through 
the old maze of words on distribu- 
tor-manufacturer cooperation and 
accomplishing results which were 
formerly merely topics for speeches. 


@ Distributors will notice that the 
industry group meetings held at re- 
cent conventions have been omitted 
from this year’s program (See page 
28). Distributors and manufac- 
turers alike have expressed the 
opinion that conditions on most 
products was eminently satisfactory 
and that meetings only started 
bickering about unimportant de- 
tails. In making the decision, how- 
ever, the program committees of the 
three associations stipulated that 
time would be found for discussion 
of market conditions or any product, 
which, in the opinion of both dis- 
tributors and manufacturers, 
needed a public airing. Time saved 
by the omission of these meetings 
will be devoted to a discussion of 
practical sales ideas. Applause for 
the associations on a smart move. 





SALES PROGRESSION 


The story of the development of a streamlined sales 
plan, model 1936, and a description of that plan, makes 
this article worthy of study. A glance at nine year old 
issues will make it doubly so, for the principles then 
advocated by the same author still apply and have 
been altered only to meet present day conditions. 





N 1927, I wrote two articles for 

MILL SUPPLIES on the subject 
of sales management and the train- 
ing of salesmen. Since that time, 
we have passed through good times 
and bad, yet I find the methods 
then described still sound in prin- 
ciple, needing only slightly differ- 
ent application to meet the demands 
of this streamlined year. The 
story of the various steps we have 
taken to keep our sales force at 
the peak of efficiency is presented 
in the hope that our experience will 
prove of value to others faced with 
similar problems. 

In the beginning, my conception 
of the sales manager’s job leaned 
heavily on the psychological side. 
Psychology, one of the essentials of 
good selling, then and now, is to 
my mind, common sense properly 
applied for the purpose of increas- 
ing spirit, building sales morale 
and stimulating ambition to obtain 
the best possible results from a 
known situation. 

The majority of our salesmen 
had joined the company about 1920. 
In 1923 and 1924, under the spell 
of psychology, our sales meetings 
were developed under such titles 
as: “Dig in and Plug,” “Know 
Your Man,” “The Scientific Sales- 
man,” “Hustling Minute-Men,” 
“How Big is Great,” and “Fore- 
sight is Hindsight Applied.” A 
direct attempt was made to develop 
individual traits characteristic of 
each salesman and to develop the 
scope of his prerogative. 

Quite naturally, we progressed 
from this type of sales training 
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By 
VANCE C. BOYD 


Vice-President and Sales Manager, 
Standard-Shannon Supply Company 
Philadelphia 


to a series of meetings at which 
each of our salesmen conducted 
an orginal meeting along any lines 
he chose. This cooperative pro- 
gram brought out latent talent and 
caused the men to think of the 
company’s problems as well as their 
own. Here are a few excerpts from 
suggestions they made: 


“Keep all your present custom- 
ers, revive the old ones and hustle 
for new ones;” “Classify ac- 
counts;” “Give special, intelligent 


Figure 1—Customer sheet ex- 
tracted from one of the sales 
books which act as the control 
for the Standard-Shannon sell- 
ing plan. See complete pro- 
gram on page 18 for details. 





O P. A.—John Smith 
MM—Henry Brown 
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JONES SONS COMPANY 
Chester, Pa. 


Storekeeper—William McKnight 
CLASSIFICATION (A, B, C or D, according to frequency of call) B 
COMPETITION—X Supply Co., Y Mfg. Co. 
SPECIAL MAILINGS—Cap screws, hoists, transmission equip. 


1936 Visits Sales Profit 
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Ass’t. P. A—James Green 
Supt.—Ralph White 
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Vance Boyd, a sales manager 
for some thirteen years, is one 
of the hardest men in the in- 
dustry to catch at his desk. 
Never asking his men to do 
what he can’t do himself, he is 
out on the trail of orders most 
of the time. 






service;” “Never be easy on com- 
petition;” “Train our customers as 
well as ourselves;” “Feel that you 
are a vital part of your company ;” 
“You can only succeed as you help 
the company succeed;” “Learn 
what selling is all about, sell asso- 
ciate items;” “Follow through on 
every task;” “Concentration in- 
volves the constant increase of 
sales, either created by a custom- 
er’s demands or our own applied 
effort.” 

This last excerpt led to concen- 
tration of sales activity under my 
A B C system, based on a statistical 
study of the relation between cails 
per customer and gross sales ob- 
tained. We classified, on cards, 
“A” customers who required at 
least one visit per week, “B” ac- 
counts requiring one visit every 
two weeks. All others were put on 
the “C” list. Operating under this 
system, a 40 per cent increase in 
sales was registered and we were 
not neglecting any account. The 
increase was chalked up to a more 
efficient distribution of our efforts. 

Sales meetings during this pe- 
riod were devoted to a careful an- 
alysis of every phase of our activ- 
ity. Through inductive reasoning 
and a study of data compiled on 
our customer cards, we learned to 
know “our man’s business.” 

This brings us to 1927 in our 
Sales progression. That year I in- 
troduced my “Questionnaire Meth- 
od of Sales Education.” (See MILL 
SUPPLIES for September and Oc- 
tober, 1927-Ed.) Briefly this plan, 











briefly described, was as follows: 

Each week a list of ten questions 
pertaining to our specialties was 
given each salesman. He was re- 
quired to submit written answers 
at the next meeting, which were 
checked, graded and posted on a 
chart, and then a typed set of ques- 
tions with the correct answers was 
distributed for reference purposes. 
The program was carried on for 
over a year, cash prizes being 
given to the leaders. 

This educational effort was sup- 
plemented by sales contests on the 
specialties discussed for the pur- 
pose of maintaining morale and 
keeping aroused the necessary com- 
petitive spirit. Each man in one 
contest was represented by a horse, 
which rounded the track and ap- 
proached the tape as the man 
neared his quota (side bets acted 
as a real spur). 

Another contest featured a base- 
ball game. A salesman who got 
three orders per day was credited 
with a single, six orders a double, 
nine orders a triple and twelve 
orders a home run. The man with 
the most runs (each a total of four 
bases) at the end of the month got 
the prize. 

Then came the depression, with 
its many woes for the man in 
charge of sales. A premium was 
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p'aced upon real salesmanship. It 
marked the end of “golden medi- 
ocrity disporting purple patches” 
among the less capable men who 
followed the line of the least re- 


sistance. We had to rise above ad- 
verse conditions by forceful, driv- 
ing determination. We learned that 
“a man wrapped up in _ himself 
makes a very small package.” 

To meet the situation, we con- 
ceived our “Buyer-Seller” type of 
educational sales meetings. To a 
series of eighteen meetings we in- 
vited well informed manufactur- 
ers’ executives and representatives 
to act in capacity of the salesman 
calling upon the buyer. The part 
of the latter was taken by one of 
our own salesmen. Another of our 
salesmen acted as master mechanic 
or shop foreman and the rest of our 
sales force posed as assistants. 

And did we make it tough for 
them to sell us their lines? We 
couldn’t possibly encounter any 
sales resistance among our trade 
that did not come out in those 
meetings. The “seller” was not al- 
lowed to quit until the “buyer” had 
either agreed to send in a trial 
order or place the seller’s name on 
his inquiry list. I cannot portray 
in this brief way the marvelous 
training resulting from this course. 
I’m very certain that the manufac- 





their spleens and 


in October, 1935, 
1936 sales plans as worked 
through a sales conference. 


| 


turers also received a liberal edu- 
cation as our boys as buyers vented 
indifferences 
upon them to bring out every sal- 


Figure 2—Memorandum sent to 
all Standard-Shannon salesmen 
outlining 


discussion. 


out 


ient feature of the product under 
Try this sometime. 

I think that our summation of 
the sales meetings held during 1935 
will indicate how it might be pos- 
sible to achieve 95 per cent perfec- 
tion in sales activity but if we at- 
tain an average of 60 per cent in 
results, I shall feel that our latest 


program 
This program, outlined in memo- 
randum form as sent to each of 
our salesmen (See Figure 2), was 
worked out by the conference and 
questionnaire method, 
having a voice in our future plans. 

The sales book referred to in 


(Continued on page 127) 


is a complete success. 


each man 











PREFACE 


The only lasting satisfaction 
in this life comes as a result of 
creative effort. Each of our 
salesmen is capable of attaining 
this status. 

Dispense with unthinking ac- 
tivity and arouse yourself to 
a concert pitch of creative ef- 
fort; with the determination to 
succeed which is so vitally nec- 
essary to increase sales and 
consequently increase your in- 
come. 

MAKE SELLING 
PROFITABLE FUN 


Practise the art of making 
people like you—the appeal of D. 
selling seems to be about 25 
per cent reason (control of mind 
over matter) and 75 per cent 
emotion. (I want to quote 
from one of the replies turned 
in—“The matter of selling mill 
supplies, in my humble opinion, 
is reducible to very simple E. 
terms—with all the variables 
with which we come in contact 
there is one constant, namely, 
‘Human nature is the same the 
world over.’ It is expressed 
in the personal element involv- 
ing salesman and customer. If 
you can make a customer want 
hard enough to give you busi- 
ness, he will.”) 

The emotional element in- 
volved in selling is therefore 
the creation of good will plus 
the acquisition of full knowl- F. 
edge of your working tools. 


PLAN OF ACHIEVEMENT 


I know you are anxious to 
learn the consensus of the re- 
plies received from every man 
in answer to our questionnaire 
on 1936 plans. 

Below we quote a brief re- 
sumé of the questions involved 
and the expressions of the ma- 
jority. 

A. There are six salesmen who 
want the accounts tabulated G. 
and a sales book maintained, 
covering from fifteen to 


twenty specialties. (It was 
the consensus that more 
than twenty specialties 


would so confuse our ef- 
forts as to defeat the pur- 
pose, and I am in complete H. 
agreement, hence, we will 


. Every 


limit our activity to twenty 
selected specialties.) 


. There were six salesmen 


who desired personal con- 
ferences with me periodical- 
ly so we can plan individual 
enterprises and back up 
your effort through execu- 
tive channels. (Three out- 
of-town men did not vote 
as they could not partici- 
pate in conferences of this 
kind.) 

salesman was in 
favor of following up quota- 
tions and securing helpful 
information regarding com- 
petition, when possible. 
With respect to inside sales 
assistants, the vote was 
split as it was the consensus 
that the matter of expense 
involved and thetype of as- 
sistants was so important 
that this plan should be 
held in abeyance until later. 
It was decided by every 
salesman that we should 
have definite schedules for 
working with manufactur- 
er’s representatives, but we 
should limit our concentra- 
tion on specialties to ap- 
proximately twenty items. 
It was also your opinion 
that in some instances the 
manufacturer’s representa- 
tives should make calls 
alone, but in such cases you 
would guide their activity. 
Every salesman with one ex- 
ception was in favor of four 
questionnaires of approxi- 
mately twenty questions 
each. These questionnaires 
should be made up of dif- 
ferent questions, such as 
those asked by shop super- 
intendents or purchasing 
agents, and not trick ques- 
tions. They will be pre- 
pared accordingly and 
plenty of time will be given 
to answer them. 

There were two votes in 
favor of organizing a mail 


order department; three 
votes suggested that this 
be considered at a later 


date; two votes opposed to 
such a department and one 
salesman not voting. 

Every salesman voted for 
re-distribution of accounts 
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after the expiration of a 
sufficient period of time 
which would enable each 
man to exert extra effort 
to bring in business from 
accounts not buying at pres- 
ent. Please understand 
that before any action would 
be taken to re-assign ac- 
counts that such accounts 
would be personally dis- 
cussed with you. The out- 
of-town salesmen naturally 
did not vote on this ques- 
tion. 

Four voted against specialty 
salesmen; one voted in 
favor of a specialty sales- 
man; two voted favorably 
if a good one could be ob- 
tained, and one suggested 
later consideration. I agree 
with those opposed to this 
idea as I feel our program 
will sufficiently acquaint 
every man with our special- 
ties so that he can do a good 
job along the same lines 
without disrupting the rela- 
tionship between you and 
your customers by having 
a second solicitor “double 


team” any account. 


J. There were eight votes stat- 


ing that it would be an ex- 
cellent idea to write the 
manufacturers in an attempt 
to secure reciprocal busi- 
ness. One salesman voting 
on this question evidently 
misunderstood its import. 


. It seemed to be the opinion 


of more than two-thirds of 
the sales force that we 
should not organize com- 
mittees to study each spe- 
cialty so that such a sales 
committee could render as- 
sistance in closing sales for 
their particular pet item. It 
was the general opinion that 
every man should study our 
specialties so that he could 
handle any situation which 
might arise. 


. It was the general opinion 


that action should be taken 
to select a group of items 
which we should stock at all 
times and arrange cards 
showing minimum and max- 
imum quantities, but that 
such activity was a matter 
for executive control rather 
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than a matter for the sales- 
men to control. 
M. Every salesman was in favor 
of publishing a new catalog 
but the general opinion was 
that we would refrain from 
the present prototype cata- 
log and publish one which 
would stand out as an indi- 
vidual achievement of the 
Standard - Shannon Supply 
Company. As you all know, 
we have already set up a 
sinking fund for this pur- 
pose, but I should imagine 
it will be another year be- 
fore we can seriously con- 
sider definite action. 


CONCLUSION 


I want to thank each of you 
for your co-operation in pre- 
paring your replies. We will 
set up the details for the sales 
books and the specialties as 
soon as possible. 

We probably will publish one 
questionnaire each quarter. 

We will continue arranging 
programs with the manufac- 
turer’s representatives as and 
when the occasion affords. We 
already have programs under 
way with Mr. Mathe of the 
Parker Kalon Corporation and 
Mr. White of the I. B. Wil- 
liams & Sons Company. We 
will arrange a definite schedule 
with Mr. Heckman of the Dia- 
mond Rubber Company some 
time in October and follow that 
with a program for Mr. Bailey 
of the Dodge Manufacturing 
Corporation. 

Then within a_ reasonable 
length of time we will set ™ 
a program for Mr. L. M. Boyd 
of the Stanley Electric Tool 
Co. 

Other programs will follow 
in 1936. 

Personal conferences will be 
arranged after we have set Up 
our sales books and completed 
details incident thereto. 

I am going to ask each of 
you to enter into the spirit o 
these plans with the determint 
tion to achieve  results—to 
sell more to all—to give man 
facturers maximum represent# 
tion—to make the Standard 
Shannon Supply Company out 
standing. 
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WHAT DO YOU KNOW 
ABOUT VALVES? 


By 


CARL HEYEL 


Last month markets and sales pointers for valves 
were presented. This article describes the types 
commonly handled by mill supply houses. The ap- 
parently confusing varieties are broken down into 
basic types of which any valve is a modification 


PPRECIABLE savings can be 

effected by the proper selec- 
tion and application of valves 
which control the flow of steam, 
gas, or liquids through a piping 
system. To help mill supply sales- 
men recommend the proper valve 
for every job, the various types in 
common use are described here. 

A good valve will have the fol- 
lowing characteristics: 

1. Strength and rigidity, not 
only to take care of internal pres- 
sures, but also to withstand strains 
incident to installing, expansion 
and contraction of the pipe lines, 
handling, and operation of the 
valves. 

2. Discs and seats that can easily 
be repaired or renewed. 

3. A minimum of pockets or 
projections where condensation, 
dirt, and scale can accumulate. 

4. Valve-stem design that pro- 
vides good wearing qualities and 
permits easy and efficient re- 
packing. 

It is not possible to give de- 
tailed information here on all 
makes and designs of valves. How- 
ever, despite the apparently con- 
fusing varieties, valves break down 
into a few basic types, of which 
any valve will be found to be a 
modification. The fundamental 
types—gate, globe, angle, check 
and others with which mill supply 
men should be familiar—will be 
touched upon here. 


Materials 


Materials used in valves depend 
upon a number of factors, among 
the most important of which are 


size, class of service, pressure and 
temperature. In general, for sizes 
3-in. and smaller, and saturated 
steam pressures up to 300 Ib., 
bronze valves are recommended, al- 
though a great many iron-body 
valves are used for _ pressures 
around 150 to 225 lb. Steel valves 
are used where high pressures and 
temperatures are involved. In the 
larger sizes, cast iron, cast steel, 
or cast-steel alloys are used, de- 
pending upon pressure, tempera- 
ture and service. Valves for steam 
and water have bronze or non- 
ferrous mountings or trim; valves 
for acids and other’ corrosive 
service are iron, steel or the 
numerous alloys which have been 
developed, depending upon the fluid 
being handled. 

Increasingly severe service con- 
ditions place a burden on valve 
seats and discs, and these parts 
must be made of materials that 
will withstand wire-drawing and 
the cutting action of the fluid in 
the line, and that will hold up 
without seizing, tearing, or galling. 
Monel metal, copper-nickel alloys, 
stainless steel, and chromium irons 
are widely used for seating mate- 
rials. 

For close throttling, globe or 
angle valves with plug or cone type 
seats and discs should be used. In 
this type of construction, the seat 
faces have a long uniform bearing 
contact, each disc being ground 
into its own seat to insure a per- 
fect fit. The seats and discs are 
heat-treated to give the necessary 
degree of hardness to withstand 
the destructive action of 
drawing. 


wire 
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For general service, some users 
prefer valves with non-metallic or 
composition discs, because this 
type of valve requires no regrind- 
ing and a worn disc can be quickly 
renewed at a slight expense. 


Pressures 


The terms “high pressure” and 
“low pressure” are variously in- 
terpreted. What is “high” to a 
factory man may be “low” to a 
central-station engineer. The high- 
est power-plant steam pressure in 
use at this time is 1,800 lb. per 
sq.in. Steam pressures of 400- 
600-900 Ib. at 750 deg. F. are con- 
sidered “high,” necessitating the 
use of steel valves. Common valve 
ratings for iron-body valves are 
125-175-250 lb. at 450 deg. F.; for 
bronze valves, 125 to 250 Ib. at 500 
deg. F. and 300 lb. at 550 deg. F. 
For gas or liquids, the pressure 
ratings will be considerably higher, 
but the temperature rating will be 
lower. Then, there are services in- 
volving low pressures, 75 lb. and 
under, where brass valves are used. 


Gate Valves 


Ordinary gate valves operate on 
the principle of a sliding gate; a 
dise is raised or lowered directly in 
the path of the fluid to be regu- 
lated, with its plane perpendicular 
to the direction of the flow. When 
the dise is all the way down it 
shuts off the flow entirely. 

The chief advantage of this type 
is that when it is entirely open it 
offers an unrestricted path to the 
fluid. However, it is limited to 
service where the valve is kept 
either entirely open or entirely 
closed. It is not suitable for 
throttling or regulating a partial 
flow. 

Gate valves are of various kinds. 
Fig. 1 shows the component parts, 
such as body, yoke, stem, and trim- 
mings, which with variations are 
common to all. Ends may be 
screwed or flanged 

When the valve is closed, both 
sides of the disc fit tightly against 
the valve seats. Usually the disc 
is tapered, or wedge-shaped, as 
shown in the illustration. As the 
stem is screwed down, the disc 
makes no contact with the seats 
until the moment of closing. Ribs 
are usually cast on the inside of 
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the body to guide the disc and pre- 
vent its being forced against one 
of the seats before it is closed. 

Double-disc or split-wedge con- 
struction is also used in gate 
valves. In this type, two discs are 
forced against opposite seats by the 
wedging action of the stem as it is 
screwed down. The principal ad- 
vantage of this design is the flexi- 
bility of the disc construction, 
which permits the discs to adjust 
themselves to the seats as the valve 
is closed. Fig. 2 shows a typical 
design. 

Gate valves are also built with 
straight discs and parallel seats. If 
such discs are solid, they depend 
for tightness on the fluid pres- 
sure, but valves with parallel seats 
are also made with double discs, 
employing various cam and wedge 
designs for forcing the discs 
against the seats. 

In addition to the dise and seat 
designs, gate valves differ in the 
matter of being inside screw or 
outside screw; that is, the screwed 
portion of the stem is either in- 
side or outside the body casting. 
Fig. 1 is an inside-screw pattern. 
This distinction also applies to 
globe valves, described below. 

The stem of the inside-screw 
valve may be “rising” or “non- 
rising.” In Fig. 1 the stem rises 
as the valve is opened, pulling the 
disc with it. Fig. 3 shows an in- 
side-screw valve with non-rising 
stem. The disc, which is cored and 
threaded, “climbs” up and down 
the stem, as the handwheel is 
turned. 

An advantage of the rising-stem 
type is that it shows at a glance 
whether the valve is open or closed. 

Fig. 4 shows an “outside-screw 
and yoke” gate valve. In this type 
the stem always rises as the valve 
is opened. Stem threads in out- 
side-screw and yoke valves do not 
come in contact with the line fluid 
and are accessible for cleaning and 
oiling. 

The top, or bonnet, of a valve 
may be screwed into the body, as 
in Fig. 1; bolted, as in Figs. 3 and 
4, or the connection may be made 
with a union bonnet ring. Screwed 
and union ring bonnets are usually 
used only for the smaller valves— 
3 in. and under. 

In sizes over 3 in., gate valves 
are usually made with bodies of 
cast iron for 125, 175 and 250 lb. 
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steam working pressures (higher 
ratings for gas and liquids), and 
with steel bodies for 150, 300, 400, 
600, 900 and 1,500 lb. steam work- 
ing pressures. All-iron construc- 
tion is available where solutions 
attack bronze but not iron. 

Variations of the above basic 
principles will, of course, be found. 
Where quick operation is desirable, 
the stem is raised and lowered by 
a lever action, in which case the 
valve design may permit locking 
the disc in position by a thumb 
screw. Remote control may be ac- 
complished—as with other types of 
valves described below—by motor 
or hydraulic operation. 


Globe Valves 


Globe valves receive their name 
from the globular shape of their 
bodies. Globe valves are used 
where the valves are operated more 
or less frequently at various de- 
grees of opening. They have rising 
stems, and, like gate valves, may 
be of inside-screw or outside-screw 
and yoke construction. 

Globe design is illustrated in 
Fig. 5. The smaller sizes, 3 in. and 
under, are usually the union bon- 
net type, and the larger, bolted bon- 
net. Ends may be screwed or 
flanged. Usually the valves can be 
repacked under pressure by turn- 
ing the stem to the upper limit. 
In the valve illustrated, the seat 
rings and discs are of the “full- 
way” type. This type is intended 
for general service where a globe 
valve is required having a mini- 
mum pressure drop when wide 
open, 

For service where close pres- 
sure regulation is desired, the 
“throttling” type is used. In this 
design, the opening through the 
seat ring is restricted, thus throt- 
tling the flow even in the wide open 
position. The disc is a plug, which, 
in closing, enters the restricted seat 
opening, uniformly reducing the 
flow. The successive areas ob- 
tained throughout the travel are in 
direct proportion to the number of 
turns of the handwheel from wide 
open to fully closed. Uniform 
throttling action is thus easily 
obtained. 

As is apparent in the illustration, 
globe valves offer greater resist- 
ance to the flow of fluids than do 
gate valves. Moreover, in hori- 


zontal installations they may pre- 
vent complete drainage of the pipe 
because of*the raised walls at the 
seat. For this reason they should 
not be placed in a horizontal posi- 
tion in a steam return pipe, as the 
condensate will fill the pipe about 
half full before flowing through the 
valve. 

A definite advantage of globe 
valves is their suitability for 
throttling, regulating by means of 
partial openings. Another advan- 
tage is that they can more easily 
be kept tight by regrinding and 
repairing the seats and discs. Gate 
valves, as pointed out before, are 
limited to full open or full closed. 

Fig. 6 shows a globe valve de- 
signed for high steam pressures. 
The bonnet is flanged and bolted 
to the body. The stem, disc, or 
disc ring and seat are frequently 
stainless steel. 


Check and Safety Valves 


Check valves, as their name im- 
plies, are designed to prevent a 
fluid from flowing in a reverse di- 
rection. They are of various types. 
Those shown in Fig. 7 are modi- 
fications of the ordinary globe 
valve. Fig. 7 (a) is a horizontal 
check valve, in which the disc is 
held to its seat by the pressure of 
the fluid in case of a tendency 
toward reverse flow. Fig. 7 (b) 
shows a swing-check valve, which 
offers less resistance to flow than 
does the other. Fig. 8 shows an- 
other common type, known as the 
ball check valve. 

Since gravity plays a part in 
the functioning of check valves, 
they should only be installed in the 
position recommended by the manu- 
facturer. The swing check can be 
installed vertically (to check a 
downward flow) as well as_ hori- 
zontally. 

A stop check valve is a combina- 
tion stop (usually globe or angle 
pattern) and check valve, the stem 
not being fastened to the disc. 
When the handwheel is in ‘open 
position it can function as a regular 
check valve, but can also be used 
to shut off the flow entirely by 
closing the handwheel. 

Non-return valves are stop checks 
with some “cushioning” mechanism 
to prevent chattering. A _ typical 
design is shown in Fig. 9. It can 

(Continued on page 124) 
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Handy notebook pub- 
lished by the Smith- 
Courtney Company, 
Richmond, Virginia, 
for convenience of its 
customers. Tables of 
information useful to 
plant men supplement 
white space for notes. 
Company advertising, 
as well as promotion 
on many lines, adds to 
its promotion value. 


SOUTHERN SALES 
PROMOTION TIPS 


Three examples of the kind of 
promotion material being used by 
Dixie distributors. Any one or all 
three may help solve your problem. 


N January 1 the Smith- 

Courtney Company, _ Rich- 
mond, Virginia, published another 
of its now-famous “little blue 
books.” So accustomed have Smith- 
Courtney customers become to re- 
ceiving this handy memorandum 
notebook, that a January call with- 
out one would be almost out of the 
question. 

The new edition, bound attrac- 
tively in blue with gold lettering, 
contains the usual type of useful 
tables common to promotion de- 
vices of this character. It also 
contains, however, full page ad- 
vertisements on several leading 
lines and a two-page “spread” on 
the value of Smith-Courtney’s 
service to the industrial plant. 
The copy used in this “spread” is 


N 
N 


worthy of 
study. 


every distributor’s 
It follows in full: 


Why Smith-Courtney Company Is a 
Valuable Partner in Your Business 


1. PRODUCTS. Thousands of 
items, machinery, tools, supplies 
and spare parts, painstakingly pur- 
chased to meet local demands, as 
we have come to know them 
through sixty-one years of ex- 
perience, are stored in our ware- 
houses. 

2. PROTECTION. 
sured of the best in materials, 
lowest costs, and latest designs 
without the necessity of devoting 
your own time to this important 
research work. Our stocks are 
carefully chosen from the offerings 


You are as- 
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of manufacturers all over the 
country. 

3. SERVICE. Our stocks, not 
over 24 hours removed from you, 
reduce your own investment in 
every day supplies and spare parts. 
You need less storage space. You 
eliminate warehouse labor. You 
keep fewer records, you buy less 
insurance, and you avoid losses 
through deterioration and _ ob- 
solescence. 

4. LIBERAL CREDIT TERMS. 
Intimate knowledge of the per- 
sonnel of local concerns, of local 
undertakings and local hazards 
permits us to adopt a very liberal 
policy not possible or practical for 
a manufacturer located hundreds 
of miles away from his customer. 

5. IMMEDIATE ACTION. Rush 
orders shipped immediately. All 
stock orders shipped same day as 
received. Shipments made _ by 
shortest routes and lowest rates. 
Miscellaneous items consolidated 
into one shipment, effecting a 
saving in transportation.  Tele- 
phone messages reasonable. Tele- 
grams quick and at small cost. 
Five-year-old records always main- 
tained for immediate reference of 
identical or kindred materials pre- 
viously furnished. 

6. SPECIAL REPRESENTA- 
TIVE. Always in your vicinity 
is one of our field men, trained, 
educated and equipped to give you 
personal attention on machinery 
and supplies. The more intimate 
you are with him the greater aid 
you will find him through his better 
understanding of your equipment 
and requirements. 

7. SUMMARY. Our house is 
your warehouse, maintained for 
you by your patronage. It permits 
you to buy only as your needs 
develop. You are protected in 
emergencies against long, costly 
shut-downs. Your capital is re- 
leased for current needs and ex- 
pansions. We analyze for you and 
choose the best. You deal with 
one man whom you know, who 
keeps in close touch with you, in- 
stead of with dozens of strangers. 
You keep an account with one 
house, instead of with many. 


EVERAL months ago the 
Lewis Supply Company, Mem- 
phis, Tennessee, produced a new 





UMI 





500-page catalog. No distributor 
needs to be reminded of the very 


“eu PAD AY MORNING. % LORER 








e real selling power of the well- Mie e ” 
l, compiled catalog, but the method 
n employed by T. W. Lewis, presi- 66 
B dent, to merchandise his new book 
uu is worthy of note. 
ul Using a full page in The Mem- cams 
BS phis Commercial Appeal on Octo- 
es ber 15, Mr. Lewis presented the aie Ne are es" ateaing Seng anata 
b- story of his company’s services, oe 
listed the leading lines handled and 
S. invited requests for his new cata- 
- log. Advertising copy stressed the 
rd company’s policy of prompt and 
ds 


efficient service. 

ral Not letting the matter rest 
: there, Mr. Lewis had reprints run 
off and mailed them to his pros- 
er. pect list. The “ad” and reprints 






























































PARTIAL LIST OF KNOW N-RV-REPUTATION 
ish pulled requests many of which MANUFACTURERS WE REPRESENT 
All 3 e . ° THe FiMST 65 OF THES FIST WE BPPRESE NT PACs eee 
marked the beginning of business AP Puen ee: wunneiahioeinn tiie aie 
as relations. _ Ae Aarti aS Ease a gen 
by Newspaper advertising by dis- ~ ee 
es. tributors has generally been yoni args pa wm po 
ted frowned on due to large waste cir- me cen epee «1 enlace 
- ‘ npertonged ELOCTRY WHEEL OwPAN) 
a culation. In most cases, this esti- es = hl ar yi 
ele- mate of the value of newspaper | tara sence sanscn 
> = — . . “a } RP AVERY & HMPANY 
ele publicity is undoubtedly justified CAAT ERSITLUSIN | gaa wage tacts mst, COMP 
ost. but in this particular case it scat RR 
a1n- worked. 5 ab ; : 
. of Special Notice to County Supervisors and 
Highway Departments 
anil I NDUSTRIAL Supplies, Incor- Geneon, 20 coe, te 3m ep ore te tas re tree tere oo om 
porated, Memphis, Tennessee, at np ee ov ent nates 
ot the pp ae +! dealing +ith ws Mf you have an ohh ow 
TA- sends the advance card shown else- st tin ano 84 ay Ww nit You 
nity where on this page to every cus- —— : 
1 Z Mill Supplies y I | Ou Mut ond 
ned, tomer who is to receive a sales- an Cent LEV te a 
, . . = Putt 
you man’s call the week after it is fepe, Besta SUPPLY CO Pena 
y e ° °,° € j. . 
hery mailed. Salesmen submit an itiner- Saortiee | SE Me) Fat 
ae ary each Saturday to Miss Gordon WHOLESALE DISTRIBUTORS 
ai Sie, igh ad 7s 
wen a very efficient assistant sales Advance card used by Indus- Full page advertisement in 
tLe manager, by the way. She ad- trial Supplies, Incorporated, Memphis paper run by the 
nent dresses cards to individuals to be to announce visits of its Lewis Supply Company to 
salesmen to outlying cus- merchandise its new 500- 
e is tomers and prospects. page catalog. Issue was fol- 
for lowed up with reprints and 
‘ ersonal calls by salesmen. 
mits = ; —s | , . 
‘d . HOSE 
eeds Oars PULLEYS 
: Cc CONVEYOR contacted, maili 2m j ime 
| in BELT HOOKS CRY MILL BROOMS. | é , Mailing them in time to 
ostly | RUBBER BELTING oe “ reach the customers in advance of 
; re- ; gs 4 Fee ee . >< @:.2—5° the call. 
. The card was planned to en- 
| and courage buyers to think of In- 
with | dustrial Supplies, Incorporated, 
who } when they thought of supplies, to 
. ie carry the names of leading lines 
ers. to prospective customers and to 
one encourage buyers to put some 
thought on their supply needs in 
e ; MPHIS. * |; ee advance of the actual call. Al- 
the ee though inexpensive, this promo- 
7 > = A & River Front , ' 
e Pe oplar Ave. : : 
Mem- Office and W arehous Belg tion device has proven very suc- 
new cessful in promoting business. 











MILL SUPPLIES @ FEBRUARY 1936 




















HE true machinist is a hobby- 


ist as well as a craftsman, 
hence he feels it essential to build 
up his kit of tools at every oppor- 
tunity. Further, the good machin- 
ist has the same pride of possession 
in a kit of good tools as has a golfer 
in a full bag of clubs or a stamp 
collector in a dozen well-filled al- 
bums. Baldly speaking, this makes 
him a sucker for any energetic 
small-tool salesman who can offer 
the things he wants to buy. 

First among things to remember 
is that the machinist’s salary is 
often quite small, hence his almost 
irresistible urge to buy is held in 
check by his inability to get credit. 
I know that I, as an apprentice, 
could borrow from the machinists 
around me almost any tool I 
wanted, but I was forever buying 
new tools as soon as I could dig up 
money enough to pay for them. 
Often, too, the tools I bought had 
no immediate use. 

Let’s start with the apprentice 
as a purchaser, for his reactions 
are very similar to those of the 
usual bench or maintenance ma- 
chinist. If it is possible for him 
to get credit through his company, 
he will be only too glad to buy on 


24 





the installment plan. The usual 
management will cooperate with 
you in establishing the credit of 
company machinists if you indi- 
cate your willingness to supply their 
needs at reasonable prices and ex- 
plain that you will not waste men’s 
working time. Another sound argu- 
ment is that possession of better 
precision tools will speed a man’s 
work and give him greater pride 
in it, resulting in more and better 
work in less time. 

A management may be willing 
only to provide lists of its machin- 
ists, or it may be willing to supply 
apprentices with basic kits of tools 
after a specified period of employ- 
ment—you’ll find companies with 
policies anywhere between these ex- 
tremes. Sometimes a company will 
appreciate your willingness to co- 
operate to the extent that it will 
set up a credit system by which 
a worker may run up a bill for tools 
to a maximum varying with his 
pay, repayment to be made to his 
own company from his wages, 
either in small increments or in a 
lump sum at some stated date. Or 
the company may prefer to stay 
out of it entirely, requiring the 
worker to pay direct and at once 
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LET’S SELL THE 
MACHINIST 


Apprentice—Bench Hand—Tool Maker 


E. J. TANGERMAN 
Technical Editor 





By 





The machinist, as an individual, is 
a hobbyist as well as a craftsman. 
Hence, he is forever buying tools— 
if you give him the chance. 
how to do it, and what to do it with 


Here’s 


for any purchase. In either case, 
both worker and employer expect 
purchasers to have the advantages 
of a group discount. 

Some companies will permit the 
industrial distributor’s salesman to 
visit the machine shop once a 
month, or once in three months, or 
to set up a display at intervals for 
the men to look over, either on their 
on time or during specified work- 
ing hours. Or they may permit 
man-to-man canvassing, just as they 
do of hand soaps, overalls, laundry, 
milk, ete. 

Under any of these conditions, 
an important factor is the company 
purchasing agent, supplemented 
about once in three plants by the 
shop superintendent or master me- 
chanic. In any case, it is the pur- 
chasing agent, assisted by one or 
both of the others, who buys the 
specialized machinists’ tools nor- 
mally bought by the company. 
These include sine bars, large 
micrometer calipers, large vernier 
calipers, large firm-joint calipers, 
large dividers, exceptionally long 
scales and levels, chisels and 
punches, surface plates, files and 
handles, drills, taps, tap extractors, 
reamers, scrapers, broaches, cut- 














welding 


ting and 
wrenches (monkey, open-end, and S 


equipment, 


types), grinding machines and 
wheels, tap wrenches, air tools 
(chipping hammers, air grinders, 
air motors, hose, air chisels, etc.), 
pipe wrenches and tools, pipe dies, 
sledges, tongs, vises, etc. He also 
buys such supplies as waste, oils, 
grease, lubricants, chalk and Prus- 
sian blue, cutting compounds, belts, 
etc. 

In any case, the apprentice start- 
ing with relatively few tools will 
build up his kit at least abreast of 
his current requirements. Thus as 
he progresses through such jobs as 
bench hand, maintenance machinist, 
machine operator and die man, his 
needs for tools will be constantly 
changing—a steady stream of re- 
peat orders. 

The way in which the kit can be 
started varies with the individual 
and his employer. In case the em- 
ployer provides a kit of calipers, 
square, dividers, etc., your sales to 
individuals must needs be limited 
to supplementary tools. Otherwise, 
the whole list is open. In either 
“ase, the machinist always wants 
new tools, particularly in machine 
shops, power plants, mechanical and 
electrical machinery manufacturing 
plants, automotive and_ railway 
shops, and certain government in- 
stitutions. 

What tools will he buy? Good- 
ness only knows. Almost anything 
within reason that strikes his 
fancy. But what tools does he 
need? Well, a hammer or two, sev- 
eral scales of varying types and 
sizes, a combination square, some 
small chisels, pins and punches, in- 
side and outside calipers, dividers, 
a center gage, center punch, and 
a handbook are the basic tools. 
Other tools he’ll probably need to 
round out his kit, and some indica- 
ticn of the work they are used for, 
are given in the accompanying 
sketch and identifying captions. 
Remember always that, in addition 
to the types shown, he may want 
various alternative tools, or varia- 
tions of the types illustrated. For 
example, while the machinist may 
need only one “‘mike,” he may want 
to own a full set of 1- to 6-in. out- 
side ones, and an inside mike with 
interchangeable ends, together with 
a number of specialized micromet- 
ers such as gear-tooth units, ad- 
justable types, or go in for trick 


handles, etc. Further, there are a 
number of items of personal sup- 
plies he may want to buy, such as 
chalk or Prussian blue, small or 
special numbered drills, very small 
taps, little chisels and pins, ete. 





The final answer is no complete list, 
but study of the needs and wants 
of each individual. Only in that 
way can an appreciable amount of 
group buying be successfully gener- 
ated. 


80 TOOLS FOR MACHINISTS 


1. Micrometer Caliper— The familiar 
“mike” of every machinist. Since the mill- 
ing machine operator is a _ full-fledged 
machinist, he should have one or a set of 
micrometers up to 6 in., as well as the 
other tools in this group. Illustrated is 
the O-1 in. size with ratchet stop to give 
uniform pressure. 

2. Inside Micrometer—Opposite of 1, 
this ‘‘mike” is used to measure interior 
surfaces with high accuracy. Usually one 
holder with a number of accurately gradu- 
ated bars to cover ranges of 2 to 94 or 
124 in. 

3. Steel Tape—Handy for the operator 
who machines large pieces. Usually 
around g in. wide and 25 to 50 ft. long, 
graduated in eighths. 

4. Beveled-Edge Steel Square For 
more accurate work than square 48. 
Blades double-beveled to give line con- 
tact. Hardened and ground 
5. Speed Indicator—tlUsed to determine 
shaft and pulley speeds, ete Is really a 
counter, so must be used with watch or 
other timer. 

6. Cutter Clearance Gage—-To deter- 
mine correct clearance angle in grinding 
cutters. Two gage blades, so can be used 
for all styles of cutters up to 8 in. in 
diameter. 

7. Firm-Joint Hermaphrodite Caliper 
Used for locating center of odd-shaped 
pieces or gaging from a _ center. Com- 
panion to 38, 39, 41 

8. Universal Surface Gage—For trans- 
ferring or comparing accurate measure- 
ments and scribing lines parallel to a 
surface. V-groove in hardened base for 
eylindrical work. Scriber extended below 
base can be used as depth gage. 

9. Fillet or Radius Gage—dAlso called 
“concave and convex gage.” For meas- 
uring fillets and in laying out 

10. Thickness or “Feeler” Gage—Vari- 
ous types, some with as many as 20 
blades, graduated in thickness from about 
6.0015 up to 0.025. For measuring slot 
width, clearances, etc., accurately. 

11. Hook Rule—For measuring flanges, 
circular pieces, through pulley hubs, or 
for setting calipers and dividers. 

12. Rule Clamps—-To clamp two rules 
or scales together, end to end, to make 
one long rule. Rules may be of same or 
different widths 

13. Universal Bevel Protractor—One of 
several types. Used in laying out and 
measuring interior or exterior angles ac- 
curately Vernier indicates ys deg. 

14. Sine-Bar_ Fixture For toolrooms 
and very accurate angle testing. KExpen- 
sive, usually owned by plant. 

15. Sine Bar—tUsed for accurate locat- 
ing at any desired angle or for laying out 
or testing with extreme accuracy. Usu- 
ally owned by plant 

16. Die-Makers’ Square—-For quick de- 
termination of die clearances, ete. Nar- 
row end of straight blade useful for small 
holes and grooves. Used by toolmakers 

17. Serewdrivers An assortment al 
ways comes in handy 

18. Soft-Head Hammer—Will not mar 
surface struck Some types have inter- 
changeable heads of wood, lead, leather 
and brass or bronze. 

19. Ball-Peen Hammer Operator 
should have about three in various weights, 
1, 2 and 3 Ib. for example. 

20. Steel-Beam Trammels—-For measur- 
ing, scribing or locating large ares, and 
with special V points for seribing around 
holes. Beams usually about 1 ft. long 

21. Tool Box One of many types 
Holds and protects finer tools of every 
machinist. 

22. Zig-Zag Rule No machinist can 
have too many rules. This is the familiar 
‘carpenter’ type May be metal and 
shorter than 6 ft. 

23. Crescent or Adjustable Open-End 
Wrench—Very convenient in setting up or 
adjusting clamps, ete. 

24. Serapers—Singly or in sets, depend- 
ing upon amount of scraping the operator 
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does, or fine finishing of surfaces by hand, 
particularly bearing surfaces. 

25. File Handle—May be wood or plas- 
tic material. Transferred from file to file. 

26. File Card and Brush or “Back”’’— 
For cleaning file teeth. Has bristles on 
one side, stiff wire bristles on other, some- 
times small pick on side. 

27. Files—lIllustrated are flat, squar: 
and round types. Used in ‘cleaning up 
surfaces, removing burrs, etc. Often fur- 
nished by company in larger sizes. 

28. Flat Chisel—Usually required in 
several sizes, widths and weights, de- 
pending upon work, 

29. Key-Seating Chisel—Special square 
tip, ground on one side and used to get 
square corners in keyseats. 

30. Cape Chisel Same as 29, but 
ground from both sides. Commonly used 
for gouging, grooving, cleaning up shaped 
grooves, ete. 

31. Prussian Blue—Liquid used instead 
of 45 and also very extensively to deter- 
mine whether bearing surfaces are mating 
properly. It is rubbed on thin, then sur- 
faces are rubbed together. High spots 
show up by rubbing off blue and are then 
scraped down with 24. 

32. Depth Gage—For accurately meas- 
uring depth of slots, holes, etc. 

33. Seriber— For scratching lines on 
steel, usually over 45. Some have tung- 
sten-carbide or Stellite tips for longer 
wear. 

34. Round-Nose Chisel—For chipping 
out corners in fillets and for finishing 
corners of radius grooves. Usually in 
several sizes. 

35. Diamond-Point Chisel—For chipping 
out corners. 

36. Automatic Center Punch Spring- 


No machinist is interested in your company 
name unless he wants to buy tools. One way to 
be sure he’ll remember you when the time comes 
is to give him a card printed on celluloid or 
etched on steel showing the decimal equivalents. 





Decimal Equivalents 















































loaded for one-hand marking of points 
along a machining line, ete 

37. Crowbar or Dolly Bar—Used in lift- 
ing or wedging over workpiece slightly. 

38. Outside Calipers—For measuring 
and gaging or comparing fits with inside 
alipers, 41 

39. Dividers—-For measuring and lay- 
ing out circles on fillets. 

40. Machinist's Level—Usually 6 or 9 
in. long, with horizontal and two vertical 
bubbles, all very sensitive. 

41. Inside Calipers —- For 
widths of slots, et 

$2. Center Punch—For marking scribed 
lines, ete., with 43 


measuring 


43. Layout Bull-Peen Hammer — For 
laying out work Much lighter than 19 
44. Caliper Square—-Accurate. For in- 


side and outside measurements and as 
fixed gage when several like pieces are 
shaped up 

15. Carpenter's Blue Chalk—Rubbed 
over metal surfaces on which accurat« 
lines are to be scribed. Helps them to be 
Seed) 

16. Pocket Slide Caliper—For measur- 
ing slot mouths and setting and measur- 
ng calipers 

47. Steel Scale (Flexible)—6-in. or 9-in 
(probably both) and § in. wide, for general 
measuring Very convenient 

48. Combination Square—12-in. steel 
scale with three heads, one square, one 


miter, one centering (for finding centers 


on cylindrical pieces). 
49. Key-Seat Clamps—For the 


operator 


who does a lot of work on shafts. At- 


tached to steel rules for laying ¢ 
ways and scribing parallel lines on 
pieces. 


yut key- 
circular 


50. Hacksaw Frame and Blades—This 
is the adjustable type, taking 8- to 12-in. 


blades. A fixed-length frame sho 

ally be 12 in 

of four positions 
51. Tap Wrench — Machinist 


uld usu- 


Blades can be set in any 


usually 


buys small sizes to hold taps, reamers, 


drills or tools with up to }-in. ¢ 


liameter 


shanks. Employer buys larger sizes. Has 
tempered gripping surfaces which will 


hold square, round or oval shanks 


52. T-Handle Tap Wrenches—-Same uses 
as No. 51, but can be handled with one 


hand Top centered so wrench 
used in lathe or drilling machine 
tool accurately. 
clamping nut. 
53. Outside Firm-Joint Serew-A 
Calipers. Used to make a series ¢ 


ean be 
to start 


Heat-treated jaws and 
Various capacities. 


djusting 
of meas- 


urements or gagings at one setting. Screw 


adjustment for fine adjustments 
plain types Company buys big 
in., workman buys small ones 

54. Inside Firm-Joint Calipers 
to No. 53 


Also 


sizes 36 


Similar 


55. Pin Vises—-Hardened jaws and 


chucks. 


For holding scriber tips, small 





files, scrapers, taps, or small drills. Can 
be used as sensitive drilling machine chuck 
for very small tools. Sizes, 0.04 to about 
0.2 in capacities. 

56. Hand Vise—Handled clamp. Jaws 
V-grooved for round work. Capacity 1 in. 

57. Toolmakers’ Parallel Clamps—Case- 
hardened steel. Used to hold small work 
in drilling, tapping, etc. 

58. Jack Serew—Used in toolrooms for 
leveling up work. Range 2 to 34 in., will 
raise about 4 ton. Various bases. 

59. Toolmakers’ Clamp — Drop-forged 
with interchangeable takeup blocks for 
end of screw. Usually sold in pairs. 
Capacities up to 2 in. 

60. Clamp Dogs—Used in driving or 
handling a workpiece on centers, etc 
Capacities of about g to 3 in. between 
screws. 

61. Toolmakers’ Buttons—Used in gag- 
ing and figuring for jig and die work. 
tive positive accuracy for laying out 
work. Usually in sets of four. Diam- 
eters 0.3 to 1 in. 

62. Universal Bevel—-Offset blade and 
small size make it convenient for machin- 
ing or working to desired angle in a small 
space. Set with No. 63. 

63. Steel Protractor—Useful in measur- 
ing angles, laying out, setting bevel. 

64. Stub Rules and Holder—Usually 3, 
z, 4, 2 and 1 in. long, used interchange- 
(Continued on page 126) 
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DISTRIBUTION 
PERSONALITIES 


Candid camera studies by John Ora 
catch distributors and manufac- 
turers at work and play 







Amen! Frank Jura- 
schek, Power Transmis- 
sion Council, addresses 
the Philadelphia Club. 













An informal group in the 
Sarco booth at the Chemi- 
cal show. W. B. Phil- 
pott’s Sherk is the sur- 
prised gentleman. Others, 
left to right are: Miss E. 
R. Ahlert, E. M. Mitten- 
dorff and G. B. Burke. 


Neil Hurley, Jr., secretary, 
Independent Pneumatic 
Tool, center, bats ’em out 
at the recent Automotive 
Convention. Neil has 
turned author—see Indus- 
trial Marketing, December. 


A. W. “Arlie” Clark, 
manager, Black and 
Decker Manufactur- 
ing Company, Ltd., 
Canada, explains tar- 
iffs to Jack Apsey, 
advertising manager. 










Tallyho! Dave Ros- 
coe, Bethlehem pipe 
sales manager, vainly 
seeks a hound to fol- 
low on one of his in- 
frequent free Satur- 
days. 
























A distributor victory. 
Ed “Cannon” Ball, 
vice-president (indus- 
trial sales), Hajoca 
Corporation, right, 
graciously accepts the 
congratulations of the 
loser, Keasbey & 
Mattison’s Frank 
Crow. 


~~ 


Background—the Chemical Show. 
Foreground, W. A. Kates, Corn- 
ing Glass Company, talks speci- 
fications with an associate. 
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HE triple convention of the 

National Supply and Machin- 
ery Distributors’ Association, the 
Southern Supply and Machinery 
Distributors’ Association and the 
American Supply and Machinery 
Manufacturers’ Association, def- 
initely scheduled for Monday, Tues- 
day and Wednesday, May 11, 12 
and 13, is going to live up to its 
reputation for being one of the 
outstanding “business” conventions 
in the country, if the executives 
and program committees of the 
three associations can _ possibly 
make it so. 

Well in advance, these gentlemen 
have outlined a program which 
ignores all superfluous, high-sound- 
ing oratory and gets right down to 
the brass tacks of offering dele- 
gates sales and sale promotion 
ideas directly applicable to their 
businesses. It is based on simple, 
straight-forward discussions of the 
distributors’ every day need for 
better sales and sales promotion 
ideas. It will encourage a maxi- 
mum amount of discussion from 
the floor. It will give every dele- 
gate a chance to compare notes 
with men in the same line of busi- 
ness in other territories. 

Special hotel rates are being ar- 
ranged for, railroad rates will be 
secured. The May convention needs 
but one thing to assure its being 
one of the outstanding, if not THE 
outstanding convention of the year 

-wholehearted cooperation of the 
distributors and manufacturers in 
all parts of the country. 

Something more than attendance 
is required to put over a program 
such as that roughly outlined be- 
low. Every distributor and manu- 
facturer who plans to attend should 
offer his talents and experiences to 
the program committee of his as- 
sociation in order that discussions 
will bring out a real cross-section 
of the thinking of the industry. 
Every delegate should study the 
program with a view to bringing 
up for discussion those sales prob- 
lems which he feels should be con- 
sidered. 

The associations have cast tradi- 
tion to the winds. They have done 
away with the old pattern of con- 
vention programs and have pre- 
pared one which strikes at the very 
heart of the distributing industry. 
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MAY CONVENTION 
BETTER SALES AND 
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Complete program, prepared well in 
advance, will offer delegates practical 
ideas to help in securing more business. 
Cooperation needed to insure success. 


Every distributor and manufactur- 
er owes it to himself and his com- 
any to lend a hand by contributing 
his thinking to this progressive 
step. 

The following rough outline of 
the program should convince every 
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distributor that he should attend. 
It should call forth new ideas which 
will help put the convention over: 


Monday 


Day devoted to executive com- 
mittee meetings, meeting of the 
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ISRB governing committee, a golf 
tournament and a rolling chair ride 
for the ladies (at a discount). Con- 
vention proper opens with a meet- 
ing of all delegates at 8:15 P.M. 
After opening remarks by presi- 
dents, address will be delivered by 
an outstanding industrialist. An in- 
formal dance will run from 10 P.M. 
till midnight. 


Tuesday 


Theme of the morning session, 


Ambassador Hotel, Atlantic City 


WILL FEATURE 
SALES PROMOTION 


which will begin at 9:30 A.M., 
will be “Sales Management Methods 
for Distributors.” Presiding officer 
will be L. M. Knouse, president, 
American Supply and Machinery 
Manufacturers’ Association. A 
speaker from the National Associa- 
tion will discuss the duties of the 
distributor’s sales manager in (1) 
securing and maintaining efficient 
coverage of his territory and (2) 
securing and maintaining maxi- 
mum distribution for each line. 
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These two phases will then be 
considered separately. Led by a 
representative of the Southern As- 
sociation, territory coverage will be 
discussed from the angle of sys- 
tems, forms, cost of operation, and 
call reports now in use by distribu- 
tors. Product coverage will receive 
similar treatment under the leader- 
ship of a National Association 
speaker. 

A speaker from the American 
Association will wind up the morn- 
ing session by leading a discussion 
on the distributor’s part in giving 
his manufacturers efficient cover- 
age and maximum distribution. 

The afternoon session will open 
at 2:00 P.M. Theme—‘Sales Pro- 
motion Methods for Distributors.” 
Presiding officer—F. M. Archer, 
president, Southern Supply and 
Machinery Distributors’ Associa- 
tion. The need for better sales pro- 
motion methods, the preparation 
and maintenance of a good mailing 
list, the proper use of manufac- 
turers’ special representatives and 
industrial exhibits will be handled 
in order. 

The ladies are to be entertained 
by a bridge and tea at 2 P.M. and 
a swimming exhibition at 5 P.M. 
An entertainment and dance com- 
pletes the day’s schedule. 


W ednesday 


The American Association will 
conduct the Wednesday morning 
session. Aim will be to present 
practical suggestions on the coordi- 
nation of sales management, sales 
promotion and general sales activi- 
ties of distributors and manufac- 
turers, with accent on the proper 
use of manufacturers’ literature, 
the type most effective, and follow- 
up advertising. Sales meetings, 
the follow-up of inquiries and mar- 
ket determination will come in for 
discussion. 

Closing this session, the Indus- 
trial Supply Research Bureau will 
hold its annual business meeting. 
Plan includes a report of work done 
and formulation of future plans. 

The three associations will hold 
separate business meetings in the 
afternoon. 

The annual dinner dance, with 
its unusual opportunities for worth- 
while friendly contacts is sched- 
uled for Wednesday evening. 
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Multiple-V < 
dry-fabric € 
type ¢ 


Multi-panel 

fiber-coated 

wire-screen 
type 


Common types of air filters 


ILTERS for air conditioning 
and general ventilation are de- 
signed for relatively low dust con- 
centrations. In cities, air dust 
loading runs about 0.4 to 0.8 grains 
per 1,000 cu. ft. In industrial cen- 
ters, loadings of 0.8 to 2 grains per 
1,000 cu. ft. may be encountered. 
A number of types of filters are 
available. The accompanying tabu- 
lation shows the kind of filtering 
material, method of cleaning, re- 
sistance to air flow, capacity, face 
velocity and dimensions. Filters 
may be classified according to 
whether the filter material is dry 
or coated with a viscous (sticky) 
material, and whether of the throw- 
away, manually (hand) cleaned or 
automatic cleaning type. 
Automatic-cleaning filters are 
relatively high in first cost, conse- 
quently intended for large-capacity 
installations where 50,000 c.f.m. or 
more air is to be filtered and use 







crimped wire or 
expanded metal 


factor is high. Two filters of this 
type, for example, consist of a mul- 
tiplicy of overlapping filter panels 
carried on endless chains and form- 
ing a filter medium 4 to 6 elements 
deep. The filter curtain is sup- 
ported on sprockets over a reser- 
voir containing a viscous oil. At 
intervals depending on the air dust 
loading, the sprockets are turned 
by motor and the dirty filter panels 
moved into and through the reser- 
voir of oil, which cleans off the dirt 
and recoats the filter panels. 

One automatic filter is of the dry 
type, arranged somewhat the same 
as the viscous units except that the 
filter curtain is driven past 
vacuum-cleaning nozzles. 

After a period of use, resistance 
to air flow of automatic filters be- 
comes constant. Viscous type fil- 
ters should not be used when air 
carries any considerable quantity 
of lint, as this does not wash off 





DO YOU SELL 
AIR FILTERS? 


Here are characteristics 
and uses of common types 


and, unless removed by hand, grad- 
ually forms a mat which greatly 
increases resistance. 
Non-automatic filters are made 
in units of convenient size for han- 
dling, usually 20 in. square or 16 
x 25 in. By using a number of 
units, filters of almost any capacity 
can be installed to suit the space. 
Filters of this type cannot be for- 
gotten after installation and still 
expected to give satisfactory or 
even passable results. The filter, 
if it is any good at all, will collect 
dust from the air. As it gradu- 
ally becomes loaded, its resistance 
to air flow increases, resulting in 
a decrease in volume of air circu- 
lated or increased fan horsepower. 
Manufacturers have expended 
considerable effort to make filter 
maintenance easy. One result is 
the cheap filter medium that can 
be thrown away when it becomes 
(Continued on page 101) 


AIR FILTER CHARACTERISTICS 














Air Resistance, in. H,0 Face 
Cleani aa — Capacity, Velocity, Dimensions 
Name Filter Media Meth Clean Dirty c.f.m. f.p.m. of Unit 
Multi-Panel Bakelite coated wire panel, Automatic Avg. 0.35-0.45 2,600-up 500 V1" deep, 
viscous coa 5 to 13 ft. high, 
2’7” and 4’ 11” wide 
Airmat Pocket type Cellulose, dry Renewed, or 0.18 0.35 1,500 300 2'3''x2'3''x2’ and 
vacuumed 900 164/x2'3’’x2’ 
Renu-Vent Split wire mat, viscous coated Replaced 0.17 800 300 20x 20x 34"" 
Arco Corrugated fibre board, Replaced 0.13 0.4 670 300 16’’x20” 
viscous coated 800 16’x25” 
800 20x 20’’x 14” 
Staynew Multi-V Type Dry cotton fabric over non- Vacuumed 0.18 800 300 20x 20x43” 
metallic gause-like center 0.16 1,200 430 20x 20x84” 
Protectomotor Dry Vacuumed 0.25 800 300 20x 20x64” 
Dustop Glass wool, viscous coated Filter replaced 0.25 0.36-0.40 800 300 20x 20x4}"’ 
Coppus Dry wool felt Vacuum cleaned 0.25 1,000 360 20x 20x64" 
Sommers Hairglass, dry Washed—hot 0.08 0.4 700 250 16x 25x13” 
water or solvents 20x 20x 13’ 
Burt Crimped wire viscous coated Washed 0.02 1,000 400 20x 20x54” 
Burt Jute fiber and cheese cloth, dry Vacuumed 0.25 800 300 20x 20x 
Burt Viscous and dry Automatic 0.25 2,500-up 286 
Double Duty Stamped steel plates viscous coated Automatic 3,000-up 93” high 
Zig-Zag Fabric, dry Replaced 800 300 —_ 
16x25” 
Kompak Dry cotton Replaced 0.15 600 
Relay Vegetable Fiber Replaced 0.06 800 300 20x 20x 2” 
Viscous coated 16x 25x 2” 
30 
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at Cleveland, 


Manufacturers and distributors 
January 21 
(right) and similar group at 
Pittsburgh, January 20 (below) 























ASSOCIATIONS HOLD JOINT MEETINGS 










Sessions well attended 
despite adverse weather 
conditions. Both distribu- 
tors and manufacturers 
enthusiastic about bene- 
fits to be derived from 
local gatherings 


IN PITTSBURGH AND CLEVELAND 


ITTSBURGH and Cleveland 

on January 20 and 21, respec- 
tively, were the scenes of two more 
in the series of zone meetings of 
distributors and manufacturers un- 
der the auspices of The National 
Supply and Machinery Distribu- 
tors Association and the American 
Supply and Machinery Manufac- 
turers Association. 

As is the plan in meetings of 
this nature, the distributors and 
manufacturers in each instance 
held separate morning sessions, and 
the two groups got together for 
luncheon and joint afternoon dis- 
cussions. 

The stormiest weather of the 
winter to date held down the atten- 
dance of manufacturer executives 
at the Pittsburgh meeting, but the 
turnout of distributors was ex- 
ceptionally good considering the in- 
clement conditions. 

In Cleveland, however, the turn- 
out of manufacturers was excellent, 
and the joint session of the dis- 
tributor and manufacturer groups 
was a somewhat more effective 
meeting, as a result. 


Pittsburgh Meeting 


This being the regular annual 
meeting of the Pittsburgh Indus- 
trial Supply Club, as well as a zone 
meeting with manufacturers, the 
first business of the day at the 
separate distributor session was 
the election of officers for the en- 
suing year. George H. Cherring- 
ton, Standard-Machinists Supply 
Company, who has done an out- 
standing job as president of the 
club, was re-elected to that office, 
while C. A. Vetter of C. A. Turner, 
Incorporated, and W. T. Todd, Jr., 
of the Somers, Fitler and Todd 
Company, who have been instru- 
mental in the club’s success as vice- 
president and secretary-treasurer, 
respectively, were also returned to 
office. 

The following twelve directors 
were elected: C. S. Pitkin, Crane 
Company, Pittsburgh; W. M. Pat- 
terson, Frick-Reid Supply Corpo- 
ration, Pittsburgh; Sherman Park- 
er, Pittsburgh Gage and Supply 
Company, Pittsburgh; George E. 
Thackray, Jr., The Thackray Com- 
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pany, Johnstown, Pennsylvania; 
Z. B. Hampton, Fairmont Supply 
Company, Fairmont, West Virgi- 
nia; S. S. Bryan, United Hardware 
and Supply Conipany, Titusville, 
Pennsylvania; A. J. Williams, 
Chandler-Boyd Supply Company, 
Pittsburgh; W. A. Griffin, Ward 
Supply Company, Incorporated, 
Brownsville, Pennsylvania; C. T. 
Haller, Colonial Supply Company, 
Pittsburgh; C. A. Lynch, Joseph 
Woodwell Company, Pittsburgh; E. 
C. Mann, Logan-Gregg Hardware 
Company, Pittsburgh, and Mr. Ken- 
nedy, Ott-Heiskel Company, Wheel- 
ing, West Virginia. 

President Cherrington, in open- 
ing the meeting, had observed that 
the general situation on policy to- 
day is better than during the code, 
and there was certainly evident 
a feeling of friendship and co- 
operation among the thirty-five dis- 
tributors present as they discussed 
subjects to be presented at the 
joint session with manufacturers 
in the afternoon, and selected the 
individuals to present these sub- 

(Continued on page 86) 





POWER TRANSMISSION 


What Does Power Cost? 


@Let’s not be misled by any one 
who answers this question by 
showing us the power company’s 
bills he gets every month, or (if 
he runs his own power plant) the 
cost figures of power products. 
That’s not the cost of power de- 
livered to the machines. 

Summarizing nine case studies, 
the power cost at the switchboard 
was found to be $110,000 per year, 
while the annual fixed charges on 
the transmission equipment were 
found to be $70,000. With trans- 
mission losses at an average of 
30% for these nine cases added to 
the fixed charges, we find the real 
cost of power delivered to the ma- 
chines to be just twice the rate per 
unit that is paid on the meter 
reading. 

That’s the substance of the ques- 
tion we should be asking our pros- 
pects all the time ... not, “What 
does your power cost at the 
meter?” but, “What does your 
power cost delivered to your ma- 
chines?” The first question covers 
less than half the issue, and is no 
concern of yours. The second ques- 
tion runs right up your alley... 
and its answer invariably points 
the way to business for you, either 
immediately or in the near future. 
Let me illustrate this by 


A Story from Trenton 


@A precision metal-working plant 
asked the Trenton club to study 
the drive problem in moderniz- 
ing a department of 16 automatic 
screw machines. The study re- 
vealed the fact that individual 


motor drive would cost $6,576, 
whereas Modern Group Drive 
would cost only $2,688 ... a dif- 


ference of $3,888 in installed cost. 
This means that Modern Group 
Drive would produce a saving in 


CLUB NEWS 


Conducted by 
VICTOR A. HANSON 
Chief Engineer, 
Power Transmission Council 





the cost of delivering power to the 
machines of $583 per year, in the 


form of fixed charges (deprecia- 
tion, interest, taxes and insurance 

15% of $3,888). This is a 
power cost which, saved, becomes 
net profit. The department has 
been modernized with Modern 
Group Drive. 


Score One for Cleveland 


@Last year a new addition was 
added to a large Ohio plant and in 
it were installed 100 automatic 
screw machines. Starting cold, a 
Cleveland club member interviewed 
plant executive after plant execu- 
tive. He distributed Red Books, 
discussed case studies, helped the 
plant engineers analyze the com- 
parative costs of individual versus 
Modern Group Drive, during the 
whole period that the new build- 
ing was being erected. Result: all 
the machines were installed with 


small Modern Group Drive, 
utilizing steel stringers, high- 
speed shafts, anti-friction bear- 


ings, belts, etc. Intelligent per- 
sistence won the day, and the plant 
is paying unexpected production 
dividends. 
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Here’s a Dallas Item 


@In 1933 members of the Dallas 
club contacted the superintendent 
of a large cotton mill nearby and 
explained the Red Book charts to 
him. Shortly thereafter this 
superintendent made a few minor 
improvements in loom drives based 
on the Red Book data. The results 
were very satisfactory. A few 
months later, I made a visit to the 
plant with one of the club mem- 
bers and suggested some other 
changes, which he made promptly. 
Later still, some fairly extensive 
changes were made in one depart- 
ment, setting up actual Modern 
Group Drives. These have worked 
so well and reduced costs so much 
that a complete Modern Group 
Drive layout for the entire mill is 
now being installed. This superin- 
tendent had to convince himself as 
he went along, point by point. He 
took nothing on faith. That he is 
completely won over is made mani- 
fest by the plans now being fol- 
lowed. 


First Down for Cincinnati 


@In 1933 a chemical plant at Cin- 
cinnati spent $80,000 for individual 
motorization of its machines. Re- 
sult: the power bill was increased 
by $1,800 per month. Less than a 
year gave all the experience of 
that kind that could be _ stood. 
Little persuasion was necessary to 
induce the executives to weigh 
the advantages of Modern Group 
Drive. Today the group drive idea 
is responsible for a major reduc- 
tion in power costs in this plant. 


Selling Modern Group Drives 


@Let’s pause for a moment and 
ask ourselves what these stories 
mean. My answer is this: the 
modern group drive program of 























AS, PASTER WORK 
and LONGER LIFE 
by emphasizing the 







new peatures 


in the & to/5 51305 of 


OSBORN 


MASTER WHEELS 


@ BRUSH-CONSCIOUS salesmen are given another opportu- 
nity to prove of valuable service to their customers by calling 
attention to the improved 8” to 15° OSBORN Master Wheels. 








Heavier filling of wire .. made 4 |mproved design of adapters 

possible by new hub.. makes makes it easier to insert adapt- 
a denser brush-face and that — ers in standard two-inch opening 
means less time per job. of brush. : . ‘ 


The complete Master Wheel line 





? Greater amount of wire also 


prolongs useful life of brush. S°YE'S SIZeS from 4° to 15° in 





diameter. Osborn Adapters fit 

Q Adapters do not projectonnew — arbors from 14" to 1%". The Osborn 
receding hub, making it practi- | Master Wheel is the Master of a 

cal to mount two or more Master thousand uses and the key which 
Wheels on shaft when wider brush — Brush-Conscious Salesmen use to 


face\is desirable. unlock the door to scores of orders. 











Recent meeting of North Jersey Transmission Club 


the Power Transmission Council 
carried out in your clubs means 
orders; that is, business for all of 
us. It is not a static or defensive 
program, but one which very 
definitely involves the utmost in 
offensive strategy. It means edu- 
cating the buyer to know the facts 
about the economics of applying 
power to machines. It means 
taking the facts we learn at our 
club meetings to every industrial 
executive in our territories. It 
means convincing the plant men 
we meet every day that they can- 
not afford to continue the opera- 
tion of old-fashioned lineshaft 
more than they can 
afford the luxury of putting an in- 
dividual motor on every machine. 
It means learning enough about 
our customers’ real needs, as well 


drive any 


as enough about our own proposi- 
tion’s real possibilities, to sell a 
service instead of a mere com- 
modity. For instance, how do you 
suppose the following job could 


have been done without knowledge? 


A Silk Mill Profits by Modern 
Group Drive 


@®A Holyoke, Massachusetts, silk 
mill was operating at a power 
factor of .52 with a connected load 
of 1045 hp. A study of the condi- 
tions led to the taking of 62 unit- 
drive 74 hp. motors of spinning 
frames and the re-arrangement of 
these machines with Modern 
Group Drives from 13 synchronous 
motors of 20 hp. each. These mo- 
tors corrected for the remaining 
580 hp. load in the plant, with a 
resulting power factor of .92 for 
the entire plant. The _ installed 
horsepower on the spinning frames 
is now 260 instead of 465, and re- 
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duced power costs yield a nice pro- 
duction profit. 


Another New England Victory 


@This is an old story now, but I 
want to repeat it for the benefit of 
our later friends. A mill supply 
salesman attended the first meet- 
ing of the Boston club. It was all 
new to him, and he went home with 
little knowledge but a big vision. 
Next day he called on an old cus- 
tomer who waved him off im- 
patiently, saying that he needn’t 
call again, for the boiler had gone 
bad and since he had to have power 
at once, he had called in a couple 
of the local power company men, 
who were even then working up a 
plan for unit drives. 

The salesman went home, 
studied all night the material 
he had received at the club meet- 
ing, went back to the customer 
next morning and insisted on talk- 
ing about the relative economies 
of unit versus Modern Group 
Drive. The customer listened, in- 
terested in that word “economy.” 
He called in the power company 
men, and with a thoroughly scared 
mill supply salesman listening, 
asked them about the economy of 
the unit-drive set-up. 

The power men frankly said that 
he had never mentioned economy 
but only wanted power quickly. 
They listened to the salesman and 
promptly agreed that he had the 


dope on economy. The _ buyer 
stopped proceedings at once, and 
made a thorough investigation, 


with the result that he installed 
Modern Group Drive throughout 
and gave the mill supply man an 
order for all the mechanical items. 

One club meeting; one night’s 
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study; one interview. And this 
sort of thing is happening every 
day! 


Chicago Puts in an Oar 


@ Not to be outdone by the effete 
East, Chicago demands its share 
of applause. Among several note- 
worthy jobs accomplished, this one 
has particular merit, since it 
demonstrates that small plants 
have opportunities as well as their 
larger brothers. A. R. Ross of the 
Chicago club modernized the old 
drives in a novelty manufacturing 
plant most intelligently. 

One old lineshaft drive was 
operated by a 15 hp. motor. The 
maximum peak loads of all the ma- 
chines on this drive totalled 36 hp. 
Yet there was on it a total belt 
width of 119} inches, capable (at 
a most conservative estimate) of 
transmitting over 106 hp. One of 
the countershafts on this drive was 
belted with a 20 hp. counter belt. 
In modernizing, this countershaft 
was connected (with its several 
machines) to a 4 hp. motor satis- 
factorily! The entire drive has 
been split up into three Modern 
Group Drives, with steel stringers, 
anti-friction bearings, and_ so 
forth. Power costs have been re- 
duced amazingly. 


Achievement Stories 


@iIn the Council headquarters 
office at Stamford, Connecticut, a 
job record file has been set up to 
cover the details of all the jobs 
that can properly be credited to 
our industry-wide effort to promote 
the right drive for every machine. 
From every possible source the in- 
formation is being gathered—and 
wherever possible will be published 
in these columns as time goes on, 
to furnish you with sales ammuni- 
tion. 

But you have some of these 
stories yourself, tucked away in 
the back of your mind. When you 
read the stories here, it means that 
someone has loosened up on his pet 
information. You profit by it. Let’s 
have your stories in return so that 
the fellow who has given you his 
can profit in return. The more the 
volume swells, the greater grows 
our success, and the better able are 
you to go out and fight for more 
business. How about it, fellows? 
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EASIER, MORE PROFITABLE 
SALES WITH THE NEW 


Nth VARI-PITCH 
| rambncsetsy: ender TEXROPE SHEAVE 


You know the advantages of selling a line with 
established acceptance. The advantages of selling 
a completely rounded out line are also clear. 

To the established acceptance of Texrope prod- 
ucts, the new Vari-Pitch Texrope Sheave adds the 
advantage of making it the most complete multiple 
V-Belt line in the power transmission field. 

In the new Vari-Pitch Sheave, by a simple adjust- 
ment that takes but a few moments, the diameter 
can be altered so as to give a variation in speed of 
from 15 to 25 per cent per sheave. This permits 
users to experiment with different speeds to ascer- 
tain at just what speed their machines show the 
highest efficiency; it permits them to take advantage 
of higher speed cutting tools; it permits them to 
make different products on the same machine, some 
of which may require higher, some lower speeds. 

Vari-Pitch Sheaves are made in stationary and 
motion control types. In the motion control type 
speeds can be instantly varied to the full range 
while the drive is in operation. 

This new Texrope product offers you an oppor- 
tunity to “cash in” on new applications, and con- 
versions, in a great variety of industries. 

The Vari-Pitch Texrope Sheave is unique in that 
there is nothing like it on the market and it is only 
available through the Allis-Chalmers Mfg. Co. 






Write for Vari-Pitch Bulletin No. 1261 


1s% TO 25% VARIATION IN SPEED 


Straitline Automatic Ball Bearing Motor Base developed 
for the motion control Vari-Pitch Sheave. You simply turn 
the hand wheel to alter the diameter of the sheave and 
‘or simultaneously the base moves forward or backward to 


Ag > ¥ \s maintain proper belt tension. 
" Pitch Sheave adjusted for = _ 


Rinimum diameter-low speed. Belts by Goodrich 
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100—Average monthly sales, 1923-1925 


Holiday Week Drops Sales Indicator To 76.9 
Last Four Months Show Marked Increase Over1934 


VEN the customary curtailment of purchases at 

the end of the year and the “time out” for the 
holidays failed to drop the December Sales Indicator 
to 1934 levels, the index reading 76.9 as compared 
with 84.9 in November and 61.0 in December, 1934. 
This figure assures a fine fourth quarter for most 
reporting distributors. 

All territories were affected by the down trend to 
some degree. In the North Atlantic section the 
Indicator dropped from 89.6 in November to 79.3 in 
December. Southern distributors reported a de- 
crease, forcing their index from 88.5 to 73.6. The 
other three territories were not as seriously affected, 


the Middle Western Indicator dropping from 77.9 to 
77.5, the Western from 97.0 to 94.5 and that for the 
Pacific Coast from 95.4 to 94.0. 

Orders from Government agencies undoubtedly had 
a considerable effect in holding the volume of busi- 
ness up. Reporting distributors indicate that 11.3 
percent of their December sales came from these 
sources, while only 8.45 percent of the November total 
had a similar origin. - 

Orders were larger than in the previous month, the 
average being $16.69 against $15.21 in November. It 
is interesting to note that the December 1934 average 
was $14.88. 








Average number of orders received per house during month........... 
Average number of orders received per house each working day......... 


Average size of order, all houses. ...... 
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ALORI 
METAL F 


ARBORUNDUM-MADE coated abra- 
sives are everywhere recognized as “a 

“ARBOR 
uniformly good products. They are 1S opt 
backed by the prestige of a great name. —_ 
You don’t have to take time debating 
their merits. Add them to your line and lengthen sales sheets. 
Electrocoated Aloxite Brand Cloth is fast, clean-cutting, and uniformly 
coated. The“ Aloxite” grains with which the backings are coated are up- 
ended by meansof electro-static force, thus giving more clearance around 
each grain, resulting in greater freedom of cut and improved finish. 
It finishes all metals. Sell it to shops, garages, repair stations. Sell it in 
the handy economy rolls—shown above—or in the 9 x 11 inch sheets. 
Aloxite Brand Cloth will be welcomed wherever metal finishing is 
done. Cuts faster—lasts longer. 
Sell “Aloxite” Brand Carborundum Fibre Dises for portable sanding 
machines. They finish all metals. 
And the woodworking plants and the craftsmen’s shops use miles of 
Carborundum Brand Garnet Paper, Cloth and Combination, coated 
with uniformly graded Garnet Grains. 





THE CARBORUNDUM COMPANY 


REG. U.S. PAT. OFF. 


Niagara Falls, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Cleveland, Cincinnati, Pittsburgh, Boston, 
Detroit, Grand Rapids. (Carborundum and Aloxite are registered trade-marks of The Carborundum Company.) 
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North Atlantic States 


Although reporting distributors experienced a pickup in Government 
business from 13.72 percent of the total in November to 15 percent in 
December, total sales dropped the Indicator from 89.6 to 79.3. The 
average order reported was for $15.73 against $12.80 in November and 
$14.00 in December, 1934. 


Southern States 
Most affected of all the territories, the Southern Sales Indicator 
dropped in December to 73.6 from a November level of 88.5. Govern- 
ment business upped slightly to 6.9 percent of the reported total as 
compared with 6.4 percent. Orders were slightly smaller than those 
of the previous month with an average of $17.31 against $18.49. 


Middle Western States 
Aided by a sharp rise in Government sales, from 6.9 percent of the 
total to 13.2 percent, the Middle Western Indicator almost held its own, 
the December figure being 77.5 as compared with 77.9 in November. 


Orders were noticeably larger—dverage for December, $17.10, for 
November, $15.80. 


Western States 


In this area, also, sales nearly maintained November levels, the 
Indicator reading 94.5 against 97.0 the previous month. Government 
orders accounted for only 3.0 percent of reported sales. Orders were 
even smaller than those previously reported, the average being $8:96 
as compared with $11.00 in November. 


Pacific Coast States 
Down slightly, but still near the top of the heap, the Pacific Coast 
Indicator for December registered 94.0, against 95.4 in November. 
Government orders amounted to only 8.9 percent of the total. Orders 
jumped back to former levels in size, the average being $18.40 as 
compared with $15.42 the previous month. 
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WILLIAMS’ “Vulcan”? Rope Sockets — 
Superior in strength. Drop-forged, weldless. 
Both Open and Closed Patterns for 1/4 to 
15/8in. rope. Tests prove them stronger than 
the strongest wire rope made. 

e e . 


WILLIAMS’ ‘‘Vulcan’’ Hoist Hooks— 
Noted for strength, stamina and safety. Specially 
heat-treated after forging and proof-tested to 
fifty per cent beyond their rated “safe working” 
load. Shank and Eye Patterns. Sizes for 1/2 to 
25 tons. Identified by the orange tip. 

° * e 


WILLIAMS’ “Vulcan” Eye Bolts— 
Recognized for their strength and toughness. 
Heat-treated, proof-tested, weldless. Plain and 
Shoulder Patterns, shanks blank or threaded, in 
complete range of sizes, 1/5 to 16 tons. 

a . : 


WILLIAMS’ Thumb Nuts and Screws— 
Drop-forged from tough steel, selected for easy, 
accurate threading, and tumbled smooth. Many 
patterns in sizes 1/8’ to 3/4” diameter. Furnish- 
ed from stock, blank or threaded U.S. Std. Special 
threads, sizes, shapes and materials to order. 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





Hercules Equipment Moves 
to Larger Quarters 


@On December 9, 1935, Hercules 
Equipment and Rubber Company, 
San Francisco, California, moved 
into its new location at 550 Third 
Street. The building is a re-in- 
forced structure which has been 
entirely remodeled and is exclu- 
sively occupied by the Hercules 
Company. It has a floor space of 
16,000 square feet. 

The front of the building has 
been modernized and presents a 
modernistic appearance. A large 
lobby extends the width of the 
building on the first floor, which 
will be used for special displays 
from time to time of products the 
company carries. On one side of 
the lobby is the general office, while 
on the opposite side are the sales 
office and the private office of Mon- 
roe Paulsen, head of the company. 
The larger portion of the main 
floor is taken up with bins and 
racks for the large stock of hose, 
belting, brass goods, roller pumps, 





On the afternoon before Christmas, Woodbury and Company, Portland, Ore- 
gon, brought in a caterer and served luncheon in the office to all employees. 
After that was over, laugh provoking gifts were passed out by Santa Claus, 
ift of a 12-pound turkey to each. 
is standing up in the far corner next to the whiskered gentleman, while Fred 
F. Holcomb, vice-president and sales manager, is in front center with large 
This event, with the following 3-day sales meeting, closed the 


followed by a 


white napkin. 


packing and other’ mechanical 
goods carried by Hercules. 

The building reaches through to 
Ritch Street on which is located a 
spur track and from this street a 
three-door driveway is provided to 
the shipping platform at rear of 
the building. In this way, goods 
may be received and shipped by 
railroad or truck with the greatest 
facility. 

Hercules Equipment and Rubber 
Company is distributor for the me- 
chanical rubber goods line of the 
B. F. Goodrich Company, and re- 
cently added the Durabla line of 
high pressure sheet packing, gauge 
glasses, and also a complete line of 
industrial packing manufactured 
by the Belmont Packing and Rub- 
ber Company. 


Last Quarter Business 
Improved 


@ A decided improvement in busi- 
ness for the last three months of 
1935 has been reported by Brierly, 
Incorpo- 


Lombard and Company, 


most successful year in the history of the company. 
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S. F. Woodbury, president, 





rated, Worcester, Massachusetts. 
B. Durell, treasurer, states that 
this is due to the increased activ- 
ity in machine shops in the Worces- 
ter territory and general improve- 
ment in business. 

New lines taken on in the past 
few months are Trane air condition- 
ing, Columbian Vise and Manufac- 
turing Company’s vises and Arm- 
strong Bros. Tool Company’s 
wrenches. 


Colonial’s Christmas Party 
a Success 


® The Christmas party held by 
Colonial Supply Company, Pitts- 
burgh, Pennsylvania, last Decem- 
ber, was attended by more than 
500 guests, all of whom seemed 
to have enjoyed themselves im- 
mensely. 

Although no special display set- 
ups were shown, the stock was so 
arranged that it could be easily 
seen and examined. However, the 
purpose of the party was enter- 
tainment and good-fellowship. 

In addition to the lunch and re- 
freshments served, there were 34 
door prizes given, most of which 
were supplied by the different 
manufacturers whom the company 
represents. 


Gilmour Company Issues 
New Catalog 


@ B. F. Gilmour Company, Incor- 
porated, Brooklyn, New York, re- 
cently issued its Catalog “B” 
which was published by R. R. Don- 
nelley and Sons Company, Chicago. 

The catalog which contains 200 
pages, covers pipe, fittings, valves, 
steam and oil burner specialties, 
tools, steam packing, insulation and 
related materials. It is printed on 
a tinted paper and bound in two- 
tone Keratol with orange design. 


Changes Name But Not Policy 


@The Campbell Hardware Com- 
pany, Seattle, Washington, has 
changed its name to Campbell 
Hardware and Supply Company, 
effective January 1. 

The company was organized in 
1890 by John Campbell under the 
name of Loggers Supply Company 
in a small shop in Seattle. The 
rapid growth of Seattle prompted 











___ are hearing that every day. 
The great technical advances in hose and bellt- 
ing achieved by HEWITT are of deep concern 
to plant officials ... where is there a buyer who 
will turn a deaf ear to a convincing story of 
cost cutting performance? Practically every pur- 
chasing factor in Industry is being bombarded 
with the story of HEWITT superiority in the 


most powerful advertising program in the his- 


oe 
: 


HOSE 


ee 


tory of HEWITT. It is the kind of advertising 
that makes a plant operator want to hear the 
rest of the story from a supply salesman. And 
HEWITT distributors are not losing any time in 
cashing in on the combination of a superior line 
supported by a bang up advertising schedule. 
Maybe you want to set a new sales record in 
industrial rubber goods in 1936. We'll be glad 
to tell you about the HEWITT profit franchise. 


CONVEYOR AND TRANSMISSION BELTS 


PACKING 
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AS ONE MAN TO ANOTHER 
What Do You Say? 


“We highly recommend this line to you as we are 
sure that the cooperation that you will receive not 
only from their representatives but from the company 
themselves will be a relief to you in comparison with 
the conditions which have existed for some time in 
the file industry.” 


The above statement, we believe, fully substantiates our claim 
that SUPER-DUTY distributors and SUPER-DUTY files are 


our best and most enthusiastic sales representatives.- 

The quotation is taken directly and exactly from a letter 
written by a ‘‘Cleveland File” distributor to a fellow jobber 
making inquiry regarding this company and their policies. 
THE CLEVELAND FILE CO. 
3400 Hamilton Avenue CLEVELAND, OHIO 
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Charles H. Harden (left) of the 
Charles H. Harden Company, Seat- 
tle, Washington, with Walter M. 
Hilber. Mr. Hilber has been with 
the company approximately six 
months as sales manager. He was 
formerly with Marshall-Wells in 
Duluth from 1906 to 1920 at which 
time he came west to put the first 
Marshall-Wells stock in Seattle. 





‘John Campbell to establish an- 
|other company, the Seattle Marine 
| Supply Company, in order to cover 
the entire line of industry he was 
serving. 

At a later date, Mr. Campbell 
consolidated Loggers Supply Com- 
|'pany and Seattle Marine Supply 
Company, forming the Campbell 
|Hardware Company, which oper- 
‘ated for over 25 years under that 
| name. 

In later years, due to the rapidly 
| growing industrial supply business 
|in that section of the country, and 
the demand for a local stock of in- 
dustrial supplies ready for quick 
pick-up or delivery, it was decided 
| to change the name of the company 
to Campbell Hardware and Supply 
Company. A new department had 
grown to do a large proportion of 
the firm’s business in industrial 
tools, supplies and equipment. 

Mr. Campbell, who had planned 
the change in name, passed away 
in August, 1935, but his two sons, 
Wallace and John, both of whom 
were raised in the business, fol- 
lowed Mr. Campbell’s decision and 
|changed the name but not the 
| policy of the company. 





'New Salesman for R. B. Wing 
| Company 


@ R. B. Wing and Son Corporation, 
Albany, New York, has added 
Joseph L. Bolster to its sales organ- 
ization. Mr. Bolster, who resides 
in Williamstown, Massachusetts, 
will cover southern Vermont and 
northwestern Massachusetts. 
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that Bethlehem Pipe you zt 
Sire os pree prom Seale!” 


NDUSTRIAL users like Bethlehem Steel Pipe. One advantage that, particularly 
I wins their enthusiastic approval is the fact that it is so free from scale. For 
many supply distributors, this feature alone, so marked in Bethlehem Pipe, is 
transforming steel pipe from a “service item” to an item that can be profitably 
pushed. 

















The favorable first impression that freedom from scale makes on the industrial 
buyer is quickly strengthened by the other good qualities of Bethlehem Steel 
Pipe. Straightness. Exceptional strength and ductility. Easy threading, flanging. 
coiling and bending. Excellent welding qualities. 

Bethlehem Steel Pipe is uniformly good, dependable pipe, every length of it. 
It is pipe that, once sold, stays sold. 

The mill-supplies distributor who sells Bethlehem Steel Pipe is placing in the 
hands of his customers a product of assured quality, backed by a name that stands 
for quality in a wide range of steel products. 

Bethlehem District Offices are located at Albany, Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, 
Cleveland, Dallas, Detroit, Honolulu, Houston, Indianapolis, Kansas City, Los Angeles, Milwaukee, New York, Philadelphia, 


Pittsburgh, Portland, Salt Lake City, San Antonio, San Francisco, St. Louis, St. Paul, Seattle, Syracuse, Washington, Wilkes- 
Barre, York. Export Distributor: Bethlehem Steel Export Corporation, New York. 


BETHLEHEM STEEL COMPANY 


GENERAL OFFICES: BETHLEHEM, PA. 
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The company also reports that it 
has taken on the “Driver” line of 
woodworking tools manufactured 
by Walker-Turner Company of 

| Plainfield, New Jersey, and Mc- 
| Cord unit heaters. 





New Lines For Mine 
and Smelter 


@ The Mine and Smelter Supply 
Company, El Pasco, Texas, has 
| taken on the lines of Yale and 
Towne pul-lift hoists; Cleveland 
4 Twist Drill high-speed drills and 
Christmas Party 


Gatke Corporation industrial brake 
lining. 

for @Members of the staff of the 

Reichle Supply Company, Sagi- 

Pp 134 xy F I T naw, Michigan, enjoyed their sec- 

ond annual Christmas party in the 

®@ Industrial supply salesmen company’s show room Tuesday 


will find that Page Welding noon, December 24. An excellent 


‘ . luncheon was served, following 
Wires are not only consistent- | which each employee gave a small 


ly good wires that permit con- | Christmas gift to another em- 
sistently good welding, but | ployee, whose name he or she had 
they are consistently good drawn. The directors of the com- 


: pany brought the party to a fitting 
sollecs. . . . Page Welding close with the presentation of an 


. a Wire is an item that merits extra week’s salary to every em- 
your constant attention —it is steady repeat business once you estab- | ployee. 


lish its use with your customers. . . . Each Page Welding Wire is Directors of the Reichle Com- 
shop tested, clearly marked and conveniently packaged. ...It has | pany are E. L. Reichle, president; 
everything that is demanded of a product by the industrial supply | Frank McKinley, vice-president; 
: é ae Charles J. Shea, secretary; Walter 

salesman... . And the Page line of welding wire includes every type 
: ; : ; A. Leesch, treasurer; J. S. Ger- 

of welding wire required for present day production. .. . If your 


hart, Victor Malzahn and H. W. 
current data covering Page Welding Wire is not complete—writethe | Graebner. 


Reichle Company Holds 








PAGE STEEL & WIRE DIVISION OF THE 
AMERICAN CHAIN COMPANY, Inc. 
3 Monessen, Pennsylvania 


a In Business for Your Safety 


acco 2 District Offices: New York, Pittsburgh, Atlanta, Chicago, San Francisco 
a 
| 


PAGE Welding WIRE 





W. A. Dow, vice-president of Chan- 
dler and Farquhar Company, Boston, 
is one of the veterans in the mill sup- 
ply business. With Mr. Dow in the 
above picture are James Donahue 
and Walter Huckson, two of the 


eet  §§ eon toenter this tie — 
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Practically every maintenance department needs these 
new Van Dorn Hammers. They save time and cut costs 
on a thousand and one maintenance and installation 
jobs around any industrial plant. The Van Dorn Ham- 
mers are new in design, new in appearance, new in per- 
formance. They’re lighter, better balanced, less fatiguing 
to the operator, easier to use in awkward places. No. 34 
Hammer; capacity 114” in concrete; equipped with Star 
Drill and 2 turning chucks—$145.00. No. 32 Hammer; 


, 


capacity 54” in concrete; equipped with Star Drill and 


TIE UP WITH 





turning chuck —$95.00. The new Hammers are com- 
pletely self-contained units operated by Universal 
motors (110, 220 or 250 volts, optional) and require no 
transformers, rectifiers or other extra equipment. 
Equipped with 3-conductor cable and plug, automatic 
release switch, drift key and fibre carrying case. These 
new hammers are two more reasons why Van Dorn 
Jobbers throughout the country are getting a big share 
of the new tool business. Write for details. Van Dorn 
Electric Tool Co., 717 Joppa Road, Towson, Maryland. 


FOR STEADY FROFITS 
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to no chances—it doesn’t pay!’’ That idea, dominat- 
ing Industry's operations and influencing its choice of materials, has 
created a safety record for America to be proud of. In a thousand 
different ways, Plymouth Ship Brand Manila Rope contributes to this 
record. For wherever rope must be entrusted with life and property, 
Plymouth Rope proves its dependability. . . its yreater strength .. . its 
greater flexibility and longer safe service in strenuous jobs. 

For 112 years Plymouth has maintained a uniformly high stand- 
ard of rope quality— controlled quality— made possible through 
Plymouth methods of fibre selection, re-grading, preparation, lubri- 
cation, and spinning. 

Your industrial customers buy rope with 
an eye to raising safety standards and lower- 
ing maintenance costs. Sell Plymouth Rope— 
it meets ready acceptance and marks you as 
a dealer in quality products. 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass.and Welland, Canada 


Sales Branches: New York ° 
Cleveland e 


BUY FROM 


> DISTRIBUTORS = 


= 


FOR ECONOMY 





Boston ° 
Chicago ° 


Baltimore ° 
New Orleans ° 


Philadelphia 
San Francisco 


PLYMOUTH - yoo a0 eiuss 
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A group of the Barrett Hardware 


Company, Joliet, Illinois. Top row 
(left to right): O. J. Staehling, sales- 
man; Lloyd Williams, salesman; F 
M. Kostelz, buyer; F. G. Staehling. 
salesman; W. F. Barrett, president; 
A. M. Steed, assistant manager, mill 
supplies department. Bottom row 
(left to right): C. J. Shaw, general 
manager; Don L. Mateer, city sales- 
man; B. F. Petersen, salesman, and 
F. G. Wideman, buyer. 


Adds Many New 


Industrial Lines 


@® George F. Motter’s Sons Supply 
Company, York, Pennsylvania, has 
added the following industrial lines 
to its present stock: Worthington 
portable air compressors; Ohio 
Valley Pulley Works multiple “V” 
sheaves and belts; Bonney welding 
fittings; Heller Nucut files; Ster- 
ling grinding wheels, and Yarnall- 
Waring traps. 

Charles W. Tredway, formerly 
with George F. Motter’s Sons, has 
been taken on as specialty sales- 
man, specializing on steam _ spe- 
cialties. Before this transfer, Mr. 
Tredway spent 35 years in pipe 
and heating work. 


John Marbut Joins 
Batson Cook Company 


® John W. Marbut, formerly with 
the Noland Company of Atlanta, 
Georgia, has joined the Batson 
Cook Company, West Point, 
Georgia, and will be in charge of 
its plumbing and heating depart- 
ment. 

New lines added by Batson Cook 
are Kohler plumbing fixtures, Na- 
tional Tube Company’s pipe, Grin- 
nell fittings and Jenkins valves. 


Lewis Supply Holds 
Sales Meeting 


@A successful sales meeting was 
held on December 26, 27 and 28 by 
the Lewis Supply Company, Mem- 
phis, Tennessee, with members of 















GREATEST 
SHOVEL 


“Uta 


Ingersoll Shovels now embody an extra value 
which surely must challenge your interest. 
This great improvement is in the steel, which 
goes into the blades, and therefore, is quickly 
evident in the hands of the user. We call this \ 
new steel development— 


"TEM, CROSS: 


INGERSOLL PROCESS STEEL 





Its outstanding characteristic is an interlock- 

ing mesh-grain structure, which makes split- 
ting almost impossible. It is also surprisingly 
tough, light in weight, free-scouring, and holds its 
cutting edge unusually well. 


With all these extra advantages, you will find 

Ingersoll Shovel prices competitive with other 

shovels of similar types and grades. Your custom- 

ers get these added values, without any added cost. 
Send for new Ingersoll Shovel Catalog. 


Distributors are finding the Ingersoll 
Sales Franchise is increasingly valuable. 


Write for further information. Address Dept. MS. 


INGERSOLL STEEL & DISC CO. 


DIVISION OF BORG-WARNER CORPORATION 
NEW CASTLE, INDIANA 


INGERSOLL Shovels 


Ingersoll Shovels 


are available in all types 
and grades for every pur- 
pose, and in a price range 
to meet all competition 
Round or square point, 
black or polished finishes. 
(The Alloy, A and B 
grades, heat-treated.) 


YOULL FIND THEM 
Ou the Jot - 





hae € | Wetec: Pato D «E Bee 
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both the Memphis and Helena 
offices in attendance. 

T. W. Lewis, president, opened 
the meeting and among the speak- 
| ers were H. E. Adams, vice- 





Dealers who sell tools above the usual president, who spoke on specialties ; 
quality grades should get discounts and A. F. Martin, credit manager, who 
sales information on discussed collections and credit 


assistance from salesmen and 


SIMONDS “’Red Streak’’ S. A. Orrell, on cooperation be- 


tween salesmen and house handling 


of back orders. W. M. Cone and 

HIGH SPEED STEEL T. L. Taliaferro of the Helena 
HACK SAWS branch also discussed suggestions 

on how the Memphis office can 
better assist the branch office in 
giving customers prompt service 
and handle orders in a more satis- 


for hand or power machine use. Their distinctive Red Back Edge 
trademark and the neat finish of the blades make them an espe- 
cially attractive item to merchandise. 





S IMONDS S AW AND ST EEL C O. | a aillien t members of the 
The Saw Makers — Fitchburg, Mass. company, the following manu- 


facturers’ representatives were in 
attendance: Webber Partee, E. L. 
| Bruce Company; P. R. Dickinson, 
Pyrene Manufacturing Company; 
R. W. Allen, Graton and Knight 
Company; Lew Ayres, Broderick 
and Bascom Rope Company; 
L. A. DeBardelaben and H. H. 
Whittemore, Flintkote Company; 
A. R. Henders, Superior Roofing 
| Company; Asher C. Jones, Hygrade 
mn —— | Sylvania Corporation; B. M. Sharp 
and C. D. Atkinson, Wheeling Steel 
Corporation; H. F. Lefferty and 
= V. O. Johnstone, Babcock and 
Wilcox Tube Company; M. B. Mor- 
y risette, Gardner-Denver Company, 
and J. B. Ray, Tnemec Company. 
On Thursday evening, December 
26, 70 employees and their wives 


attended a banquet and dance at 


RO af | the Peabody Hotel. 


@“Y-CO Best” and “Giant” grades both waterproofed— 
100% pure Manila. Bolt Rope—Transmission—Drop 
Hammer — Grain Shovel — Yacht—Lariat—Fishermen’s, 
plain or brown waterproofed. 

@ Drilling Cables—Bull Ropes—Catlines. 


BRATTICE CLOTH 


@ Non-inflammable Jute—Nos. 9626, 5071, 8372, 2098. 
@ Non-inflammable Cotton—No. 20 special. 

@ Airtight and Waterproof Jute—*“Jutate”—“Juten.” 

@ Airtight and Waterproof Cotton—“AT & WP”— 
“Blacote.” 

@ All above grades—both Manila and Brattice are well 
known in all territories. 

@ Write us for Distributor’s proposition. 



























Checking the credit situation of his 
accounts is one of the major jobs 0 
G. G. Everitt, sales representative of 





Main Office and Factory, 1168 W. 11th Street pe ee ie aiziributor, 
CLEVELAND, OHIO and he is shown above with William 











BRANCHES AND WAREHOUSES: NEW YORK — BUFFALO — PITTSBURGH — CHICAGO F. Bublitz, the company’s credit man- 


ager, going over some of his ac- 
counts. 
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_ BUARANTEED PERFORMANCE 


' 


ALEXANDER LEATHER PRODUCTS 


Since 1867, the engineering staff of Alexander Brothers has 


kept abreast of the ever changing requirements of American 
industry. 





Today, Alexander leather products are built to meet the 
demands of modern machinery and modern high speed pro- 
duction methods. They are the standard of comparison, and 
as a result, industry is buying more Alexander products than 
ever before. That means one thing for Alexander dealers, 
they are making more sales and more profits. 


There is a triple advantage in selling Alexander products. 
First, because it is more profitable from a monetary stand- 
point. Second, because modern merchandising allows for a 
reduction in dealer inventory of from 30 to 50%. Third, 
because you will obtain personal gratification through sell- 
ing only quality products of proven merit, ones representing 
greater per dollar value. 


=. o_O SC 


Every sale you make is backed by the Alexander guarantee 
. of satisfactory performance. Address the Philadelphia 
s office for details concerning available distributorships. 


» » ALEXANDER LEATHER PRODUCTS « « 


MONOBELT e FLEXOTYPE ® TENTACULAR ® OAK LEATHER BELT 
® CHROME LEATHER BELT ® ROUND BELTING ® SEWING MACHINE BELT 
TWISTED BELT ® LEATHER LINK BELT e CUP PACKINGS e “U” PACKINGS 
® VEE PACKINGS e FLANGE PACKINGS ® GIN CRIMPS @ SPECIAL PACKINGS 
LACE LEATHER ® TEXTILE LEATHERS ® LEATHER HOOF PADS ¢ LEATHER SPECIALTIES 
HYDRAULIC LEATHER ® CURRIED LEATHER ©e BELTLUBE ® BELT CEMENTS 





tag Alexander @) Brothers 


= ‘oR . y v . SS 
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Me GRA W-HILEL 


American Machinist Business Week Construction Methods 
Aviation Chemical and Metallurgical Engineering Electrical Merchandising 
Bus Transportation Coal Age Electrical West 
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TO NE W 


IDEAS? 


With a very few exceptions, America’s important in- 


dustrial plants welcome McGraw-Hill circulation rep- 


de partment at any time.” 


resentatives—grant them the privilege of visiting “any 


These exce ptions we call 


**non-concession”’ plants. Each month finds their ranks 


thinner. But a few still remain 


ment is addressed to them. 


F YOU'VE ever been called on by a McGraw- 

Hill circulation man, you know he’s not an 
ordinary solicitor. He isn’t “working his way 
through college”—he’s been through. His job is 
more than just to sell magazine subscriptions. It’s 
to see that the men in your company who can 
profit most from McGraw-Hill publications are 


reading them—and reading the right ones. 


There may be thousands in your organization, 
yet the McGraw-Hill man wants to see only that 
handful of “key men” who need these magazines. 
He wants your power plant chief to keep alert 
by reading Power, your design engineers to keep 


posted on the newest ideas 


and this advertise- 


your men change from one department to an- 
other, when new men join your staff, he wants to 
help fit McGraw-Hill’s editorial service to each 
man’s individual job. 


You may be doing a marvelous job of welfare 
work for your employees, yet overlooking an op- 
portunity for letting your key men make them- 
selves more useful and more efficient in their 
jobs. Yours may be a “non-concession” plant 
without your knowing it. It will pay you to 
inquire whether the McGraw-Hill man is privi- 
leged to carry on his valuable service in your or- 
ganization. If he isn’t,—please open the gates to 


him! 





You'll be opening 





through Product Engineer- 
ing. He wants your depart- 
ment heads, superintend- Every McGraw-Hill 
ents and engineers, your an 
responsible officials in all 
branches, to read the par- a 
ticular McGraw-Hill publi- 
cations intended to help 


When 


do not 








them in their jobs. 


WARNING! 


representative 
identification card. 
subscription orders, please ask him to show 
Or, in subscribing by mail, 
send money to anyone but the 
McGraw-Hill Publishing Co., 330 West 42nd 
Street, New York City. 


them to new ideas, new 


Opportunities and greater 


carries ' 
alertness in your personnel. 


Before giving any 
We shall be pleased to tell 
you about various helpful 
plans actually used in a 


great many different com- 











panies. 
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BRUSHES ARE USED IN EVERY INDUSTRY! 

















MILWAUKEE CURVED BACK SOLID 
BLOCK WIRE BRUSH 





“DURO-BILT” 
TAMPICO 
WHEEL BRUSH 


THE wise dis- (jae 


MiLWAUKE® BRUSH MFT CO 


tributor will look for a line 


of industrial brushes which 





is complete and of eae 


recognized value. 





MILWAUKEE CURVED BAUK 
SOLID BLOCK WIRE BRUSH 














MILLWAUKEE’S LINE MEETS EVERY NEED! 














Distributors who sell Milwaukee brushes receive 
unusual sales co-operation, and a margin that as- 
sures profits. Send for our new catalog. 


ST 
aa 
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Harold H. Cake, formerly of the 
General Electric Supply Corpora- 
tion, Portland, Oregon, and later of 
Los Angeles, has joined J. E. Hasel- 
tine and Company of Portland, as 
assistant to the manager. He will 
assist in purchases, as well as in 
sales work. 





New Pinion Line Added 


@® J. W. Minder Chain and Gear 
Company, Los Angeles, California, 
has taken on the line of Fabroil 
pinions, manufactured by General 
Electric Company (Lynn, Massa- 
chusetts) plant, and will distribute 
this line in Southern California 


| and Arizona. 


An ample stock of rough blanks 


| will be carried so that the com- 
| pany can turn and cut teeth with 


its own manufacturing facilities, 
giving immediate service on this 


| type of gear. 


Van Camp Enters Its 
Sixtieth Year 


@ In December, 1935, the Van 
Camp Hardware and Iron Com- 
pany, Indianapolis, Indiana, en- 
tered its sixtieth year in business. 

John H. Martindale, president, 
reiterated the Van Camp policy in 
a letter to its customers, which is 
to manage the business as econom- 
ically as is consistent with effi- 


ciency; to weigh carefully expendi- 
| tures against value received. 


THE MILWAUKEE BRUSH MANUFACTURING (CO. | 


2212-2236 North 30th Street 


MILWAUKEE, WISCONSIN 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 


-FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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Interstate Publishes 
Industrial Magazine 


@ Interstate Machinery and Supply 
Company, Omaha, Nebraska, is now 
publishing “Interstate Items,” a 
magazine covering products han- 
dled by the company. This maga- 
zine will be distributed to all in- 
dustrial plants, contractors, state, 








UMI 


* 
POWELL STEEL 


VA LVE S in Standard 
Types And Sizes For 


Standard Pressures « « « 





















CARBON AND 
ALLOY STEEL 
BODIES 


MODERN 
IMPROVED 
DESIGNS 


FIG. 1313 


SERIES 1500 CAST STEEL GATE VALVE 
WITH BY-PASS 









SPECIAL SEAT 
AND DISC 
MATERIALS 





FIG. 6003 
SERIES 600 CAST STEEL GATE VALVE 


Powell modern, improved-design Cast Steel 








Valves in Globe, Gate, Check or Non-Return 
patterns are intended for high pressure 
steam plants. They are available in a variety 
of materials adapted for valve bodies and 


seating materials—for all service conditions. 





POWELL VALVES 





THE.WM. PRRELL CB. 
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Heavy Standard 
Bronze Globe Valve 





Bronze Swing 
Check Valve 





ORS & Y Iron Body 
Gate Valve 





























KENNEDY 
Pipe Fittings 
too 

















The Gonnedy line also 
includes malleable iron 








and bronze screwed 
fittinas. and cast iron 
flanged fittings and 
flanoes 















































alves 


that help you get 
repeat orders 


ENNEDY Valves have more than the 

usual strength of materials, accuracy of 
workmanship and refinements of design. 
You will find that their attractive, clean-cut, 
sturdy appearance invariably makes a favor- 
able impression, and that a single trial makes 
a satisfied user because these valves are easy 
to operate, positive in action and exception- 

. ally long-lived. 


Kennedy Valves are sold only through sup- 
ply houses. It will pay you to stock and 
recommend them to your customers. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 





Send for the Kennedy 
Catalog and discount 
sheets. 


MILL SUPPLIES ® FEBRUARY 1936 








county and city officials in the ter- 
ritory covered by Interstate. 

James H. Smith, formerly with 
Novo Engine Company, has joined 
the sales force of the company and 
will cover central Nebraska. 

As a reward for the excellent 
sales of Pomona pumps in 1935, 
Tandy Peck and Herman Gold- 
smith, salesmen for Interstate, 
spent a week at the Pomona Pump 
Company’s factory at Pomona, Cali- 
fornia, recently as guests of Pom- 
ona Pump. 


Harris Joins 
Avery and Saul Company 


@ Chapin E. Harris, general man- 
ager of sales for the past ten years 
of Brown-Wales Company, Boston, 
resigned in October, 1935, to join 
Avery and Saul Company, Boston. 

Among the lines carried by this 
company are stainless steel, rein- 
forcing bars, machinery _ steel, 
structurals, plates and floor plates. 


Adds to Selling Force 


® Camm-Blades Machinery Com- 
pany, Milwaukee, Wisconsin, has 
announced that George Stannard 
and J. C. Campbell have been added 
to its present selling force. Mr. 
Stannard, for a number of years, 
was tool engineer for the North- 
west Engineering Company of 
Green Bay, and will now cover the 
Fox River Valley district for the 
company. Mr. Campbell, formerly 
superintendent of the Massey- 
Harris Company at Racine, Wis- 
consin, will cover the southern por- 
tion of Wisconsin. 








Francis Juraschek (center) of the 
Power Transmission Council, was 
the principal speaker at the Decem- 
ber meeting of the Philadelphia 
Power Transmission Club. Among 
others at the meeting were (left to 
right) Carter Bond, R. E. S. Geare, 
Harry Ferguson and Frank Brown. 








These are the kind of cap screws you can sell 
your customers with the knowledge that a better 
product is not made. Cleveland Cap Screws, 

made by the Kaufman 

THREADS ARE ACCURATE, HEADS ARE TRUE Pecos patented, os 
own plant development, 

offer greater accutacy and strength. in thread 
and head, than was possible before. Hexagon, 
Filister, Flat head cap screws and square head 
and headless set screws are stocked in a full 
list of sizes, in cartons and kegs for immediate 
shipment. Fill in stock gaps from our ware- 
houses and factory and give your customers the 
finest cap and set screws that are made today. 


THE CLEVELAND CAP SCREW COMPANY 
2927 E. 79th St., Cleveland, Ohio 
Address Our Nearest Warebouse: 
ICA GO,726W. Washington Blvd. NEW YORK . . . 47 Murray Street 
PHILADELPHIA, 12th & Olive Sts. LOS ANGELES . 1015 East 16th St. 





ASH [ N on this situation 
with @ UOUINCY 


compressors 





— many plants are confronted with the problem of 


adapting air compressor equipment to new and special opera- 


tions. The most important factor connected with this problem | Joseph Wiswell and Max Kirschner, 


‘ om eae : 2 ‘ ~ f th ] 
is one of flexibility. Because of this condition, Quincy Com- ete poe gpm —ctogg el | 
, , | B ’ k 
pressors offer the salesman a splendid opportunity to meet the perce eg oy pkg ony 
aay ei fa. | above snapshot. Their smiles are 
requirements of his customer. either evidence that they approve 
- os weather or that they are 
Oui ee . : , : = pleased with the mill supply busi- 
Quincy Compressors especially adapted to fit the job are in | Seen thes dae. 
many cases definitely more economical than large central com- 


pressor units. Savings in power and piping plus greater con- 
venience and flexibility are a few of the reasons why individ- 
ual installations for specialized operations open the way for R. B. Tate Joins 

Industrial Supplies 





more sales and greater customer satisfaction. Quincy Com- 


ressors are made in a wide a of al t t th @R. B. Tate, who was connected 
I ann © made ms wide range of sizes ome ese mae | with Reed and Duccher Compenr 
ern industrial requirements. QuINCY COMPRESSOR CO., of Memphis, for a number of years, 
Quincy, Ill. Branches New York and Chicago. has been added to the personnel of 
Industrial Supplies, Incorporated, 
| Memphis, Tennessee. He will trav- 
This is Model WWD Water Cooled | el in East Arkansas and Southeast 

Quincy Compressor. Quincys are made | 


in both air and water cooled models with | Missouri. 
capacities from 1 to 130 CFM. 


Change in Mill Supply 
Department 


@® Douglas Harris is now manager 
| of the mill supply department of F. 
| Raniville Company, Grand Rapids, 
| Michigan, filling the position held 
by Ira Gillhespy, who died on 
September 13. 
| New lines added by the com- 
| pany are Williams wrenches, 
| Producto die sets, springs and 
| dowel pins, Wiss snips and Cham- 
pion Blower and Forge vises. 


| Takes on Oil Burner and 
Refrigeration Lines 
Com p ressors @Perth Amboy Hardware Com- 
| pany, Perth Amboy, New Jersey, 
| has taken on an oil burner line, and 
oe ee ee oe oe ee (PON BRINGS DETALLSsmme come cme comer come come oom also has a franchise for the county 
for commercial installations of 
Quincy Compressor Co., Firm Name , Me Siete ae male Frigidaire units. In order to handle 
Quincy, Tl. Dept. M-2. ° 
Gentlemen: Without ob- Address oeeees . these added lines competently, the 
ligation, please send me . 
literature and details of City .++ State company has added four new sales- 
caenre as 7 
Guay Comaeamee. = Tour Mame men, who will take charge of these 
SS SS SS ASS A A A A A A A A A aT lines. 
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DON’T BE A HITCH HIKER! 





The Medart Policy helps Distributors “get 
there” because it doesn’t ask them to be hitch hikers on the 


| road to profit... Real sales advantages are assured because: 
1. The Medart Policy is definite—it works more than only “once in a while” 
a recognizes the economic function of the Distributor. .. 3. He is given the 
sales rights to a trade area in which to sell Medart Products...4. He can meet 
all customer requirements —from stock orders to engineered . tee 
The Medart Line is Complete...6. He can extiana service to his customers be- 
cause he gets service from Medart...7. He has the benefit of the Engineering Séies 


assiinaiaed of a thoroughly qualified Engineering and Sales Organization... New 


Catalogs! ... The Medart Company, 3500 DeKalb Street, St. Louis, Missouri. 


INSIST ON A DEFINITE POLICY—DON’T BE A HITCH HIKER! 


__( MEDART )__ 




















; =< 


DCKSO 


DOWMETAL GOGGLES 


COMFORT, in an almost unbelievable degree, 
remarkable new feather-weight goggles. The reasons... err light 
weight, being made of Dowmetal—36% lighter than aluminum. .. Individual 
right and left eye cups designed, after exhaustive survey, to really 
fit all faces . . . Simplest possible nose bridge adjustment permits 
accurate spacing of eye cups —varies with each individual .. . Unequaled 
visibility and ventilation . . . And a host of additional exclusive features. 


is afforded users of these 


. Literature upon request e 


C. H. DOCKSON CO., 2885 E. GRAND BLVD., DETROIT, MICH. 
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Change in Name 
and Personnel 


@ Wilcox, Slidders and Jones, In- 
corporated, Newark, New Jersey, is 
now known as Wilcox-Slidders, In- 
corporated. Mr. Jones resigned 
from the company some months 
ago. 

C. R. Wilcox is president and 
treasurer, George T. Slidders, vice- 
president, and Arthur D. Wilcox, 
secretary. 

New lines added are Graton and 
Knight leather belt, Abrasive Com- 
pany’s grinding wheels, L. S. Star- 
rett Company’s ground stock and 
Milford hacksaw blades. 


Crowder Men Attend 
York Ice Convention 


@ Jack Taylor, Taylor Kuhnsman 
and H. N. Crowder of the H. N. 
Crowder, Jr., Company, Allentown, 
Pennsylvania, recently attended the 
3-day convention held by York Ice 
Machinery Corporation at its plant. 
Messrs. Taylor, Kuhnsman and 
Crowder head the new department 
formed by the company when it 
added the York Ice Machinery line 
last summer. 


Nestor Joins 
Machine Tool and Supply 
@John P. Nestor has joined the 
local sales force of Machine Tool 


and Supply Company, Tulsa, Ok- 
lahoma, and will service certain in- 








Stanley Sheldon, purchasing agent 
for Manning, Maxwell and Moore, 
Incorporated, Jersey City, New Jer- 


sey, interrupted by a MILL SUP- 
PLIES photographer on a busy after- 
noon. Miss Helen Clair, his secre- 
tary, smiles apptoval on the proceed- 
ings. 
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Y ALE 
Ball Bearing Spur 
Geared Chain 
Hoist. 


The*’PUL-LIFT” 
—"'tool of 1,000 
uses’’ — another 
YALE achieve- 


ment, 
































ustry to support 
)] . 
utors sales efforts in 


... This year the YALE Plan 
of distributor co-operation is 
even more extensive and more 
forceful than ever before. Be- 
cause of its very range and 
power, it cannot help but be 
more productive. 


. . Attention-compelling ad- 
vertisements in leading indus- 
trial publications that execu- 
tives read! 


... Strong, graphically illus- 
trated folders showing YALE 
equipment on the job, mailed 


direct to the men you have to 
sell! 


... Both tell the story of 
YALE Dependability and Dis- 


tributors’ service. 


... Industry needs YALE 
Hoisting and Conveying equip- 
ment and industrial executives 
know the name YALE as the 
symbol of quality, power and 
strength. 


. . . YOU have the safest, most 
efficient and economical solu- 
tion to industry's problems in 
YALE Chain Hoists and Trol- 
leys. 


. Cash in to the limit on this 


|__ opportunity. 
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Every type of Industrial Plant 
will receive them, 


Automotive 
Aviation 
Blast Furnaces 


Brass, Bronze & Copper 
Working 


Canning & Preserving 

Ceramics, Brick & Tile 

Chemicals, Drugs, etc. 

Cleaning & Dyeing 

Coal Mines 

Coke & Mfg. Gas 

Concrete Products 

Dredging 

Electrical Construction 

Electrical Mach. & Eqpt. 

Electric Light & Power 
Plants 

Electric Railways 

Fertilizers 

Forge Shops 

Foundries 

Gas Plants 

General Construction 

Government Institutions 

Highway Depts. 


THE YALE & TOWNE MFG. CO. 


Hospitals 

Independent Planing Mills 

Logging Camps & Saw 

ills 

Machine Shops 

Marble & Stonework 

Marine 

Mechanical Machinery 

Metal Mines 

Paper Products 

Petroleum & Gas Wells 

Quarries 

Railroad Repair Shops 

River, Harbor & Canal 
Comm. 

Sand & Gravel Plants 

Shipbuilding & Dry Docks 

Smelting & Refining 

Stamping & Enameling 

State, City & County Inst. 

Steam Laundries 

Steam Railroads 

Sugar Mills 

Tobacco 

Water Works & Filtration 


PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S. A. 
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dustrial accounts in and around 
Tulsa. Mr. Nestor has been in 
the mill supply business for the 
past seventeen years, and prior to 
joining Machine Tool and Supply 
Company, he worked out of St. 
Louis. 

New lines recently taken on by 
the company are J. H. Williams’ 
complete line of wrenches and in- 
dustrial tools, and products manu- 
factured by Columbian Vise and 
Manufacturing Company. 


Tucker Joins Trumbull 


@C. V. Tucker, formerly with the 
Warren Hardware Company for 





C. V. TUCKER 


seventeen years, has joined the 
sales force of The Trumbull Manu- 
facturing Company, Warren, Ohio, 
as outside salesman, and will cover 
the territory surrounding Warren. 


Satterlee Expands Sales 
Force and Line 


@® F. E. Satterlee Company, Min- 
neapolis, Minnesota, has added 
H. R. Rice to its sales force. Mr. 
Rice, who was formerly with the 
Moore-Jones Company of Racine, 
Wisconsin, will specialize in major 
lines in the Tri-cities and also cover 
the southern part of Minnesota. 

The company has also been ap- 
pointed exclusive distributor in the 
state of Minnesota for Henry 
Disston and Sons, Incorporation, 
and the Abrasive Company of 
Philadelphia, carrying a complete 
stock of all standard wheels. 

















EVERYTHING 
for tte MECHANICAL 
TRANSMISSION 


of POWER 


Only the Dodge line 
offers the right 
clutch, bearing or 
pulley for every job. 
Whether the drive is 
for a single machine 
or a group of ma- 
chines, much depends 
upon the individual 
appliances compris- 
ing the drive unit. 
Dodge drives offer the 
advantages of stand- 
ardization and a 
single guarantee of 
performance. Parts 
made together work 
best together. 


Dodge distributors are able to offer their customers the 
best drive for every job—no necessity for compromise 
on type of clutch, bearing or pulley because the 
Dodge line is complete and covers every power trans- 
mission requirement. 


DODGE MANUFACTURING CORPORATION 
MISHAWAKA, INDIANA 


THE HRighK DRIVE FOR EVERY JOB 
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& 
Steel Wire 
Lamp Guards 
° o 


a, MANUFAC TURIN G co. ey Flux 
Peas | Electrical Specialties of Quality ckame 





APPROVED KY UNDERWRITERS 


Sells Itself... 


Vapor-Proof 
Portable 
Lamp Guard 


Flash this remarkable lamp 
guard on purchasers in plants 
where inflammable gases, 
vapors or materials are pres- 
ent. Chemical plants. Refin- 
eries. Paint shops. Under- 
ground pasageways, etc. Then 
wet your pencil for a good 
order will nearly always re- 
sult. 


The McGILL No. 3000 
Safety Lamp Guard prevents 
fires and explosions due to 
faulty lights or guards, and 
lowers insurance rates. It is 
approved and listed as Stand- 
ard by Underwriters’ Labora- 
tories. 


It seals the light absolutely 
tight—even the bulb is pro- 
tected by a heavy threaded 
glass globe and all joints are 
leak-tight. And the construc- 
tion is extra strong. Ask your 
boss to get a McGILL No. 
3000 Safety Lamp Guard to 
take out on your next trip. 
It’s sure to click—and repeat. 


Write for Catalog 
Box 669 


ONE OF A COMPLETE LINE 
This is only one of a complete 
range of McGILL Steel Wire 
Lamp Guards. There's a style and 
size for every use in every plant, 
in every industry: Portable, sta- 
tionary, wall type. Slip-on, snap- 
on, lock-on, ete. All built to out- 
last ordinary lamp guards many 
times. Send for samples on open 
uecount for trial, subject to return 
and cancellation of charge. 













Lamp 
Coloring Fluid 
* 









ESTABLISHED 1904 


VALPARAISO - INDIANA 


Etc. 
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B. L. Fuchs, manager of the mill 


supply department of the Fuchs 
Equipment Company, Omaha, Ne- 
braska. While Mr. Fuchs’ company 
goes in quite strongly for contrac- 
tors’ supply business, the industrial 
supply end is steadily becoming a 
more important factor in the organ- 
ization’s activities. 





Hammacher, Schlemmer 
Moves 


@ On December 31, the wholesale 
and mill supply division of Ham- 
macher, Schlemmer and Company, 
New York City, was moved to 229 
Fourth Avenue, being entirely sep- 
arated from all other divisions of 
the business. By separating this 
division, the handling of orders 
will be expedited, for mill supplies 
especially, and maximum service 
rendered at all times. 

The retail store will be located 
at 145 East 57th Street, New York 
City. 


Behlan New Sales Manager 
for Alden Supply 


@ William F. Behlan, who has been 
connected with the hardware busi- 
ness in one capacity or another for 
the past 15 years, has been ap- 
pointed sales manager, in charge 
of telephone orders and quotations, 
of Alden Supply Company, Phila- 
delphia. For ten years prior to 
joining Alden, Mr. Behlan was with 
the Casanave Supply Company, 
handling mill supplies. 


Adds New Lines 


® Berkshire Mill Supply Company, 
Pittsfield, Massachusetts, has taken 
on Williams wrenches manufac- 
tured by J. H. Williams Company 
and Keystone grease and oi] manu- 
factured by Keystone Lubricating 
Company, Philadelphia. 








UMI 











thet < Ite Ufou: Job 


The primary purpose of the siderable ove rloads are fre- will carefull 
rer member of core that of quent, W here the use of a small ditions and recom mend a 
2 for the surrounding wire rope core is more desirable rope of design that will insure F E 4 x 
strands, to Lhe selection of the proper core the longest possible rope life A rn y 
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spaced and to prevent them is but one of the many details 

P WICKWIRE SPENCER STEEL ADVERT 

ffom forcibly bearing on each that must be considered if a rope COMPANY, 101 Townsend Street. | S - M E N T 
vou the utmost set San Francisco, Cal . 214 N. Alameda A P P f Ay R | N 


ws tO give 
Street, Los Angeles. ¢ al., 1025 
Sixth Avenue South, Seattle, W ash 
744 N.W. 16th Avenue, Portland 
Ore. General Offre 
Power 
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er. It also serves as a6 ushion 


the shock of impact 
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vice. Wate us i detail 
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it is made of 











loads, in which case 
resilient, ol impregnate dd ew York CUS 
hemp. But there are condi WICK WIRE SPENC ER W . 
. est Coas 
tions such as working 1 pane cour Con St Lumberman 
N, New or ‘onstructi 
« hattanooga, Tulsa Mi tion Methods 
ill & Factory 
Timberman 


pencer FED nr tee ney 
4 wy wt eum World 
= Rock Products 
National Engineer 
Oil Weekly 
a Buildings & Building 
Management 


ous advertrsements whub tell 


hee Spencer Wire Rope is the Pec soniye HIGH QUALITY of 

ure and exhaustive of completely c 

the Mill aie Shee research. It is a desirable ae aan — 

proposition rl ouse. Write for information rh ™ le item for 
new co-operative advertising plan our distributor’s 


WICKWIRE §S 
PEN 
STEEL COMPAN® 


41 EAST 42 
nd STREET 
WORCES . NEW 
TER - CHICAGO - BUFFALO . Pg. Be 
ISCO 
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ARMSTRONG 


TOOL HOLDERS and TOOLS 


for machine | 
shops and 
tool rooms 










a stronger line 
wherever you are 
strongest 


LY 


TOOL HOLDERS 


The standard cutting tools 
the world over—used in 96% 
of the 





No matter what your special 
following, just where you 
sell best, most or easiest, 


there’s an ARMSTRONG 


machine shops and tool rooms. 


| 
ARMSTRONG | 
| 
} 


for production 
department 








Line that will increase your advantage over 
competitors and is backed by other 


| 

| 

Armstrong 

ARMSTRONG Lines that will spread Turret 

your ‘'sphere of influence.” — es 

Tools 

That's the beauty of the ARMSTRONG set-up sae: ae ait males dane toe sin 
for the Industrial Distributor, a set-up of: regular high speed steel 


tion tools suitable 


sale. 


for over-the-counter 


(1) Strong Lines complete i in numbers and sizes— 


cutters—produe- | 
| 
lines that need no “‘fill-ins.’ | 


for maintenance men 
and building trades 
2 ° 












(2) Modern Lines each a leader in designs and 
features. 


(3) Quality Lines under a single name that is 
recognized everywhere as the mark of ‘‘the 
finest that can be made.” 


(4) Advertised Lines — continuously, consist- 
ently and widely advertised for 40 years. 


complete line Better Pipe Tools 
manufac- 


tured. Better pipe tools built to indus- 
trial standards. | 


(5) Protected Lines that have always been sold 
thru the Industrial Distributor, that carry 
a full profit and command their full price. 


Individually each ARMSTRONG Line is 
outstanding . . . collectively they form 
the logical foundation for any. tool depart- 
ment for they sell themselves, sell each 
other and sell vou. 


for all mechanics and plants 


ARMSTRONG Drop- 
Forged Wrenches. 
50 Types, All 
Sizes. 


ARMSTRONG LINES Include: 


Armstrong Tool Holders 


Only AKM- 
STRONG Socket 
Acmaveng Turret Lathe Tools Wrenches ay yt 
illi j the patentec 
Armstrong Lathe and Milling Machine Dogs | pen 
seg’ ee standing development 
Armstrong Drop Forged c Clamps in socket wrenches. 


Armstrong Carbon Steel Wrenches 
Armstrong Chrome-Vanadium Wrenches 
Armstrong Sockets and Wrench Sets 
Armstrong Setting-up Tools 

Armstrong Ratchet Drills 

Armstrong Machine Shop Specialties 
and Armstrong Bros. Pipe Tools 


Write for ARMSTRONG BROS. TOOL co. 
Catalog “The Tool Holder People” 
B-35 305 N. Francisco Ave., CHICAGO, U.S.A. 
we New York Office: 199 Lafayette St. 
i RN eT NL a 
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Pritzlaff Hardware An- 
nounces Personnel Changes , 


@John Pritzlaff Hardware Com- 
pany, Milwaukee, Wisconsin, has 
announced that Frank M. Summers 
has been appointed sales manager 
of its industrial division, and Wil- 
liam A. Caughey, formerly assis- 
tant buyer, has been appointed 
buyer of its mill supplies division. 


~~ 





— 


Announcement has also _ been 
made of a new general catalog to Rec 
be distributed very shortly. doi: 
bra: 
wei 
Reichman-Crosby Adds 
Salesmen \ 





@® Reichman-Crosby Company, Mem- 
phis, Tennessee, has added T. M. 
Penick to its sales force. 


New Lines Added 


@ Fuller Supply Company, Incorpo- 
rated, Grand Rapids, Michigan, has ; 
added the lines of Goodyear Tire 
and Rubber Company and Eastman 
Manufacturing Company to its line 
of industrial supplies. 
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New Officers for 


R. C. Duncan Company Har 
size 
@ Two new officers were elected by 2h" 


R. C. Duncan Company, Min- 
neapolis, Minnesota, on October 31, 
1935 as follows: H. A. Douglas 
elected vice-president, and J. A. 
Slocum, secretary. 

The company also reports that it 
has put in a 125,000 pound stock 
of Revere copper and brass. 








Onl; 
Pins, 





R. C. Duncan of R. C. Duncan Com- 
pany, Minneapolis, taking a few min- 
utes’ rest at his desk from his many 
activities during a busy day. 
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« in Steam Traps 
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LIGHT WEIGHT 
Requires no support other than the pipe line itself, 
doing away with the bother and cost of complicated 
brackets and other supporting structu es. “2 trap 
weighs only 1% lbs. 2 trap weighs 8% lbs. 
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SMALL SIZE 


Hardly larger than a pipe union. A fraction of the 
size of ordinary traps. %2‘' trap measures only 


2%" long—2” trap 434" long. 





Put This 





“ft 
| 


At last, a steam trap that is different 
with a real reason to be different—a 
new, revolutionary principle of trap 
operation, proven through years of 
service in the field. 


s 


SIMPLICITY 


Only one moving part—a simple valve —A. No levers, 
pins, cotters, floats, buckets, diaphragms or bellows. 


A trap design that made it practical to 
reduce trap size and weight to mere 
fractions of those of conventional 
traps. To “package” them like other 
modern merchandise. That made trap 
standardization possible — with one 
trap in six sizes serving practically 
all needs, factory set for all pres- 
sures from 0 to 400 Ibs. 


A trap design that made possible an 
amazing simplification in construction 
with only one moving part, a simple 
valve that lets air and water pass, 
stops steam. 





STANDARDIZATION 
Six sizes serve practically all trap requirements from 
9 to 400 Ibs. pressure. No special traps. All parts for 
the Yarway trap are interchangeable, size for size. 


What does this mean to you? It means 
unique sales appeal of which no other 
steam trap can boast—an appeal 

















ro} it 


Sales 


Punch Behind Your Trap Business 


featured in powerful Yarway adver. 
lising to nearly a hundred thousand 
trap users monthly. 


It means that you may do an annual 
business of approximately $5,000.00 
with a $350.00 stock serving all your 
trap calls and yet occupying less than 
14 sq. ft. of shelf space. Many Yarway 
dealers are doing even better than this. 


It means that you can bring your 
steam trap stock out of the back room 
into the limelight—making your trap 
business a merchandisable line for 
real promotion, rapid turnover and 
worthwhile profits. 


Will you join the growing list (now 
over 60) of leading mill supply dis- 
tributors who are already enthusi- 
astically pushing Yarway traps— 
capitalizing on the sweeping popular 
acceptance of this ccnaiienl ye 


opment? Get the facts. Now is the 
time to act. 
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Jeffrey Detachable Chain 


gp Did You Say 
== CHAINS? 


(Malleable or “Supermal 
ee 





Mg Peal. owen. 


4 ia 2 
> When you break your leg do you have a Throat Specialist? Not by 
1 a darn sight . . . you go to a Specialist in setting broken bones. 
Seay _ A / 
- Obviously, in selecting the proper type of chains . . . so vital to 
“ae tg att . % 


almost every material handling problem in practically every known 




























industry . . . the sensible man selects a Specialist in Chain Building. 


Jeffrey Malleable Koller Chai _ ° P . ° 
he Saat) That’s where Jeffrey comes in. Jeffrey Chains have served Industry 


for over a half century. In fact, Jeffrey conceived and developed 
the Steel Thimble Roller Chains, Hercules, Flat and Round Link and 
many other popular types. Chains were our earliest product . . . 
we know how to make them exceptionally well. 

Too often Chains are treated as secondary items . . . nobody thinks 


ay — oe about them until all else is attended to ... then it is, "Oh, Yes— 





Chains.” But Chains are important . . . to get good chains is still 
more important. When you specify Jeffrey Chains you can have full 
confidence in them . . . for we have been diagnosing and presecrib- 


ing for the Chain needs of the Nation for years . . . have been solv- 


ing every conceivable problem . . . and will do it correctly for you. 


There is a type and size of Jeffrey Chain for every Elevating and 


Conveying need . . . and for Drives. Say “Jeffrey Chains” and 


make no mistake. 
deffrey Keliance Chain 
(Malleable or “Supermal”) 


Ask one of our Branch Offices listed below to send you 
a copy of our New Catalog No. 417-H just off the press, and 
containing the latest and most complete information to be 
had upon Jeffrey Chains and Sprockets. 





Jeffrey Drop Forged Steel 


ivetless Chain 








THE JEFFREY 
detrey Meet Thimble Holle MANUFACTURING COMPANY 
930-99 North Fourth St., Columbus, O. 








New Vork Scranton, Penn. Huntington, W.Va. 
Buffalo Cincinnati Milwaukee 
Philadelphia Cleveland Denver 
Pittsburgh Detroit Salt Lake City 
Boston Chicago Birmingham 

Terre Haute, Ind. st. Louis 






deffrey Manufacturing Company, Ltd., of Canada 
Head Office and Works, Montreal 
Branch Offices, Toronto, Calgary, Vancouver 







Jeffrey Combination Malleable 
and Steel Chain 















TEN YEARS AGO IN MILL SUPPLIES 












A DECADE AGO, &.W. PUCKETT, WHILE 


RETIRED FROM ACTIVE DIRECTION OF THE FORT Co IMPORTANT DID THEY CONSIDER ADVERTISING AND 
WAYNE PIPE AND SUPPLY COMPANY 10 BECOME SALES PROMOTION, THAT THE CLARK HARDWARE COMPANY, 
INDUSTRIAL COMMISSIONER OF FORT WAYNE'S JAMESTOWN, NEW YORK, CREATED AN ADVERTISING AND 
CHAMBER OF COMMERCE. CHARLES J. STIER, DISPLAY MANAGERSHIP AND PLACED A SPECIALIST ON 
NOW PRESIDENT, THEN VICE-PRESIDENT THE JOB. 


AND ASSISTANT MANAGER, WAS MADE 
GENERAL MANAGER, A POSITION NOW 
HELD BY JULIUS H. SCHROEDER, WHO 1S 
ALSO VICE-PRESIDENT. 








Hews, 


WHEN MOVING TO MORE SPACIOUS QUARTERS AT 2829 
LOCUST STREET, E.H.SACHLEBEN AND SON, SAINT LOUIS, 
ARRANGED FOR A REAR DELIVERY ENTRANCE TO ELIMINATE 
PARKING WORRIES FOR CUSTOMERS. 


ln ANNOUNCING NEW OFFICERS A DECADE AGO, BELCHER 
AND LOOMIS, PROVIDENCE, LISTED AMONG ITS DIRECTORS 
BYRON S. WATSON NOW PRESIDENT, AND H.E. CHAFFEE, 
PRESENT VICE-PRESIDENT ANO GENERAL MANAGER. 





Wey 
7 
Ae 







At. 

% On THE OCCASION OF ITS SIXTEENTH 
ANNIVERSARY, JAMES MSGRAW, INCORPORATED, 
RICHMOND, VIRGINIA, USED A FULL-PAGE 
ROTOGRAVURE ADVERTISEMENT IN A SUNDAY 
NEWSPAPER TO TELL HOW EFFECTIVELY THE 
COMPANY HAD SERVED SOUTHERN jINDUSTRIALS SINCE 
POST-CIVIL WAR DAYS. OF THE EXECUTIVES LISTED 

AT THAT TIME, R.E. PEARSALL IS NOW VICE- 
PRESIDENT AND TREASURER, F.T.VAUGHAN 15 
SECRETARY, AND H.T. WAGNER DIRECTS SALES. 


- J. CASPER BECAME 
SALES MANAGER OF THE 
PITTSBURGH GAGE AND SUPPLY 
COMPANY. DURING THE 
PRECEDING 7 YEARS, HARRY HAD BEEN 
DIRECTOR OF PURCHASES . 
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AMERICAN 


MODERNIZED 


Material Handling Equipment 








The labor saving, floor 


saving, rubber-tired, roll. 


er-bearing American 
hand truck whee!. 























The Price of the Truck is the | Smallest 
Part of Hand Trucking Costs 


A good hand truck should give you some years of service. You pay for that truck 
just once... but the man who pushes the truck is paid fifty-two times each 
year for the entire period. A good truck will speed that man up. A poor truck 
will slow him down. So forget about “shaving truck prices” ... and think about 
payroll profits. : 

Even with ordinary equipment, the cost of a truck is perhaps only % of 1% of the 
cost of pushing the truck. Remember — that “American” Trucks save muscle and 
therefore money! Moreover, constructed of light, tough, strong steel, they “ stand 
the gaff” in any job with practically no cost of maintenance, and you may expect 
from an American Pressed Steel Hand Truck twice the length of life that is possible 
with a truck of any other construction. The American Catalog illustrates and 
describes trucks for every material handling need. Write for a copy now! 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave., Dept. 2, Philadelphia, Pa. 





PRESSED STEEL 


HAND TRUCKS 





74 





MILL SUPPLIES ® FEBRUARY 1936 














Frank Hughes, purchasing agent for 
Charles Bond Company, Philadelphia, 
was busily checking over figures at 
the time our photographer called, but 
stopped for a moment to have this 
snapshot taken. 





Orders Electric Vulcanizer 


for Field Work 


@® Horton Machine Works, Incorpo- 
rated, Elmira, New York, has or- 
dered a new electric vulcanizer to 
make belts endless in the field. This 
machine takes up to 14-inch wide 
belt. A belt shop will also be in- 
stalled for both leather and rub- 
ber in charge of Frank Maloney. 

A new stock of wire rope has 
been added by Horton, and the 
company plans to make a specialty 
of elevator repairs, and so forth, 
having both the rope in stock and 
experienced mechanics to install it, 
thus being able to give rapid 
service. 


New Officers for New York 
Hardware Square Club 


@® The following officers have been 
elected by the New York Hardware 
Square Club to serve in 1936; L. 
M. Edwards, president; George 
Carstens, first vice - president; 
Henry Koonnempt, second vice- 
president; Fred Scholl, trustee; L. 
Westphal, treasurer; Ralph Allen, 
secretary; Fred Berg, sentinel and 
Ray Fowler, chairman, entertain- 
ment committee. 


Barrett Hardware Company 
Adds Junior Salesman 
@ Barrett Hardware Company, Jo- 


liet, Illinois, has announced the ad- 
dition of Curtis P. Davis, as junior 














Transmission Equipment 

















The contributions of “American” engineers have 
enabled all Industrial America to “turn power to 
greater profit.” 


“American” Steel Split Pulleys were the first in the 
field to fill the need for light, strong, efficient, true- 
running pulleys that could be easily installed. They 
are available everywhere in a vast assortment of sizes, 
with interchangeable bushings, and demonstrate 
daily the advantages of greater safety at high speeds, 
vibrationless operation, decreased belt slip, increased 
belt life, lower maintenance — and power savings 
reflected in power profits. 


“American” Hangers, representing the greatest 


Meo 


IZED 


Transmission Savings Build 


Power Profits 


advances ever made in general purpose hanger 
construction, and “ American” Steel Split Pulleys form 
the backbone of successful “Modern Group Drive’ — 
the last word in economy and efficiency for indus- 
trial power transmission. 


“American” Wedgbelt Pulleys, including the Wedg- 
belt Red Label Line, are today used in thousands of 
short center drives. Now get the full facts concerning 
the amazing accomplishments of the “American” 
Tension Control Motor Base. 


Every mill supply dealer should know this complete 
—and completely efficient—line of power transmission 
equipment. Write today for our complete catalog. 


= AMERICAN= 


PULLEY COMPANY 


4200 WISSAHICKON AVE. 


PHILADELPHIA, PA. 
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You Can Sell 











IMPERIAL Tubing and 
Tube-Working Tools 














IMPERIAL 
Tube Cutter 


This Tube Cutter sells because its superiority 


is easily demonstrated—it makes quick, 
clean, right-angle cuts through copper, brass, 
block-tin, and aluminum tubing, leaves no 
burrs or chips to clog the line, and the tube 
does not get out of round 


No. 94-F for 3/16” to %” O.D.— $2.25 
No. 104-F for 3/16” to 1” O.D.— $3.50 
(above prices list) 






IMPERIAL 
Tube Bender 


Sell the idea of bending tubes with- 
out collapsing them! the Imperial 
Tube Bender is a special spring wire 
coil for working copper and brass 
tubing. It takes tubes of 1/4to 5/8 
in. O.D. Cadmium plating prevents 
rusting, and the belled end assures 
easy removal after tube is bent. 


No. 101-F—Set of six Benders—$2.10 per 
setlist. No. 102-F, forsizes1/4'’to 5/8” 
$0.25 to $0.50 each list. 





IMPERIAL 
Flaring and Cutting 
Tool Kit 


No. 125-F includes No. 94-F Tube Cutter, 
93-F Flaring Tool, and Extra Cutting Wheel 
$5.75; No. 126-F includes No. 94-F Tube 
Cutter, 95-F Flaring Tool, and Extra Cutting 
Wheel—$6.75. 





FIND out about the whole Imperial line— 

welding and cutting equipment, paint 
spray equipment, valves, nozzles, and the 
like—as well as the tube working tools illus- 
trated here. Imperial offers you quality, com- 
pleteness, protection, 
profits! 
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co-operation — and 


wherever metal 
tubing is used! 


Wherever oil, gas, air, and chemical 
lines call for tubing, tube-working 
tools and tubing can be sold. Im- 
perial's line of these products has the 
recognized Imperial advantages — 
completeness and quality. 


IMPERIAL 
Copper Tubing 





Imperial Seamless Soft Copper Tubing is 
double-annealed and cold drawn to size 
from the best quality of copper. It is a profit- 
able and important item. Users everywhere 
approve it—it means quantity sales. The 
tubing is of uniform temper, with smooth ex- 
terior and interior surfaces. It is free from 
scales, seams, slivers and similar finishing 
defects. Imperial Tubing is furnished in 25-Ft. 
coils packed in attractive cartons. 





IMPERIAL 
Flaring Tool 


Save time and money for your customers! 
The Imperial Flaring Tool eliminates cracks 
and splits in flaring tubing. An entire flaring 
operation with this tool takes less than 30 
seconds. 
No. 93-F for 3/16", 1/4", 5/16”, 

3/8", 7/16", and 1/2” tubing. $3.00 list 
No. 95-F for 1/4’, 5/16”, 3/8”, 

1/2" and 5/8” tubing........ $4.00 list 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S Racine Avenue 
ae. A G&G OC 


MILL SUPPLIES @ FEBRUARY 1936 








salesman to its force of industrial 
supply representatives. Mr. Davis 
is a young man who has been on 
the city desk for approximately 
three years. In his new position, 
Mr. Davis will do specialization 
work, and he will visit several fac- 
tories for training on _ specialty 
lines. 


O. K. Gardiner Dies 


@Osma Knox Gardiner, treasurer 
of the Carey Machinery and Sup- 
ply Company, Baltimore, Maryland, 
with which firm he was associated 
for 45 years, died at his home in 
Baltimore on January 3. 

Mr. Gardiner was born in Balti- 
more in 1870 and resided in that 
city during his entire life. His 
death, which was due to heart trou- 
ble, followed an illness of only 
about 24 hours. 


Correction 


@In the mid-December Directory 
issue of MILL SUPPLIES, the ad- 
dress of the American Engineering 
Company shown in that company’s 
advertisement on page 161 should 
read 2436 Aramingo Avenue, Phila- 
delphia, rather than 436 Aramingo 
Avenue, as shown. 





G. W. Barden has been in the in- 
dustrial supply business since 1903, 
when he joined Gauld and Company. 
This company became the M. L. 
Kline Company in 1906 and was con- 
solidated in 1929 with the Consoli- 
dated Supply Company of Portland, 


Oregon. Mr. Barden was with them 
all those years until 1931, when he 
became connected with the Standard 
Supply Company, when it was or- 
ganized. His job consists of pricing, 
quoting, city desk and many other 
duties. 








UMI 


PLY-TEX 


eee YOU Can 
tie it in knots... 


Here’s real flexibility! Ply-Tex is the newest belt- 
ing developed by Thermoid for high speed trans- 
mission over small pulleys. Made from a light- 
weight silver duck fabric having a skim friction 
between plies that tests 20-24 Ibs. 





Because no speed is too great, no pulley too small 
for “Ply-Tex” to function efficiently, the applica- 
tion of this splendid product to many industrial 
fields is quickly apparent. “Ply-Tex” is especially 
suited for use in the textile and lumber industries, 
in laundries, on woodworking machinery, as drives 
for motor fans, centrifugal pumps, ete. Furnished 
in 4, 5, 6 and 7 plies—from one to eight inches 
wide. Here’s a product every mill supply house 
ean sell profitably. Write for samples and full 
information. 


THERMOID RUBBER COMPANY, Trenton, N. J. 
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HERE « « e SALES ARGUMENTS! 


@ Here are 21 sales arguments that will help you make money. If you 
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are not familiar with them, look over your Wright literature. If it’s lost, 
strayed or stolen” write for additional material. There is no other hoist 
so right as the Wright! No other with so many selling points. No other 
that sells easier and stays sold better. Study its 21 points of superiority. 
Employ them with your hoists prospects. You'll find it surprisingly 
a) easy to sell ‘em a Wright—the right hoist! Try it! 


WRIGHT MANUFACTURING DIVISION OF 
THE AMERICAN CHAIN COMPANY, /nc. 


YORK, PENNSYLVANIA 


WRIGHT In Business for Your Safety 


Onproved High Speed Hoists 
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Lewis E. Tracy and Ralph E. Abbott 
are two of the principal executives of 
Lewis E. Tracy and Company, Bos- 
ton, Massachusetts, and are more or 
less responsible for this company’s 
success in the mill supply field. 





Change in Marshall-Wells 


Personnel 


@ Marshall-Wells Company, Duluth, 
Minnesota, has announced that D. 
R. Mackenroth, general manager, 
has replaced James Feir, who was 
appointed vice-president and man- 
ager of the Portland, Oregon 


| branch. 


A new salesman has also been 
added in the supply sales division. 


New Lines for 
Mill and Mine Supply 


@Mill and Mine Supply, Incorpo- 
rated, Seattle, Washington, has re- 
cently added a line of mining ma- 
chinery, and the rubber belting line 
manufactured by Hewitt Rubber 
Company. 

George Dalker has been added by 
the company and will work in the 
mining department handling min- 
ing machinery. 


Adds Welding Engineer 


@® The Kirkby Machinery and Sup- 
ply Company, Toledo, Ohio, has 
added Richard H. Langdon as weld- 
ing engineer. Mr. Langdon is a 
graduate of the United States 
Naval Academy and has been con- 
nected with the organization in 
general sales work for the past two 
months. 


Revised Edition of 
Traffic Dictionary 
@The third and revised edition of 
the Traffic Dictionary, a glossary 
of terms used in marketing, trade 
and distribution, edited by C. S. 
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No. 1 OF A SERIES O 

SHOWING YOUR VALVE CUSTOMERS WHY 
A “JENKINS” IS WORT 


H ALL IT COSTS. | 








T’S A TREAT to see John Murphy handle 
I a tool. Some say he missed his calling; 
that his deft, strong hands and keen eyes 
would have made him a fine surgeon. One 
thing is certain, pattern-makers don’t come 
any better. John has put in 36 years at the 
trade, 15 of them with Jenkins Bros. Like 
the rest of the little group in the pattern 
shop, he has that supreme skill a man ac- 
quires by following his craft for a lifetime. 
Men of his type can do a job only one way 

.-to perfection. Because that is the way 
Jenkins’ work is done, true craftsmen like 
these are happy to stay permanently with 
Jenkins Bros. 


BRONZE... 


ia 


Piattingly 
liciag 


awa... wervews 
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You can’t help but feel as you leave 


Jenkins’ pattern shop that exceptionally 


fine castings are bound to follow such pat- 
tern making. And as you go into other 
parts of the plant and see the same exact- 
ing care on every task and process, you 
realize why Jenkins Valves are lifetime ser- 
vice valves. Sometimes a “Jenkins” costs a 
trifle more to buy because the finest in men 
and materials have gone into its manufac- 
ture. But its purchase is always an economy. 


JENKINS BROS., 80 White St., New York; 510 Main St., 
Bridgeport; 524 Atlantic Ave., Boston; 133 North Seventh 
St., Philadelphia; 822 Wash Boulevard, Chicago; 
JENKINS BROS., Lid, Montreal, Canada; London, Eng. 





FOR EVERY NEED 
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The new catalog now being distributed by Fulton Supply Co.— 
one of the leading southern distributors 


Capitalizing the Improving 
7’ * * 
Conditions 

From Coast to Coast forward-looking distributors are now 
having Donnelleys compile new catalogs—a greater number 
than at any time for years past. What would a new catalog 
do for your sales and profits? 

Would you like to see samples of what other distributors are 
doing? 

Write 
R.R. DONNELLEY & SONS CO. 


350 EAST TWENTY-SECOND STREET, CHICAGO 
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Nelson and George T. Stufflebeam, 
has been issued by Shipping Serv- 
ice Organization, New York City. 

The book, which is of handbook 
size, contains 244 pages illustrated, 
and is alphabetically arranged. 
Section 1 of the book contains 
more than 2,500 traffic expressions, 
terms and abbreviations. Section 2 
is an appendix describing and 
illustrating shipping room equip- 
ment and supplies. 

A copy may be obtained by writ- 
ing Shipping Service Organization, 
2040 Grand Central Terminal, New 
York City. 


New Salesman for 
Western Maryland Supply 


@ Western Maryland Supply Corpo- 
ration, Hagerstown, Maryland, has 
announced that Roy H. Nickerson 
joined its sales staff on January 15, 
1936. For the past 32 years Mr. 
Nickerson was connected with Ha- 
joca Corporation in Richmond, Vir- 
ginia, and at one time was in 
charge of Hajoca’s Richmond 
branch. 


New Lines for 
Louis Hanssen’s 


® The following new lines have 
been added by Louis Hanssen’s 
Sons, Davenport, Iowa: Temple- 
ton, Kenly’s push and pull jack and 
Yale and Towne Pul-lift. 


Hanson Addresses 
Motter’s Sons Supply 


@ Vv. A. Hanson of the Power 
Transmission Council addressed a 
special meeting held by George F. 
Motter’s Sons Supply Company, 


— — 








H. W. Trefrey, salesman (left), I. H. 
Bertke, manager (center) and W. T. 
Roberts, all of the Paramount Supply 
Company, Tacoma, Washington. This 
company recently took on a line of 
refractories, fire brick, tile and ce- 
ment manufactured by Idaho Brick 
Company. W. H. Hart and Vic John- 
son, who recently joined the com- 
pany as salesmen were not in the day 
our photographer called. 
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New 44 DUMORE Qebnaher 


A LOW PRICED PF 

















DON INTERNAL “BRXTERNAL LATHE*GRINDER 





DUMORE OPENS 
ANOTHER NEW 
FIELD of PROFIT 


for You! 


Hundreds of jobs—never possible before on a small 
lathe—can now be handled by this new, small 
Dumore lathe grinder. Hundreds of shop owners 
who would not invest in a larger, more costly 
grinder, will now be prospects for the New No. 44 
Dumore “Toolmaker.” 


It's the lowest-priced Dumore lathe-grinder of this 
type ever offered. Precision-built, with a speed 
range of 7,000 to 40,000 r.p.m., it has a tremendous 
field of usefulness for both internal and external 
work. No shop is too small to use it at splendid 
profit—and you can sell it to large shops—for use in 
their smaller lathes. It is an inexpensive additional 
emergency grinder. 


The No. 44 is completely equipped with wheels, 
pulleys, wrenches, belts, etc. Removable mounting 
post makes set-ups easy and quick. Here’s a com- 
pact, complete unit that can be sold with little effort 
to hundreds of shops. Mail the coupon today with 
your list of prospects. 





AN 1s . 
. RQQny 
SAN . Ss 


INTERNAL GRINDING EXTERNAL GRINDING 


THE DUMORE COMPANY, 
Dept. 166B, Racine, Wis. 


@A “fog of oil”’—fed from a tapered “thrower" lubri 
cates main spindle bearings 

@ “Pre-loaded” ball-bearings in spindle eliminate hand 
adjustment. New design bearing mounting, closer to 
grinding wheel, assures spindle rigidity. 


@ Forced ventilation of motor assures cool running 
Motor fitted with selected ball bearings Pivotal 
mounting. Simple belt adjustment. 


DumorRE 


GRINDERS 











THE DUMORE CO. 

RACINE, WIS. 

Please send descriptive folder, ‘“New Short Cuts in 
Toolmaking and Jobbers’ proposition on your 
Dumore Lathe Grinders 


MAIL! 











Name ‘ ‘ The Popular No. 5 Dumore Lathe A Hand Grinder of 1,000 Uses—The 

Grinder—large enough for heavy pro- Dumore No. 8 is a high speed, light 

Address ? , P duction work, yet so compact it can weight, powerful little grinder Un- 

handle a wide range of work Inter- equalled for finishing small openings, 

Firm Name ; changeable quills allow quick set-ups touching up, lapping, sanding, hand 
on internal or external grinding jobs polishing, model making, ete. 
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This Message ss Mddsessed bo Lunkenheime 
Dishiibulors and Shas Salesmon. 





Why Lunkenheimer Valves 
Last Longer and Stay Sold 





LUNKENHEIMER 
IRON BODY GATE VALVES 


Embody the essential requirements to in- 
sure the kind of service your customers 
demand. 

The last word in design and construc- 
tion. Recommend them for long lasting 
performance and economical usefulness. 


(= who carefully check valve 
performance frequently ex- 
press wonder at the long service life 
of Lunkenheimer valves. They are 
interested in knowing why. 

What is the secret of this in- 
creased life? 

Actually, it is the result of per- 
fect alignment of all parts. . . plus 
absolute accuracy . . . plus mate- 
rials approved by testing and re- 
search . . . plus sound, advanced 
design . . . plus workmanship guar- 
anteed by skill and ripe experience. 

To this must be added the spe- 
cially designed production equip- 
ment in the Lunkenheimer plants 
which has been developed to pro- 
vide better, more accurate results. 

It is the balanced combination of 
all these factors that assures the 
precision action and long wearing 
qualities of Lunkenheimer products 

. . and that enables you to sell 
them with the fullest confidence. 

Lunkenheimer products prove 
themselves in black and white on 
maintenance cost records. Their 
longer life means lasting satisfac- 
tion for users and permanent cus- 
tomers for you. 


THE LUNKENHEIMER 


~—= “QUALITY = 


CINCINNATI, OHIO. U. S.A. 
NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT. 318-322 HUDSON ST. NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 
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Jack W. Walters (left) and Harry 
Skillhorn, salesmen of The Galigher 
Company, Salt Lake City, Utah, know 
what it is to travel long distances 
between calls in the Rocky Moun- 
tain district in order to get business, 
and to cover every plant, smelter or 
mine thoroughly in order to sell 
every possible item to each cus- 
tomer. 





York, Pennsylvania, recently on 
power transmission problems. 

The company also holds weekly 
sales conferences on lines handled, 
which makes for better selling on 
the part of its salesmen. 

New lines added by the company 
are Bonney welding fittings; Heller 
Nucut files, and Sterling grinding 
wheels. 


Expands Sales Force 


@® Machinery and Welder Corpora- 
tion, St. Louis, has added the fol- 
lowing men to its sales organiza- 
tion: S. E. Borg and H. C. Close, 
in the Chicago sales organization; 
V. C. Finnigan in St. Louis, and 
R. B. White in Kansas City, Mis- 
souri. 


New Lines Added 


@ Johnson - Mandeville Company, 
Newark, New Jersey, has added 
Fedders Manufacturing Company’s 
unit heaters and Cincinnati Ball 
Crank Company’s grease guns to 
its line of industrial supplies. 
William Guinon has been added 
to the sales staff, making four out- 
side salesmen for the company. 


Adds Lubricating Line 


@® The Ohio Ball Bearing Company, 
Cleveland, Ohio, has announced the 
addition of “Lubriko,’” manufac- 


_ tured by Master Lubricating Com- 
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Informative 
editorial 
articles! 











“a, 
of industrial 
product 


trade names! 


manufacturers 


selling through 











distributors! 


«+» MILL SUPPLIES’ 
DIRECTORY ISSUE 


is on the job! 















Classified 
listing of 
industrial 






@ More than 5,500 copies of the MILL SUPPLIES Directory 
Issue are on the job helping distributors in every section of 
the country. You will find this buying guide corrected up to 
the minute and more useful than ever. More than 300 adver- 
tisers are featuring product information in it. 

After you have had a chance to examine the new Directory, 
we shall greatly appreciate your comments and suggestions. 


book on file— 
you'll need it 










throughout 
1936! 


MILL SUPPLIES 


330 West 42nd Street New York, N.Y. 











HOLO-KROME 


FIBRO FORGED 


TRADE MARK 


Socket Screws 





¢ ae) 


SCREWS 


FIBRO FORGED 


Swing to Holo-Krome 





HOLO-KROME SCREW CORP., Bristol, Conn. 
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and FIBRO FORGED Screws 


Distributors look with knowing confidence to 
Holo-Krome during 1936 of a continuance of 
the acknowledged and thoroughly known fact 
—'‘Holo-Krome Policy is 


100‘ Distributor Distribution.” 
See Pages 6 and 7 of our Catalog. 


A policy that has always been typical of Holo- 
Krome—definite Sales Research and Sales 
Building Plans—Custom Built Literature— 
Missionary Effort—National Advertising in 
Selected Publications—that has materially 
aided distributors during the past years. With 
the accumulation of these energies plus FIBRO 
FORGED Screws Distributors say ‘‘the swing 
is to Holo-Krome.”’ 


DISTRIBUTORS 
A card or letter to Holo-Krome will bring 
further convincing reasons why Distributors 


swing to FIBRO FORCED Screws. 
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pany, which is a complete line of 
ball and roller bearing greases. 

The line of Faultless casters have 
also been added to the already well 
representative lines of industrial] 
supplies being handled by Ohio Ball 
Bearing Company. 


New Lines For 
Manufacturers Supply 


@® Three new lines have been added 
by Manufacturers Supply Company, 
Grand Rapids, Michigan, to its al- 
ready extensive line of mill supplies, 
The lines added are Wiping Ma- 
terials, Incorporated, St. Louis; 
Keystone Lubricating Company, 
Philadelphia and Norton Abra- 
sives, Troy, New York. 


Adds Valve Line 


@A. W. Davis Supply Company, 
Portland, Oregon, has added the 
line of Reading-Pratt and Cady 
valves to its industrial supplies. 

K. B. Bonsall has joined the sales 
staff of the company and will op- 
erate in the territory surrounding 
Portland. 





Oi 


The “Van Dyke Special,” designed 
by Bobby Van Dyke, 10-year old son 
of R. D. Van Dyke, Jr., president of 
Industrial Supplies, Incorporated, 
Memphis, Tennessee, will run 18 
miles per hour, and has a } hp. motor 
on the rear supplied by Curtis Pneu- 
matic Machinery Company, and two 
rear wheels of 8-inch pneumatic ball 
bearing secured through the Lansing 
Company, with the front wheels from 
a discarded scooter. A broomstick 
serves for a steering column, tied by 
sash cord, and the “special” is pro- 
pelled by a Gates V-belt attached to 
the rear. A piece of rubber hose 
serves for a front bumper, and an- 
other piece for support of the seat, 
made by the Quaker City Rubber 
Company, while the exhaust pipe was 
manufactured by the Wheeling Steel 
Corporation. Bobby starts the car by 
the crank on the motor and controls 
the speed by a choker on the wooden 
board by the steering wheels. The 
gas tank holds } gallon of gas, and 
he gets 50 miles per gallon. A few 
pieces of boards, a tool box on the 
other side of the vehicle, a few bolts 
and nuts completes the “Van Dyke 
Special.” 
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Rauscher Purchasing Agent 
of Jacob Shannon 


@ Louis C. Rauscher, of J. Jacob 
Shannon and Company, Philadel- 
phia, was appointed to the position 





LOUIS C. RAUSCHER 


of purchasing agent in 1935, at 
which time William M. Wilkinson 
was appointed sales manager. 

Two lines added by the company 
are T. L. Smith Company’s con- 
crete mixers and pavers, and Ralph 
B. Carter Company’s self priming 
centrifugal pumps. 


Acquires More Space 


® Rossman Industrial Supply Com- 
pany, Seattle, Washington, has an- 
nounced that it has acquired ad- 
ditional space to carry a larger 
supply of magnesia and asbestos 
insulating material. 

An estimating department will 
also be organized shortly for the 
convenience of contractors who 
wish estimates on insulation before 
submitting bids. 


Leighton Announces Changes 
in Sales Force 


®The following changes in the 
sales organization of Leighton Sup- 
ply Company, Fort Dodge, Iowa, 
have been announced: 

W. J. Glidden, who formerly rep- 
resented Leighton Supply Company 
in various territories over a period 
of years, has again joined the sales 
force, and will cover the Webster 
City, Iowa Falls, Boone and Ames 
territory, which was covered dur- 


Bum | 


ing 1935 by P. A. Peterson. Mr. 
Peterson’s territory for 1936 will 
be Fort Dodge and Webster 
County. 

Donald R. Greenman, formerly 
city salesman for Crame Company 
in Des Moines, and Crane’s Ma- 
son City branch, has also been 
added to the sales force. 

The annual sales conference of 
the company was held January 14 
to 17 inclusive, in Fort Dodge, 
lowa. 


Adds New Lines 


® The W. H. Smith Hardware 
Company, Parkersburg, West Vir- 
ginia, has taken on the line of 
Delco auto batteries and the line of 
John Wood Manufacturing Com- 
pany’s galvanized range boilers and 
will distribute these items in the 
immediate territory. 


Ball Heads Hajoca’s 


Industrial Sales Activities 


@ Edward Ball, who has been with 
Hajoca Corporation for a number 
of years, has been appointed vice- 
president in charge of the indus- 
trial sales activities, in its home 
office in Philadelphia, as well as all 
of the company’s branch offices. 





The Pfeiffer family of Neill-LaVielle Supply Company, Louisville, Kentucky. 


New Salesmen for 
George Starks Company 


@ George L. Starks and Company, 
Saranac Lake, New York, has 
added David Reddick, formerly 
with Burhans, Black and Company, 
Syracuse, New York, to its sales 
force. He will cover St. Lawrence 
County, and part of Lewis and 
Franklin Counties. 

Dick Curier has taken over the 
territory consisting of Essex 
County, in addition to the towns 
of Saranac Lake and Tupper Lake. 


Channon Company Discon- 
tinues Hardware Division 


@}F. W. Copeland, president, H. 
Channon Company, Chicago, has 
announced the discontinuance of 
its wholesale hardware division in 
order to concentrate more effec- 
tively on the mill supply industry. 
Messrs. Douglas, Heilo, Notz and 
Warchol of the hardware division 
have been transferred to the in- 
dustrial division. 

R. E. Kramer, formerly with the 
Sullivan Machinery Company, has 
joined the Channon staff as assis- 
tant to J. L. Taylor in the sales 


department. 


Fred Pfeiffer, Sr., (right), is president; Fred, Jr., (second from right), pur- 


chasing agent, and George (second from left), salesman. 


Norton (left) is 


a student at the University of Louisville, but will no doubt join his father 
and brothers at the completion of his university career. 
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and the plan 
that makes them 


easier to sell— 





Belmont Packings are easier to sell—be- 
cause of the Belmont quality and a definite, 
practical, common sense sales plan which 
backs up the distributor. 


The quality of Belmont Packings has 
never been questioned. They perform — 
constantly and faithfully—under all condi- 
tions—they are made by the most up-to- 
the-minute scientific processes and of the 
finest materials. 

And supporting distributors’ sales efforts 
is the Belmont Sales Plan and its effective- 
ness. The three chief elements are: 

1. The Belmont Catalog with its compre- 
hensive service recommendations that 
tell you what packing to sell for each job. 

2. The Belmont Sample Kit—containing 
samples of all major types to enable you 
to demonstrate the Belmont quality. 


BELMONT 


NGS 


a 





3. Belmont advertising — consistently, 
month in, month out, in leading indus- 
trial magazines. 


If you are not already a Belmont Dis- 


tributor, write to us for complete details of 
the Belmont Plan. 
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A SERVICE THAT HELPS 
DISTRIBUTORS 


NEW FOLDERS COVERING SPECIFIC There is a 





PACKING APPLICATIONS — 
The major types of Belmont Packings are — for 
shown and each folder devoted to a par- Vs ae very 
ticular packing requirement. eae SER oe Service 


THE BELMONT PACKING & RUBBER CO. | 


BUTLER & SEPVIVA STREETS PHILADELPHIA, PA., U. S. A. 





| Pittsburgh and Cleveland 
Meetings 
(Continued from page 31) 





| jects for the distributor organiza- 
tion. 

A feature of this meeting of 
| distributors was 2 discussion by 
| George W. Eckhardt, executive sec- 
retary of The National Supply and 
Machinery Distributors Associa- 
tion. 

While the distributors were in 
session, R. Kennedy Hanson, was 
presiding over a meeting of manu- 
facturers. 

President Cherrington of the 
distributor group presided at the 
joint meeting, and a fairly clear 
idea of the subjects discussed may 
be gained from the following 
thoughts expressed by various dis- 
tributors or manufacturers’ repre- 
sentatives: 

All industrial consumers should 
be treated alike, price concessions 
being granted only on a quantity 
basis, not because of the class in 
which a customer is placed * * * * 
Manufacturers should not encour- 
age direct shipments, although, of 
course, they are at times necessary 
* * * * The price cutter, under 
present conditions, is a _ public 
enemy. Manufacturers have never 
had a better chance than they have 
now to establish resale prices and 
enforce them * * * * If the manu- 
facturer has a sales policy, he 
should publish it, and should let 
consumers know what it is * * * * 
A good sales policy on the part of 
the manufacturer is more impor- 
tant to the distributor than an im- 
mediate price advantage. The man- 
ufacturer who has a good sales 
policy, and announces it, is entitled 
to the support of distributors 
* * * * The manufacturer will get 
farther if, after securing a dis- 
tributor, he will do all he can to 
help this distributor instead of 
working to line up other distribu- 
tors in the same territory * * * * 
The distributor should have at least 
a week’s notice of the coming of a 
manufacturer’s missionary man to 
work with his men * * * * The dis- 
tributor should allow at least a 
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week for each manufacturer’s rep- 
resentative and should have a def- 
inite plan and schedule laid out for 
him * * * * Manufacturers’ men 
planning to address distributors’ 
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@ Time between resharpening—a big factor in the 
per-hour cost of your small tools! If you can cut 
this cost to the bone, yours will be a big saving. 

Because “there is a difference”, Morse Tools have 
earned for themselves the reputation of s-t-r-e-t-c-h- 
i-n-g time between resharpening to the point where 
they keep machines working far longer, and make 
more money for you. 

Morse extra values each have a share in putting 
this “difference” in Morse Tools. Carefully controlled 


TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD... MASS., U.S. A. 








THE MORSE LINE INCLUDES HIGH SPEED AND CARBON DRILLS - REAMERS - CUTTERS - TAPS and DIES - SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 


IN LONGER TIME 
BETWEEN 


RESHARPENING 


hess zor ccurate grinding, 


S ea ch plays its part, 
Te pwr spor aking experience. 
WTO «xt drilling, ream- 


hfully before 
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DEMI NG CEL LA R DR NITaTS 





FOR DEPENDABLE SERVICE . 














Bail heatagsherscttealy pales soins 
no further lubrication required. 

Heavy solid stainless steel shaft .. . will not 
corrode . . . insures long life of lower bearing. 
Slow speed...all models operate at 1750 R.P.M. 
Non-clogging type of impeller . .. will pass solids 
almost twice as large as ordinary cellar drainers. 
BES BRGNZE construction, including poluna 


Most . EFFICIENT CELLAR DRAINERS 
ON THE MARKET. Pump more water. Con- 
sume less electricity. _ 

Thermal Overload Relay built into the special 
eee Weare PRCreaen Seen Sn 


> > 


© 





Reelected at the January 20 meeting, 

officers of the Pittsburgh Industrial 
| Supply Club are: W. T. “Bill” Todd, 
| secretary-treasurer; George Cher- 
| rington, president, and C. A. “Chick” 
| Vetter, vice-president. 


cr 
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sales meetings should have the 
ability to do so and should be well 
prepared * * * * Manufacturers’ 
missionary men will get best re- 
sults if they will first sell them- 
> | selves to the distributor’s sales- 
om sipe : r and thi ‘pump. - | man * * * * The biggest potential 
ss Se 7 5 ee * (Roget sy ’ "| for increased business for distribu- 
tors is in that now being taken 
direct. It is the distributor’s big 
problem to get more of this. Manu- 
facturers’ representatives who call 
| on distributors sometimes treat the 
| latter as necessary evils. Those 
| manufacturers who are sincerely 
interested in distributors should 
impress upon their men the fact 
| that distributors are not customers, 


m e a nN y m O Nn e y t O y O u | that they are absolutely essential 








in five snes, fot 2, 3,4, 6 and 8 foot 








THE DEMING <0. Established 1880 - 211 | Broadway SALEM, O. 
Wad Me eam res bo Sap een 
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| to the manufacturer in the distribu- 
tion of his product. The sooner 

and to your customers this is impressed upon them, the 
sooner they can spread the word 

* * * * Distributors satisfactorily 

set up on a commodity should help 

| manufacturers without distribu- 

tion to secure representation. 


There’s not much difference in unions — as 
far as your sales overhead is concerned. 
The big difference lies in the profits and 
performance. 


; Dart Unions, higher in quality and price, Cleveland Meeting 

oo ~_ naturally offer you higher return on your 
investment of sales time and expense. And 

2 bronze seats they offer like returns to your customers, 


Clean, dee 
threads 


Corrosion- 
resistant 


The Cleveland meeting was 
unique in that H. E. Ruhf, of the 


a because Dart’s bronze-to-bronze ground ball Cleveland Tool and Supply . — 
Non-stretcch joint means no packing, no leaking, no cor- all chairman of the National 
construction rosion; means ability to take strain, stretch- Association’s manufacturers’ rela- 

PP 44 ing, wrenching, and stick around for more. tions committee, and H. F. Sey- 
castings Step up your profits. Get your sales force to mour of the Columbian Vise and 


“step on it” with Dart. Manufacturing Company, chairman 


of the American Association’s dis- 
tributor relations committee, pre- 
sided, respectively, at the distribu- 
tors’ and manufacturers’ executive 
meetings and were co-chairman of 
| the joint meeting. 








E. M. DART MFG. CO., PROVIDENCE, R. 1. Alvin M. Smith, secretary of the 
Sales Agents: The Fairbanks Com- Canadian Factory: Dart Union | Southern Supply and Machinery 
pany, New York, and all branches Company, Ltd., Toronto Canada 





| Distributors Association and chair- 
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GSILMER 
V-Belts are... 





This group of ten Gilmer V-Belts transmitting power from 
a 50 H.P.-750 r. p.m. motor to a double-deck sizing shaker 


in the anthracite coal field is just one of thousands of 





installations that are demonstrating this fact: That Gilmer 


l. i i f ! 
K ABLE KO RD V _— pick up - carry every last particle of power 
“TWO-BELTS-IN-ONE” Their record for efficiency makes them easy to sell, and the 


: attractive features of the Gilmer Franchise make the selling 
On flat pulleys for group drives, 


short centers and pivoted motor profitable to the Mill Supply House. 
bases, Kable Kord transmits more 


pull per square-inch than any 


other flat belt made. ® H. GILMER COMPANY, Tacony, Philadelphia 


Manufacturers OF COMPLETE LINE OF POWER BELTING 


V belts Kable Kord Roll and Endless Flat Belting Planer Belts Spc edage Endless Fabric Belts Cone Belts 


Roving Frame Belts Moulded Rubber Belts Winder Belts Spinner Belts Refrigerator and Washing Machine Belts 


ts ° Round Roli and Endless Fabric Belting © Endless Belting © Endless Cotton Belts * Laundry Feed Ribbons 


SPECIALISTS IN QUALITY BELTS SINCE 1903 
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Schierén 


@ Reputation and service are the backbone 
of the mill supply business. If you sell 
Schieren Belting, which the buyer knows as an 
article of definite value and service, he must 
conclude that your other lines, too, are on the 
same basis. 


Write for details of our Distributor Proposition 
for your territory. 


y, 
ASx ey 
ariTring 


(huts 
ER BELTING PACKINGS ang SPECIALTIES 
Main Office and Factory 
31 FERRY STREET NEW YORK 


Branches and Distributors in All Principal Cites 


DUXBAK WATERPROOF BELTING * DUXBAK/ROUND BELTING ©® SCHIEREN BELT CEMENT AND BELT 
LACING * FLYFOOT BELT DRESSING * NATURAL GRIP BELT DRESSING AND PRESERVATIVE * BELT 
HOOKS * BELT COUPLINGS ¢ LEATHER TEXTILE SPECIALTIES © LEATHER PACKINGS®« 




















COFFING “nesicv’? HOISTS 


RATCHET LEVER* SPUR) GEAR -ELECTRIC* LOAD BINDERS 








Coffing Ratchet Lever 
Hoists sell themselves 


will quickly size up their advantages. 


today than ever before. 


electric line, and hundreds of others. 
one man. 


ratchet principle, pump-handle style. 
or lowered by short strokes of the lever. 


ogee, wenping from 14 to 65 pounds. 


Let us sen 
line, and on our valuable distributor franchise. 


COFFING HOIST COMPANY 
DANVILLE, ILLINOIS 
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wherever there's an especially difficult 
lifting or pulling job to do, your customers 


More Coffing Ratchet Lever Hoists are being used 
They are doing the lifting and 
pulling for such varied requirements as garages, railway 
shops, building construction, pipe-line laying, stringing 
They are light in 
weight, of high load capacity, and easily operated by 


Coffing Ratchet Lever Hoists operate on a straight 
Loads are raised 
Hoists are 
available in a wide variety of sizes, up to six tons 


you complete information on our whole 








man of the Industrial Supply Re- 
search Bureau, in Cleveland to at- 
tend the road show, sat in at the 
distributors’ meeting in the morn- 
ing and the joint session in the 
afternoon, and contributed a great 
deal to the discussions. George W. 
Eckhardt, executive secretary of 
the National association, and R. 
Kennedy Hanson, secretary-man- 
ager of the American association, 
came on from Pittsburgh and were 
important factors in the success 
of the Cleveland gathering. 

After calling the distributors’ 
meeting to order in the morning, 
with twenty-one distributors on 
hand, Chairman Ruhf introduced 
George Eckhardt, who, as in Pitts- 
burgh, discussed the various ways 
in which the National Association 
assists distributors, and urged the 
latter to avail themselves of all 
these services. 

Following Mr. E¢khardt’s talk, 
the distributors went over the sub- 
jects to be discussed at the meeting 
with manufacturers and selected 
the men to present these subjects 
at the joint session. 

At the same time, the manufac- 
turers, under the direction of Mr. 
Seymour, made plans for the after- 
noon meetings and discussed other 
matters of interest to them. 

As in the Pittsburgh joint ses- 
sion, the subjects receiving major 
attention in Cleveland were manu- 
facturers’ published sales policies 
and the establishment and mainte- 
nance of resale prices. In connec- 
tion with the former subject, em- 
phasis was laid by distributors on 
the importance of these policies be- 
ing national in scope. Adequate 
profit margins, operations of manu- 
facturers in territories where they 
do not have distributor representa- 
tion, use of manufacturers’ sales 
literature by distributors’ salesmen 
and other timely topics received 
adequate attention. Manufactur- 
ers, among other things, were 
urged to call distributors in when 
trouble starts among the manufac- 
turers themselves in any particular 
industry. 

While the number of distribu- 
tors present at the Cleveland meet- 
ing was not as large as at the 
Pittsburgh gathering, the larger 
number of manufacturers in atten- 
dance brought the total at the ses- 
sion to a larger figure than at the 
Pittsburgh joint meeting. 











P. O. BOYLAN 
of 
THE W. M. PATTISON 
SUPPLY COMPANY, 
Cleveland, Ohio 


Fact 


The W. M. Pattison Supply Company of 
Cleveland, Ohio, has, for many years, 
been supplying all kinds of manufactur- 
ing plants within the area it serves with 
industrial equipment and supplies. 


Because of this wide experience, Mr. P. O. 
Boylan, Sales Manager of the Pattison 
Company, is in a position to speak with 
authority about ways in which manufac- 
turers of industrial products can help their 
distributors to make more sales and earn 
greater profits. 


ORY... HELPS 


Here’s what Mr. Boylan says: 


“Advertising helps us to sell more products and 
saves the time of our salesmen. When we offer prod- 
u¢ts which are well known to the plant men to 
whom we sell we find that we make sales more 
quickly and more easily. Less sales effort is neces- 
sary because the advertising has already done 
part of the sales job. 


“We notice that a number of the lines we carry 
are advertised in Factory. We also notice that 
FACTORY is read by a great number of the men 
we have to sell in order to do business with 
manufacturing plants in our territory. We believe 
this advertising in FACTORY is helping us a very 
great deal.” 


MANAGEMENT 


AND 


MAINTENANCE 


A McGRAW - HILL 
330 WEST 42nd 


PUBLICATION: 
STREET-NEW YORK 





US TO SELL” 











PRINCIPAL MARKETS FOR NEW PRODUCTS 


SEE FOLLOWING PAGES FOR DETAILED DESCRIPTION 
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SALES POSSIBILITIES IN NEW PRODUCTS 


SEE PAGE 92 FOR PRINCIPAL MARKETS 





Portable Sanders 





} F completely redesigned line of 
portable sanders has been an- 
nounced, which manufacturer claims 
are lighter, more powerful and com- 
pletely dust and grit proof. Larger 
motors are used and housings have 


been reduced in both size and weight. . 


On heavy duty and_ super-service 
models commutator and brush com- 
partment is air-sealed and switches 
dust-proof. New slot type exhaust 
ports replace holes formerly used. 
There are four new sanders in the 
line as follows: 7-inch light duty san- 
der, for intermittent shop use in main- 
tenance work, and so forth; 7-inch 
heavy duty sander, for continuous 
heavy duty work; 7-inch super-serv- 
ice sander, for continuous use on high 
speed production work, and 9-inch 
standard sander for use where larger 
working area and lower speed are 
required for intermittent use. Pri- 
mary buying officials to be contacted 
in introducing this product are pur- 
chasing agent and chief engineer.— 
Black and Decker Manufacturing 
Company, Towson, Maryland. MILL 
SUPPLIES, February, 1936. 


Cutting Machine 

















Model 302 horizontal wet abra- 

sive cutting machine was de- 
signed primarily for making long cuts 
through flat or slab materials, and 
also bar stock. Unit has single rectan- 
gular casting pedestal with reinforced 
flared bottom; solid flanged casting 
coolant pan with integral sump and 


gland for horizontal elevating shaft; 
ribbed cast iron bed with bronze cross 
rail elevating screws with sealed 
thrust bearings and gears; cross rail 
guide housings; cross rail containing 
guide for wheel spindle assembly, 
fitted to cross rail guide housings at 
each end with large area rectangular- 
shaped guides which hold the cross 
rail true and parallel with bed; spindle 
mounted in dust and grease sealed 
ball bearings, driven by 5 h.p. ball- 
bearing motor with 6 V-belts. Motor 
is mounted on adjustable bracket 
which permits tightening of belts. 
Entire assembly, including motor, 
wheel spindle, housing, wheel guard 
and belt guard, forms one integral 
unit, and wheel spindle assembly is 
flexibly connected to coolant unit. Ma- 
chine also has adjustable wheel guard, 
coolant pump, work holding clamps, 
single master starting switch, and is 
equipped with special coolant outlet 
with a flexible hose. Vertical move- 
ment of wheel is manually controlled 
by hand crank. Primary buying of- 
ficials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, foreman, 
chief engineer and master mechanic. 
—Andrew C. Campbell Division of 
American Chain Company, Incorpo- 
rated, Bridgeport, Connecticut. MILL 
SUPPLIES, February, 1936. 


Safety Wrenches 





3 “Non-sparking” safety wrenches, 
especially adapted for use in 
industries where great fire hazards 
exist, have been announced. Wrenches 
are drop-forged from Beryllium - 
copper and heat-treated, and manu- 
facturer claims they are practically 
as strong as_ steel wrenches of 
similar design and size. They are 
finished in “safety-Green” enamel 
with heads polished bright with open- 
ing sizes stamped thereon, and are 
available in both single and double- 
head patterns in a wide range of sizes. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, su- 
perintendent, maintenance superin- 
tendent and master mechanic.—J. H. 
Williams and Company, 75 Spring 
Street, New York City. MILL SUP- 
PLIES, February, 1936. 
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Gasoline and Oil Can 





A two-in-one gasoline and oil 

can with detachable flexible 
spout and “Handy-Grip” can has 
been announced. It is of seamless 
welded steel and flexible spout may 
be removed and can becomes regular 
container for gasoline or oil. When 
flexible spout is detached, holders 
keep it in place on top of can. Spout 
is long enough to reach supply tank 
openings on cars, truck, busses or 
tractors. Bottom is reinforced with 
heavy steel hoop and all parts are 
welded together. Primary buying 
officials to be contacted in introducing 
this product are purchasing agent, 
superintendent, maintenance superin- 
tendent, and foreman.—Eagle Manu- 
facturing Company, Wellsburg, West 
Virginia. MILL SUPPLIES, Feb- 
ruary, 1936. 


Lamp Guard 





Vapor-proof lamp guard de- 

signed for use where inflammable 
gases, vapors and materials are pres- 
ent, has a cage made of eight - 
inch steel wires, each wire milled at 
lower end to form shoulder onto 
which two heavy steel rings are per- 
manently affixed. At top end wires 
are screwed into brass nut which 
holds heavy steel hook. Lower rings 
are firmly screwed into thick hard- 
wood handle. Unit has packing gland 
assembly assuring perfect seal at 
handle end and also serves to prevent 
strain on socket terminal screws. 
Socket is specially designed, made 
with heat-resisting composition body, 
providing spring contact connections. 
Heavy threaded glass globe protects 
lamp, being screwed into rubber gas- 
ket embedded in black rubberized 
enamel handle. Side wires and rings 
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BETTER 


BRUSHES 


FOR 
BETTER BUSINESS 


Improved business conditions demand 
improved plant equipment. Pittsburgh 
Plate Glass Company now offers a 
complete brush service to meet the 
most exacting standards of modern 
top-quality equipment. 


Years of experience in various in- 
dustries enable us to co-operate in 
the solution of your brush problems. 
Branches in principal cities, with rep- 
resentative stocks, are equipped to 
aid distributors serve industry more 
effectively. We will be glad to place 
our engineering staff and service fa- 
cilities at your disposal. 


Progressive plant management cir- 
cles are investing in Pittsburgh Plate 
Glass Company Wire Brushes. They 
know by experience that these superior 
brushes mean fewer replacements, 
finer work, and all-round economy. 
They know that these brushes are 
backed by one of the outstanding in- 
dustrial concerns of America. 


Write for our free illustrated Wire 
Brush catalog. No obligation. State 
whether interested in brushes for plant 
maintenance or wire brushes for pro- 
duction needs. Complete information 
on the entire line is yours for the 
asking. Perfect Balance Rotary 
Brushes. Multiple Section and Spiral 
Wound Rolls, “Red Center” Wheels, 
Tampico Sections, Wire Cups, Uni- 
fill Scratch Brushes, Paint and other 
Maintenance Brushes. There is an 
answer to your brush problem here. 


WIRE AND TAMPICO SECTIONS 
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Abrasive 
Wire Wheels 





PLATI 


BRUSH DIVISION © BALTIMORE, MD 


Also manufacturers of Gold Stripe Brushes 
and nationally known paint products 
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have heavy tinned finish. Unit is de- 
signed to take A-19 rough service 50- 
watt lamp developed especially for 
portable guard uses, or regular 40- 
watt Mazda lamp can be used. Pri- 
mary buying officials to be contacted 
in introducing this product are plant 
manager, purchasing agent, superin- 
and maintenance superin- 
tendent. — McGill Manufacturing 
Company, Valparaiso, Indiana. MILL 
SUPPLIES, February, 1936. 


Centrifugal Pump 





An non-clogging 


impeller 

centrifugal pump of rigid “Mono- 
bloc” construction for handling solid 
materials in suspension, gritty liquids, 
liquids containing stringy material, 


open 


and so forth. Unit has large size 
shaft, extra-heavy-duty grease-lubri- 
cated ball bearings, ample length stuf- 
fing box, water thrower ring, splash- 
proof motor, air circulation fan and 
protecting apron on motor. Ratings 
range from 10 to 250 g.p.m. against 
heads of 10 to -100 feet; 4 hp. to 
7+ hp.; 1,500 r.p.m. to 3,600 r.p.m.; 
a.c. or d.c.; 50- and 60-cycle; single- 
phase or polyphase. Pump is avail- 
able in all-iron, all-bronze or bronze 
fitted. It is compact and small, great- 
est overall length of largest size be- 
ing 23 inches. Primary buying offi- 
cials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent and chief en- 
gineer.—Worthington Pump and Ma- 
chinery Corporation, Harrison, New 
Jersey. MILL SUPPLIES, February, 
1936. 


All-Steel Reel Stand 


7 An all-steel reel stand light in 
weight of sturdy electric welded 
angle iron construction, has a reel 
brake which is automatic in operation 
and positive in its action, according to 
manufacturer. Because of simplicity 
of reel design, only a few seconds are 
required to mount a coil of strapping. 
Pulling the strapping through strap- 
guide raises brake arm which disen- 
gages brake and permits reel to re- 
volve freely. The moment operator 
stops pulling strapping through 
guide, the brake arm falls and locks 
reel, thus preventing back lash. Stand 
is equipped with box for seals and has 
hooks on either side on which to hang 
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SELL 
STARRETT 
ACCURACY 


When you swear by the accuracy of a Starrett 
dial indicator, micrometer or vernier, you're not 
taking any chances. The reputation of Star- 
rett Tools for accuracy and dependability has 
stood unchallenged for more than half a cen- 
tury. That's why Starrett Tools are the stand- 
ard shop equipment wherever precision work 
is done. 


Have you copies of the new, revised edition 
of Starrett Catalog No. 25 “EG” and the 
Special Dial Indicator Catalog? 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS., U.(S. A. 
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strapping tools. Primary buying offi- 
cials to be contacted in introducing 
this product are purchasing agert, 
superintendent and shipping rooim 
foreman.—Steel Strapping Division, 
The Stanley Works, New Britain, 
Connecticut. MILL SUPPLIES, Feb- 
ruary, 1936. 





Visible Lubricators 





Opto-matic constant lever lubri- 

cator, Number 3 size, maintains 
constant level lubrication on ring or 
ball bearing shafts and is an addi- 
tion to the line of Opto-matic lubri- 
cators manufactured by this company. 
A bottle type oiler, known as “Drip- 
Drop,” has also been announced, for 
solid, wick or waste-packed bearings. 
Oiler drops oil on bearing from top 
as bearing needs it and eliminates 
daily oiling by hand method, accord- 
ing to manufacturer. It is made in 
three sizes. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent and master me- 
chanic.—The Trico Fuse Manufactur- 
ing Company, Milwaukee, Wisconsin. 
MILL SUPPLIES, February, 1936. 


Solder and Soldering Paste 


Acid-core solder is made from 
virgin metal, a 40/60 mix- 
ture of tin and lead, and cored 
with “Rubyfluid” flux. This flux 
causes solder to flow smoothly with- 
out sputtering and adheres firmly to 











ATKINS 
1936 Catalog 





The Blue Book of Saws, Saw Tools, Machines, 
Knives, Files, ete. 


The new 1936 Edition of ATKINS Catalog is just off 
the press. It is the most complete and modern book 
of standards of quality Saws, Saw Tools, Machine 
Knives, Grinding Wheels, Files and Specialties ever 
published. 


A copy of this Blue Book will be sent to every 
executive who requests one by writing us on 
their official stationery. 


E. C. ATKINS AND COMPANY 


420 South Illinois St., Indianapolis, Indiana 


BRANCHES: 
Atlanta, Ga. New York, N. Y. Portland, Ore. 
Chicago, Il. New Orleans, La. Seattle, Wash. 
Memphis, Tenn. Klamath Falls, Ore. Paris, France 


San Francisco, Calif. 
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HERES 
BUSINESS 











After you’ve been putting the steam 
on larger items of your line, just bring 
out a set of Millers Falls Steel Letters 
or Figures and enjoy their easy ac- 
ceptance. In a majority of cases, the 
order goes down in your sales book 
with a word of appreciation for your 


thoughtfulness in suggesting it. 


In any company, Millers Falls Steel 
Letters and Figures prove equal to 
the job — their accurately formed, 
deeply relieved faces make a sharp, 
clean “bite” that remains as a perma- 
nent identification. Neatly boxed sets 
in two types—guaranteed Hand Cut 
Gothic Face— Machine Made Roman 
Face. Add this 
your line. Write for complete infor- 
mation. 


“extra” business to 






MILLERS FALLS 
TOOLS 


SINCE 
1868 


MILLERS FALLS 
COMPANY 


Greenfield, Massachusetts 
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metals, making a strong and lasting 
joint, clean and good-looking, accord- 
ing to the manufacturer. Being self- 
fluxing, only heat is required for 
soldering. Soldering paste, also re- 
cently announced, contains “Ruby- 


| fluid” as fluxing ingredient and has a 


quick, positive action and is non- 
corrosive. Primary buying officials 
to be contacted in introducing this 
product are purchasing agent, super- 
intendent and master mechanic.—The 
Ruby Chemical Company, Columbus, 
Ohio. MILL SUPPLIES, February, 
1936. 


Respirator 





10 A respirator with filter bag 
through which breathing close 
to normal is assured has recently 
been placed on the market. Unit has 
passed the U. S. Bureau of Mines 
tests for lead and Type A dusts. Face 
mask is made of rubber and adjusta- 
ble to any shape of face by bending 
wire forming spring which is a part 
of lower mask edge. Filter bag is 
assembled on mask by means of screw 
ring inside of which is intake valve 
assembly including moisture baffle, 
serrations to prevent air lock and 
flexible intake diaphragm. Filter 
disc replacement problem is solved 
by use of cleanable bag type filter. 
Unit weighs 5t ounces. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are purchasing 
agent and safety engineer.—Willson 
Products, Incorporated, Reading, 
Pennsylvania. MILL SUPPLIES, 
February, 1936. 


Metal and Wood Primers 


1 Valdura enamelized metal and 
Valdura wood primers have 
been placed on the market, the first 
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CUTS arouno CORNERS 


Gets anywhere—under and around 
obstructions, over edge of beams of 
framework, into corners flat against 
floor, wall or ceiling. Cuts in any 
and every position with same pow: 
erful action. Not an experiment, but 
of time-tested Porter construction. 
Has the same powerful lever and toggle ac- 
tion as other Porter cutters. Available in a 
number of Porter standard a jaws 
which are interchangeable with Porter rigid 

pe tools. A valuable cutter in every shop. 
= time. Saves labor. Saves tool damage. 
Send for folder. 


CHANGE TO 
SWIVEL 
HEAD 


It is possible to 
convert a Porter 
New Easy rigid 
cutter into a 
Swivel Head eas- 
ily and economi- 
cally, by means of 
a sma oe 

rts supplied in 
as Swivel Head 
Kit. Send for 
folder. 


PORTER 


BOLT CLIPPERS 


Porter Bolt Clippers have for more than 
half a century, been the standard for two 
hand metal cutting tools. There is a Porter 
model for every metal cutting requirement. 
Send for a catalogue of the complete Porter 
line. Use the coupon below. 


H. K. PORTER, INC., EVERETT, MASS. 
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for prime coating all metal surfaces 
where damp, wet and foggy condi- 
tions are prevalent, and the second 
for old and new unpainted wood sur- 
faces. The protective qualities of 
metal primer are the result of com- 
pining zine chromate pigment with 
Tung Oil. Wood primer is combina- 
tion of water-proofing gums and Tung 
Oil and coverage runs as high as 
500 square feet per gallon. Primary 
buying officials to be contacted in in- 
troducing this product are purchas- 
ing agent, maintenance superin- 
tendent and chief engineer. — The 
American Asphalt Paint Company, 
43 East Ohio Street, Chicago. MILL 
SUPPLIES, February, 1936. 
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Utility Jack 





“LAMPS? 


| YOU’RE MISSING REAL PROFIT AND 
VOLUME IF YOU DON’T STOCK 'EM” 





l A utility tool suitable for ap- 
plications involving  stretch- 
ing, pulling, binding or lifting, known 
as Acco utility jack No. 35, has been | 
announced. Complete unit includes 
frame with operating parts, a 10-foot 
stretcher chain and 5-foot anchor 
chain. It is of simple and sturdy con- 
struction and suitable for working price decline 
loads up to 4,000 pounds. When in e 
use stretcher chain fits over teeth in 
sprocket wheel and power supplied by Mostly contract 
raising and lowering handle. Axle business 
of handle being eccentric transmits 


m “If you want to give your volume a five-figure 
boost in 1936 as I did in 1935, put in a line of 
Hygrade Lamps. Sure, I know you never carried 
lamps before, but believe you me— that’s been 
your loss! Figure it out yourself. I got seven turn- 
overs on my lamp stock last year. How many 
items have you got that move as fast as that? 
Lamps are constantly needing replacement in 


Inventory fully 
protected against 





power through two pawls engaged in 
wheel. One pawl is always in posi- 
tion therefore wheel cannot slip. Pri- 
mary buying officials to be contacted 
in introducing this product are plant 
manager, purchasing agent, mainte- 
nance superintendent and foreman.— 
Welded Chain Division of American 
Chain Company, Incorporated, Bridge- 
port, Connecticut. MILL SUPPLIES, 
February, 1936. 


Aluminum Hoist 


l With the entire exterior shell 

of hoist made of high tensile 
aluminum and chains, hooks and gear- 
ings of steel, Model CA Peerless hoist 
is one-third lighter than ordinary 


every plant. And Hygrade is industry’s lamp — 
known and accepted as the one brand that best 
meets their needs. Yes, there’s real profit and 
volume in Hygrade Lamps—they’re in my line 
to stay.” 


The customers you now sell other items need 
lamps. You might as well get that business, too. 
Mail the coupon and get the story. 











HYGRADE SYLVANIA CORPORATION 
Salem, Mass. 


“nt. itm FL ygrade 


Why” and details of your jobbers’ 
proposition on Hygrade Lamps. 





Lamps 

















hoists, according to manufacturer. Name 
Hoist is made in three popular capaci- Séreet. 
ties of quarter, half and one-ton with City and State HYGRADE SYLVANIA CORPORATION 
optional feature of regular or quick Salem, Mass. 
speed gearing in each. Manufacturer : 
states that its light weight makes unit Manufacturers of incandescent lamps for over 
Particularly desirable for any work | 30 years. Makers also of Sylvania Radio Tubes. 
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You Will Have No Trouble 
Selling the 


BASA HAMMERS 


as soon as you demonstrate how easy it 
is to change faces in the holder. 


o “sense 
wb oc / A name of 
2" . = By simply loosening nut on handle, the 
Rawhide, Copper or Babbitt Faces can 
MAD be interchanged. Any kind of blow can 
IN be struck with no damage to finished surface. 
“te Holders are made from 
SIZES tempered carbon steel, 

cadmium-plated, and 
are very strong. 


2, 












EMPIRE 
RAWHIDE 
MALLETS 
Rawhide faces and mallets are made 
from selected water-buffalo hides, the 
faces being packed one pair to box. 


me 






Handles are made from. straight- 
grained hickory—“SBW” grade—to 
meet Government specifications. 





BASA HAMMERS AND EMPIRE RAW- 
™>» HIDE MALLETS ARE MADE IN THE 
»*\ UNITED STATES OF AMERICA. 
Send for Full Particulars. 
Sole Manufacturers 


GREENE, TWEED & CO. 
109 Duane Street New York 
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USC “MAXI” TOOLS 


as 
“LEADERS” 


“Maxi” 
ways. 


One: They help you develop new custom- 
ers because they are so far superior to 
ordinary taps, drills and reamers—as 
hundreds of users prove by test each 
month. 


taps help distributors these two 


Two: Being strictly production tools, they 
sell in large quantities—thus affording 
satisfactory volume with minimum sell- 
ing effort. 

Your customers know “Maxi” tools. They 
are advertised every month in the five most 
important magazines serving the metal 
working industry. 


GREENFIELD TAP & DIE CORPORATION 


Gane Massachusetts 
New York: Chicago: 
15 Warren St. 611 W. aye Blvd. 
Detroit: 228 Congress St. 


GREENFIELD 
Maxi (fig Tools 
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where location is changed frequently 
and because aluminum cannot rust, 
hoist should be used wherever hoists 
of ferrous metals would be trouble- 
some. Hoist has ball bearing mount- 
ing for load wheel, heat-treated alloy 
steel gearing, high carbon heat- 
treated load chain and Harrington 
silent rotary friction lock protected 
from dirt by tight front cover. Pri- 
mary buying officials to be contacted 
in introducing this product are plant 
manager, superintendent and mainte- 
nance superintendent.—The Harring- 
ton Company, Philadelphia. MILL 
SUPPLIES, February, 1936. 


Truck Wheel 





1 A truck wheel which moves as 
easily as a metal wheel, made 
of textolite, has been announced. Tex- 
tolite is made of heavy canvas duck 
impregnated with a phenolic resin. 
It is claimed by manufacturer that 
this product will not rust and is re- 
sistant to water, steam, high tempera- 
tures, oil and many acids and is light 
in weight. Unit comes in a variety of 
standard sizes and hub lengths can be 
reduced to approximately face width, 
as Textolite machines like metal. It 
can be furnished either plain bearing 
or with Hyatt roller bearings. 
Primary buying officials to be con 
tacted in introducing this product are 
maintenance superintendent and chief 
engineer.—Service Caster and Truck 
Company, Albion, Michigan. MILL 
SUPPLIES, February, 1936. 
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Heavy Duty Brake Lining 





l Style Number 900 woven and 
compressed brake lining re- 
cently introduced has had test use on 
gas and diesel friction power shovels 
and other excavating machinery with 
outstanding success, according to 
manufacturer, and is now being offered 
for general use on all kinds of heavy in- 
dustrial equipment. One of the fea- 
tures of this brake lining is that it 
cannot ply separate in high-tempera- 
ture service and has same low rate 
of wear and efficient friction char- 
acteristics as folded and compressed 
type. It is also flexible, readily 
formed and adaptable to various speed 
requirements. Shown above is No. 
900 woven and compressed brake lin- 
ing before and after impregnation 
and compression. Primary buying 
officials to be contacted in introduc- 
ing this product are maintenance su- 
perintendent and master mechanic.— 
Johns-Manville Corporation, 22 East 
40th Street, New York City. MILL 
SUPPLIES, February, 1936. 


Rotary Displacement Meter 





l 6 Small size rotary displacement 

meter built for line pressures 
up to 25 pounds per square inch with 
normal capacity of 5000 cubic feet 
per hour at 1-inch water gage differ- 
ential has been added to this manu- 
facturer’s line of meters. Meter 
Measures 22 inches by 14 inches by 
15 inches and is furnished with base 
for foundation mounting. It can also 














STATEMENT OF POLICY IN 1910: 
through mill supply houses, in recognition that prompt and intelli - 
gent attention to consumers’ needs require on-the-ground contacts 
and acquaintance with individual manufacturers’ problems as well as 
on-the-ground stocks of the product. 





We adhere to distribution 


STATEMENT OF POLICY IN 1936:— The same. 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. WU. S§.A. 
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LUFKIN 


TAPES - RULES 
PRECISION TOOLS 


The 
Most Popular 
Steel Tape Sold! 


GFK. 
- UNIVERSAL” 








Low in price to meet 
popular demand 
High. in quality for those 
who want accurate 
measurements 





Lufkin Measuring Tapes are 
_ made in various types and grad- 
i uations and are the recognized 
standard of accuracy wherever | 
measurements are taken. 


ell Ts | 









ma con; deuge, 


.. 
| Send for General Catalog No. 12 





THE [UFKIN RULE [0 


SAGINAW. MICHIGAN, U.S.A. 


NEW YORK 


O6 ») Lafayette St 


OF Tal-lolt-laliat- [onde] at 
WINDSOR, ONTARIO 
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be furnished with special bottom pipe 
plate, permitting direct mounting in 
vertical gas line. Standard equipment 
includes differential gage and regis- 
ter reading in cubic feet of gas pass- 
ing meter. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent and chief 
engineer.—Roots-Connersville Blower 
Corporation, Connersville, Indiana. 
MILL SUPPLIES, February, 1936. 





Toggle 


DIAMOND spring toggle is 
made with two wings that en- 


(17 


| Genuine 18% 


| UNBREAKABLE. 


| gage a trunnion nut and spring which | 


forces wings outward when head has 
passed through wall. One end of spring 
is extended to prevent rotation of head 
while turning in screw. 


of hole. Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, purchasing 
agent, maintenance superintendent, 


—Diamond Expansion Bolt Company, 
Incorporated, Garwood, New Jersey. 
MILL SUPPLIES, February, 1936. 


Goggle 


i Be featherweight Dowmetal 
goggle recently announced 
has the following features: Dowmetal 
permits a thin section construction 
of great strength and results in 
an enlarged cup interior, according 
to manufacturer. Goggle has ad- 
justable nosebridge, consisting of a 
ball chain, fibre covered, sliding into 
a slot in eye cup and held in place 
by lens bevel. Accurate, die-cut 
threads, the surface upon which the 
lens rests, and a Dowmetal bevel in- 
sures a secure lens mounting. Corru- 
gations on bevel edge afford firm grip 
and permit easy interchanging of 
lenses. Goggle is furnished with }- 
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Each wing | 
is a complete toggle in itself and | 
forms bridge with bearing both sides | 


chief engineer and master mechanic. | 








Give a mana line 
‘he ean sell 


Tough Alloy 
Steel Back 






Patented 
ae ome 
ce" MARVEL 

Non-Breakable 


HACK SAW BLADES 


“If you want sales, don’t give me just 
another hack saw blade, the same thing 
with another name, but give me MAR. 
VEL High-Speed-Edge Blades — the 
blade that stands alone with exclusive 
features that make sense to any tool 
buyer.” Only MARVEL Blades can be 
both HIGH-SPEED and POSITIVELY 
Everyone can _ see 
that means “more cuts per dollar”; per- 
mits higher speeds and far greater feed 
pressures; and a tighter, straighter, ac- 
curately-cutting blade. Anyone can un- 
derstand the advantage of this shat- 
ter-proof blade that is safe at any 
speed, that permits continuous opera- 
tion of any sawing machine at _— 
capacity. 


High-Speed-Edge Multiplies 
Market for Hole Saws 


Just what this High-Speed- 
Edge and far greater strength 
means in metal cutting is 
further demonstrated in 


stallation and mainte- 
nance work in portable 
electric _ drills. The 
greater strength and 
High-Speed-Edge of 
MARVEL Hole Saws has put 
them on drill presses and in 
the quecueten line. They answer the 

problem of large holes at low cost, for they 
stand up for deep drilling and continuous opera- 
tion. They have a far larger market than other 
saws, much of it exclusively MARVEL. 


“Something to Sell” MARVEL 
Hand Frames 









hole 








A 

cae that held blade in 
one of 8 positions, that hold blade 
greater 


right position (in line with the blade) 
and permit powerful, full stroke and 
faster, more accurate work. 


A MAR- 
VEL High-Speed-Edge Blade is furnished with 
each frame. 


Write for Circulars on MARVEL 
products including the out 
standing MARVEL Line of Saw- 

ing Machines (9 types). 


Armstrong-Blum Mfg. Co. 
“The Hack Saw People’ 
353 N. Francisco Ave. 

Chicago, U. 8. A. 


ee 
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inch one piece headband unless other- 
wise specified, and a complete selec- 
tion of lenses for every hazard of re- 


quirement is available for goggle in Sturdy St 1 Oo t 
the standard 50 MM diameter. Pri- ee us Ss 
mary buying officials to be contacted d 

in introducing this product are pur- oo 


chasing agent, superintendent and 
safety engineer.—C. H. Dockson Com- 
' pany, Detroit, Michigan. MILL SUP- 
PLIES, February, 1936. 
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Do You Sell Air Filters? 





a (Continued from page 30) 
Cc _ —- 

dirty and replaced with new mate- 
y rial at low cost. Filters of this 


type include both dry and viscous- 
coated materials. The latter include 
mats of a coarse and a fine layer 





st of split wire, glass wool held in Patented “i 

. fiber containers, and two layers of Panes a SERPS 

he corrugated cardboard arranged so 

sr that the passages made by the cor- 

ol “ 

be rugations are at 90 deg. to each | 

_ other and at 45 deg. to entering air | ‘Hallowell’ Work-Bench Of£ Steel 

“4 flow. The dry type of replaceable 

od filter employs layers of cellulose The ready-made, shipped out of stock “HALLOWELL” 

re paper, held between two screens Steel Bench Equipment has already made such head- 

n- and arranged to form pockets 2 ft. way that you ought to give it serious consideration in 

at- d case you haven't done so. 

ny eep. 

“ Other dry-type filters are ar- The “HALLOWELL” Line is an_honest-to-goodness 

- ranged so they may be easily vacu- money maker, but as this space is entirely too small 

f um cleaned. One employs a wool- to tell you all about it, be sure to write us for our 

| felt filter glove pulled over a wire BULLETIN 445 and others 
frame, forming pockets 64 in. deep. , ‘ 
Another uses cotton fiber pressed And our many salesmen continually working with and 
nt Genateee an tat utes of for Dealers to increase their sales, demonstrate that 


i : 2 : we practice what we preach—Co-operation. 
a gauze-like center which gives it I F P 


strength. This medium is formed 
in V’s and held in a fiberboard 
frame to make a shallow cell only 


1 in. deep. OUR BEST SELLERS 








A dry-type filter arranged for “HALLOWELL” Steel Work-Benches 
hey washing either with hot water or “HALLOWELL” Steel Work-Tables 
_ solvents is made of “hair glass” “HALLOWELL” Steel Work-Benches, 
- held between galvanized - wire | : Semi-Portable 
screens about 1 in. apart. The “HALLOWELL” Steel-Wood Work-Benches 


1e8 


“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs 
“HALLOWELL” Steel Stools 


filter mat so formed may be used 
either flat or in V-shaped assem- 
blies to give greater surface in a 






























































given face area. “HALLOWELL” Foremen’s Desks 
Several filters employ viscous- “HALLOWELL” Steel Shop-Furniture 
coated crimped wire held in a sub- “HALLOWELL” Steel Floor Trucks 
stantial metal frame and intended “UNBRAKO” Hollow Set Screws 
to be washed with hot water or “KNURLED UNBRAKO” Socket Head Cap Screws 
steam. ' “UNBRAKO” Stripper Bolts 
Filter efficiency is rather diffi- a Sie oo 
cult to determine and may vary Power Transmission Appliances 
with over a wide range depending on 
the kind of dust or dirt that must 
p1 be filtered. Air washers, for ex- | 
- ample, are reasonably good filters | | STANDARD PRESSED STEEL CO. 
Co. for certain dusts but it is generally ——— a 
” admitted that they will not remove Boston JENKINTOWN, PENNA. NEWYORK 
soot. Efficiencies claimed vary all DETROIT Box 519 sT.Louls 
_ the way from 80 to 100%. 
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MANUFACTURERS 
TELL US 


Of personnel changes, new sales plans, new literature, 


changes in quarters, new distributors appointed, and other 
facts of interest 





— 


£1441 Pda 





@ Before an enthusiastic group of 
its distributors from the central 
section of the country, the Dodge 
Manufacturing Corporation on 
Wednesday, January 22, “unveiled” 
its new “Power Round-up,” which 
is to carry the story of Dodge com- 
plete power transmission service 
to every industrial center under 
the sponsorship of Dodge distribu- 
tors. 

When the curtain surrounding 
the exhibit was drawn back, the 
visitors saw two moving displays, 





' 


Annual dinner party given by E. C. Atkins and Company for its distributors in New York and environs. Toastmaster 


ae 4 
‘fowls 
fe? 


4m. 
. 
4-4 


~~ a 
sr 


“Power Roundup” 


one featuring the leading items 
manufactured by Dodge for the 
transmission of power by the group 
drive method, the other illustrating 
Dodge’s contributions to the indi- 
vidual drive field. Forming an 
impressive background for these 
moving displays is an enlarged 
photograph of an interior of a sec- 
tion of the Dodge plant, flanked on 
either side by panels containing il- 
lustrations of many Dodge prod- 
ucts, which, incidentally, are repro- 
ductions of the panels being used 





in Dodge magazine advertising. In 
the foreground are three excellent 
“cut-outs” of intricate machines 
used in the production of certain 
Dodge products. 

This exhibit will be transported 
about the country for months to 
come under the supervision of two 
members of the Dodge sales and 
engineering organization for the 
purpose of demonstrating to plant 
men everywhere how Dodge lives 
up to its slogan—“The Right Drive 
for Every Job.” The country has 
been laid out in five zones, which 
will be covered one after the other. 
The itinerary will be arranged for 
the convenience of Dodge distribu- 
tors in the various cities in which 
the exhibit will be set up, as the 
program is designed very definitely 
as a sales aid to distributors. Some 
idea of the immensity of the task 
may be gained from statistics for 
the first zone alone. It will re- 
quire 88 days and 2700 miles of 
travel to complete all the “two day 
stands” planned for this zone. 

The distributors’ meeting was 
opened at 9:30 o’clock in the morn- 
ing by F. T. O’Hara, assistant sales 
manager. Following a few words 
of greeting by Eugene S. Grant, 
sales manager, and a brief explana- 
tion of the purpose of the confer- 
ence and the plans for the day 
by W. W. French, sales promotion 
manager. George C. Miller, Jr., 
one of the two men who will con- 
duct the “Power Round-up” on its 
nation-wide tour, took the floor and 








was “Ed” Norvell, foreground. Speakers included N. A. Gladding, Atkins’ general sales manager, and Saunders Nor- 
vell, both of whom may be seen at the far end of the table. 
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KEEPING PACE WITH INDUSTRY'S 
INCREASING DEMAND FOR BETTER 
ABRASIVE PRODUCTS 





Moopern manufacturing methods have necessitated 
improved abrasive products—sharper, quicker-cutting 
edges, more uniform distribution of grits, tougher, 
longer-lasting backings. 


Armour Sand Paper Works, through constant research 
and experiments on the part of its laboratory experts, 
has contributed immeasurably to the development of 
better abrasive products for all types of industry. 


In the metal working industries and trades Armour’s 
Electro-Coated ALUNDUM Cloth has demonstrated 
greater speed, greater cutting quality and greater 
economy —because each grit is electrostatically aligned 
for maximum abrasive efficiency. 





It is enlightening and encouraging to Mill Supply Distrib- 47™0u"'s Flectro- 


Coated ALUNDUM 
utor salesmen to know that the Armourabrasive products = C/eth is available in 


if 2 9x11" sheets and in 
they have to sell have kept pace with the ever increas- conveniently pack- 


ing demand by industry for better abrasive products. Sum” 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 


BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT,N.C. CINCINNATI 
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Ficonomy 


. these three telling points win sales for 

Ford Hand Cut Rotary Files wherever precision 
filing is done. 
FORD Hand Cut Rotary Files are made of high-speed steel. 
Our standard line comprises countless shapes and sizes for 
every purpose. Special files can be had on request. Write for 
distributor discounts. 


M. A. FORD MFG. CO. 
DAVENPORT, IOWA 




































102 HARRISON ST. 
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Available in a complete range of 
sizes, Watson-Stillman Forged 
Steel Fittings are recommended 
for oil, gas, steam, water and 
chemical service. 


The liberal Watson-Stillman dis- 
tributor policy makes this a most 
desirable line to stock and sell. 


THE WATSON-STILLMAN CO. 
100 Aldene Road Roselle, N. ]. 
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gave the word story that will be 
carried to plant men at the sec- 
tional meetings. In this presenta- 
tion, he was aided by very clear 
charts covering practically all 
Dodge products, their principal fea- 
tures and their applications, and by 
lantern slides showing scenes from 
the Dodge plant and from the Tim- 
ken plant, the latter in connection 
with the production of Dodge-Tim- 
ken bearings. 

One of the interesting features 
of this discussion by Mr. Miller 
was a description, illustrated by 
drawings, of how the new machine 
shop, opened when the Oneida split 
steel pulley division was moved 
from Oneida, New York, to Mis- 
hawaka, was laid out for the most 
efficient and economical transmis- 
sion of power. This was effected 
by the use of both individual and 
group drives. Figures exhibited 
by Mr. Miller showed that had in- 
dividual drives been used through- 
out, the cost for the 80 motors nec- 
essary and for their installation 
would have been $13,013, and the 
total horsepower would have been 
404. In the plan adopted, of using 
both individual and group drives, 
16 motors only were required and 
their cost and the cost of their 
installation was $4,319.80, and the 
total horsepower, 143.5. Thus, a 
saving of 260.5 in horsepower and 
$8,693.20 in money was effected by 
the combination of group and in- 
dividual drives. 

When Mr. Miller had completed 
his discussion, R. C. Sollenberger, 
who will be his associate on the 
tour with the “Power Round-up,” 
conducted an open forum, as he 
will on the road, in which distribu- 
tors asked any questions or brought 
up any problems that occurred to 
them. 

Following a luncheon at the Ho- 
tel Mishawaka, the guests were 
conducted on a tour of the Dodge 
plant, where all departments were 
visited under the escort of efficient 
guides. 

The afternoon session closed 
with a complete picture of the pur- 
poses of the “Power Round-up,” its 
plan of operation and the sales 
promotion and advertising program 
that will tie in with it, by Mr. 
French. He announced the prep- 
aration of a new combined sales 
manual and sales presentation for 
distributors’ salesmen, arranged in 











is- 


C- 





twenty sections, which will incorpo- 
rate descriptions of products, their 
sales points, markets for them and 
the names of prominent users. He 
emphasized the fact that the dis- 
tributor will determine for himself 
the value of the “Power Round-up” 
by his interest and enthusiasm in 
the preliminary “build-up” and in 
actually bringing in plant men to 
see the exhibit and hear the story. | 
In closing, Mr. French, who is re-| 
sponsible for the direction of the | 
campaign, presented distributors | 
with literature covering the “Power | 
Round-up,” designed “to show in-| 
dustry how balky power is tamed 
and to help Dodge distributors to | 
sell more Dodge Power Transmis- | 
sion Machinery,” and announcing | 
the Dodge plan of sales promotion | 
for 1936. 

The day’s session closed with a 
banquet at the Hotel Mishawaka, e UTTING 
at which there were addresses by for instance os COST - C 
G. C. Miller, president of the Dodge 
Manufacturing Corporation; Edgar ERS 
M. Carver, vice-president and gen- PRODUCTIVE CUTT 
eral manager, and Walter Dunlap 
of Klau-Van Pietersom-Dunlap As- 
sociates, Incorporated, advertising 








... essential in maintaining present 


counsellors for the Dodge Manu- tT : ; 
facturing Corporation. Mr. Miller day produc hon schedules. Are a 
told of his company’s high regard : : 7 7 ? 
for its distributors, its definite getting YOUR share of this business 









committment to a policy of “dealer 
distribution” and the desire of | 
Dodge to cooperate to the fullest | 
with its sales outlets. Mr. Carver | 
discussed production and plant ac- | 
tivities generally in connection with | 
distributor sales and service, and | 
emphasized that Dodge is always | 
searching for new developments. | 
He also touched upon the respon- | 
sibility of this manufacturer to its | 
distributors and the distributors’ | 
responsibility to Dodge. Mr. Dun- 
lap, after reviewing briefly the 
benefits to be gained from the plans 
and activities discussed by Dodge | 
speakers throughout the day and} 
evening, expressed the opinion that 
the outlook is exceedingly bright 
for business, with particular refer- 
ence to the capital goods industry, | 
and emphasized the opportunities | 


Min. 
open to men with vision, courage | 
and the willingness to go out and! 
fight for business. 


Catalog No. 32 lists our full 


line of cutters. 


Brown & Sharpe Mfg. Co. 


Providence, R. I. 





According to Dodge officials, this | 
meeting brought out the largest 
group of Dodge salesmen who had | 


CUTTERS 


ever been assembled together at | Modern - Efficient - Keep Costs Low 
one time. | 
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[FLEXCO| 


FASTENERS aes a 


-A Tight Butt Joint - 


for long life of 
Conveyor and 
Elevator Belts 








Note how recessed plates compress 
belt end. Internal friction and ply 
separation in belt ends is overcome. 
The tight butt of the belt ends pre- 


vents passage of materials or liquids 
through the belt. Made in steel {*Monel 
Metal,” non-magnetic and abrasion 
resisting alloys. Five sizes. Sold by 
jobbers and belting houses. Consul- 


tation regarding belt joining invited. 
Sole Manufacturers 
FLEXIBLE STEEL LACING CO 
1633 Lexington Street, Chicago 
In England at 135 Finsbury eo 


Pavemen., Lonaon, BE. UC. 2 A 
7 
































rz . 


Continuous profits are based on QUALITY! 





® Distributors handling FITLER Rope are sure of a good 
volume of business at attractive profits. Users everywhere 
recognize the FITLER trademark as a guarantee of quality 
rope since 1804—there is a FITLER rope for every require- 
ment wherever rope is used. Profits are attractive because 
of the excellent FITLER distributor set-up. 


Let us send you complete details. 


EDWIN H. FITLER co. f= 
Philadelphia Cordage Works 
Established 1804 


PHILADELPHIA, PA. 


New York. . Chicago. . New Orleans. . Houston 
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S. Duncan Black (left) president of 
The Black and Decker Manufactur- 
ing Company, Towson, Maryland, in 
an informal pose at the Automotive 
Industries Show recently held in At- 
lantic City. 


Alemite in “Safety” Crusade 


@ Through the medium of radio and 
magazine advertising, ‘the Alemite 
Division of Stewart-Warner Corpo- 
ration has announced a new nation- 
wide movement for safety which 
started January 1. 

This effort will be given full 
promotion, in the regular “Horace 
Heidt for Alemite” broadcast over 
CBS each Thursday, as well as in 
the usual schedule of advertise- 
ments in the Saturday Evening 
Post. 

The movement takes the form 
of a new organization, called the 
“Alemite Brigadiers Club.” The 
initials, “ABC,” will be used to 
denote the club’s slogan “Always 
Be Careful,” and will be offered as 
“The ABC’s of Safe Driving.” 
Motorists all over the country will 
be urged to join the club. Those 
doing will be given attractive 
membership lapel-buttons, for chil- 
dren to wear, and ABC license 
plate emblems to be placed on 
their cars. 


Diamond Heads Clipper 
Belt Lacer 


@ Following the annual stockhold- 
ers’ meeting held recently, Clipper 
Belt Lacer Company, Grand Rap- 
ids, Michigan, announced a series 
of promotions in the executive per- 
sonnel as follows: 

James K. Diamond, vice-presi- 
dent and general superintendent, 
was appointed president, succeed- 
ing Wiley K. Lee, who recently re- 
signed. Russell J. Conn, a new 
member of the board of directors, 

















was elected vice-president, while 
William J. Mervenne, another new 
member of the directorate, became 
treasurer and assistant general 
manager. 

Donald G. Thayer, will continue 
as secretary and assistant treasurer 
of the company, and Fred V. Hal- 
lam, who has been assistant sales 
manager, was appointed general 
sales manager. Walter Sperry was 
appointed superintendent. 


Reineke Joins 
Aluminum Industries 


@A. E. Heroux, manager of the 
Aluminum paint division of Alumi- 
num Industries, Incorporated, Cin- 
cinnati, Ohio, has announced the 





W. L. REINEKE 


appointment of W. L. Reineke, as 
Chicago district manager, with 
headquarters at 616 South Michi- 
gan Avenue. Mr. Reineke’s terri- 
tory will include North and South 
Dakota, Minnesota, Wisconsin, 
Iowa, Illinois, Michigan, Indiana, 
and all of Ohio, exclusive of Cin- 
cinnati. 

Mr. Reineke, for several years, 
was sales representative for The 
Advance Car Mover Company of 
Appleton, Wisconsin. Prior to that 
connection, he was with The Torch- 
weld Equipment Company of Chi- 
cago and The Thermoid Rubber 
Company, where he served as dis- 
trict manager in the midwestern 
territory. 


Alexander Brothers Meets 
With Syracuse Supply Men 


@0On December 27 and 28, 1935, 
Alexander Brothers, Incorporated, 
Philadelphia, held a sales meeting 
with the representatives of The 
Syracuse Supply Company, at Wil- 
liamsport, Pennsylvania, which was 

















BETTER Hacksaw BLADES 


“The superior performance of Barnes Blades leads to repeat 
orders—and steps up the VOLUME of your hacksaw blade 
business.” 


A Dozen Different Industries Are 


Your Customers for Barnes Blades 


@ A dozen different industries combine to make up a 
huge hacksaw VOLUME market for distributors who 
ean fill routine and special needs from the complete 
Barnes line. Barnes Blades are bought wherever 


metal is cut. 


Automotive 
.. . Brass, Bronze, and Copper 
Works. .. Electrical Manufacturers . . . Forge Shops 
. . . Foundries . . . Machinery Manufacturers. . . 
Machine Shops . . . Railroad Shops . . . Shipbuild- 
ing, Drydocks. . . Smelting and Refining . . . Stamp- 
ing and Enameling . . . to mention only a few. 


@ Look at your Barnes prospect list! 
. .. Blast Furnaces 


@ Every conceivable type of hacksaw job in any one 
of these industries can be solved by one of the several 
Barnes hacksaw types listed below. 


@ The Barnes line is complete. Our reputation for 
high-quality manufacture stands behind every one 


of your sales. Extensive co- 








operation is given the dis- 


BARNES BLADES tributor by factory-trained 


Red Arrow Blades 
Special Unbreakable 
All-Hard Tungsten 
Flexible Hand 


Metal Cutting Band- 
saws 


representatives in all major 
centers, and our help in 
stocking assures fast turn- 
Also—the 
sales policy provides for at- 
tractive distributor profit 


overs. Barnes 


Junior Frames and 


Blades 

















margins. 








W.O.BARNES CO.INC. 


1297 TERMINAL AVE. 
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DETROIT MICH. 


} 


THE PIPE WRENCH 
with. 
Catchet Action 


TRIMO’s swinging frame makes 
possible a one-hand “Ratchet 
Action” that speeds up work on 
any job. TRIMO grips like a 
bulldog, but it never “freezes.” 
The user can swing TRIMO back 
to its original position with the 
rhythm of a man using a ratchet 


action jack. 


Point out the advantages of 
ratchet action to your customers 
—and remind them that TRIMO 
is made throughout of all chrome 
molybdenum nickel alloy steel— 
DROP FORGED—not cast. The 
strongest, safest, most economi- 


cal pipe wrench on the market. 


TRIMONT MFG. CO., INC, 
Roxbury (Boston), Mass. 


Look for the Red Tag 
always wired toevery 
Trimo Pipe Wrench. 
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attended by the following: C. A. | 
McGavern, D. Lincoln, M. C. Rice, 
J. P. Jones, E. O. Ridings, E. F. 
Dunham, E. Gallagher and H. E. 
Torell. 

An interesting two days was 
spent in the factory of Alexander 
| Brothers and the meeting ended on 
| Saturday with a discussion regard- 
|ing the Alexander line, conducted 
by G. L. Abbott. 


Booklet on Bond Roller 
Chain Sprockets 


@® Booklet GA 44, describing the 
line of Bond roller chain sprockets, 
‘has been issued by Charles Bond 
|Company, Philadelphia. The book- 
let is hand-book size and in addi- | 
tion to general information and 
illustrations, contains tables show- 
ing number of teeth, pitch diam- 
|eter, bore, hub, type and price list 
of sprockets. 

New distributors who have taken 
on the Bond line recently are 
United Iron Works, Oakland, Cali- 
| fornia, and Seither and Ellis, In- 
corporated, Newark, New Jersey. 











New Worthington Bulletins | 


@ Three new bulletins have been | 
|issued by Worthington Pump and| 
|Machinery Corporation, Harrison, | 
|New Jersey, as follows: Bulletin | 
W-101-B1A, superseding W-101-B1 | 
on horizontal duplex piston pump | 
for general services; bulletin W-| 
'821-B8 on Monobloc centrifugal | 


pumps, type DH, and bulletin L- 
| 400-B7 
| drive. 


on Worthington multi- 





A new type of paper carton packing | 
|for expansion plugs in convenient | 
quantities ranging from 10 to 25) 
units per box has been placed on 
|the market by Wrought Washer 
Manufacturing Company, Milwau-| 
‘kee, Wisconsin. | 
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CARD 


COMMERCIAL 
GROUND 
THREAD 


THE 
TAP THAT 
MEETS ALL 
IMPORTANT 
THREADING 
NEEDS 






DISTRIBUTORS 
When you sell Card Taps 


you are assured of these 
three points: 

1. There is nothing better. 
2. They'll give full satis- 


faction. 


3. They'll build 
business for you. 


repeat 


CARD QUALITY 
Is 
EASY TO SELL 





S. W. CARD MFG. CO. 
Division of Union Twist Drill Co. 
Mansfield, Mass., U.S. A. 




















At the annual headquarters “get-to- 
gether” of the Parker-Kalon sales 
organization in New York City, the 
following members of the company 
were present to make plans for com- 
ing year: Seated (left to right): Jim 
Hoghland, C. S. “Charlie” Trott, 
sales manager, “Si” Kohn, assistant 
sales manager, Al Meader. Standing 
(left to right): Jack Borchard, H. 
A. Grosscup, Roland Roe, Norman 
Nettleton, H. J. Penman, Jack Mathe 
and George Gordon. 


Imperial Brass Exhibits 
at Heating Exposition 


@Imperial Brass Manufacturing 
Company, Chicago, exhibited vari- 
ous air conditioning and refrigera- 
tion products they manufacture, at 
the recent Heating and Ventilating 
Exposition held in Chicago during 
the week of January 27. Among 
the items on exhibit were tube 
working tools, solder fittings, re- 
frigeration valves and fittings and 
welding equipment. 


Pyrene Appoints Boucher 
General Sales Manager 


® The Pyrene Manufacturing Com- 
pany, Newark, New Jersey, has an- 
nounced the appointment of George 
H. Boucher, formerly assistant gen- 
eral sales manager, to the position 
of general sales manager. 

Charles G. Durfee, who has been 
manager, system department, be- 
comes assistant to the vice-presi- 
dent, in charge of sales. 

J. P. Maloney, formerly assistant 
general sales manager, has been 
named general field sales manager. 


New Johnson Bronze Bulletin 


® The new 1936 edition of the gen- 
eral catalog of Johnson mainte- 
nance bronzes containing 40 pages, 
in three sections, fully illustrated, 
has just been issued by Johnson 
Bronze Company, New Castle, 
Pennsylvania. Section one carries 
complete size and weight informa- 
tion on Johnson Universal com- 
pletely machined bronze bars, both 














EQUAL SIZE GEARS OPER 
ATE AT SAME SPEED 





® Accurately hobbed gears keyed 
and pressed on to shafts. 


®@ Extra long large bearings. 


® Carefully machined case. 


J Roper Rotary Pumps are a ‘quick sale— 
good profit” product. 





2. Your market is unlimited—your contacts 


FOR HAND TRANSFER already made. 


3. Roper simple design—only two moving 
parts—makes it easy to understand and in- 
telligently talk “‘pumps” in a short time. 


4. Roper Engineers are always at your service. 
FOR HYDRAULIC PowER =) A competitively priced line of Hand and 
Power Pumps for all purposes. 


Write ioday for Bulletin MSR-I and complete details. 


GEO. D. ROPER CORP. 


FOR GAS AND OIL ROCKFORD, ILLINOIS 





FOR HEAVY LIQUIDS 


RODER 


FOR GENERAL USE 


FOR MACHINE TOOLS 


UMDS 


— TA 





DEDENDABLE- SINCE 1657 
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No Propuct in a competitive field could remain a favorite for 40 years 
without some remarkable features that are easily demonstrated. 


The combination of slip-prevention and belt-preservation in Cling- 


Surface has sold many a new user. But the real selling and re-selling 
comes when he notes the remarkable savings due to lengthened belt life 


and reduced operating cost. From then on, Cling-Surface becomes, for 


him, an investment. He may reorder more than 400 times (many plants 
have). 


For the next 40 years, why not share in the unusual profits this un- 
usual product brings? Write for full particulars. 


CLING-SURFACE COMPANY 
1017 Niagara Street, Buffalo, N. Y. 


CLING-SURFACE 
BELT PRESERVATIVE 


0 









TUBES 













Liquid in choice 
of 4 densities, 
packed in tins 
. and drums from 
1 ay to 60 
gallon capacity. 


Pound and Y, 

und bars 
or users who 
refer Cling 
urface in bar 
form. 


New, convenient 
4 oz. tubes avail- 
able for use in 
small shops and 
homes (medium 
density only). 


SLOW AND 
EASY 


—then swift and sure 



















That’s the way the R & M 
2-Speed Electric Hoist changes 
pace to meet the requirements 
of foundry service. It lifts and 
lowers gently; and its fast sec- 
ond speed keeps operations on 
schedule. ...R & M Elec- 
tric Hoists are made in hun- 
dreds of different types and 
capacities—but all to R & M’s 
unsurpassed standards of me- 
chanical excellence. . . . Write 
for new Bulletin 6161, giving 
detailed specifications. 


Sold through Mill Supply Houses 


pin Everywhere 


——— 


obbins & Myers. “Inc. 


HOIST DIVISION Springfield, Ohio 
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cored and solid; section two lists 
over 600 sizes of general purpose 
bearings, together with prices and 
quantity discounts, and_ section 
three deals entirely with Johnson 
electric motor service bearings, 
each individual bearing being illus 
trated. 


Nott Appoints Chicago 
Branch Manager 


@W. S. Nott Company, Min- 
neapolis, has appointed C. M. 
Oberling as branch manager of its 
Chicago office located at 108 North 
Clinton Street, Chicago, where a 
complete line of leather belting will 
be carried. 


Folder on Toncan Iron 


@ A 12-page folder, pocket size, en- 
titled “Properties of Toncan Iron,” 
has been issued by Republic Stee! 
Corporation, Youngstown, Ohio, 
containing condensed, up-to-date in- 
formation on rust-resisting Ton- 
can copper molybdenum iron. 





Goodrich Presents 
20-Year Service Emblems 


@At the largest ceremonial yet 
held by the Twenty-Year Service 
Club of The B. F. Goodrich Com- 
pany, Akron, Ohio, in December, 
| President J. D. Tew presented 20- 
|year service emblems to 102 men 








The above photograph shows the 
building of a piece of suction hose 
by The Republic Rubber Company, 
Youngstown, Ohio. The inside diam- 
eter of the hose was 27 inches, length 
15 feet, 1 inch, with a wall thickness 
of 3 inches, which included a con- 
tinuous wire helix reinforcement of 
15/32 inch diameter oil tempered 
high carbon steel wire. In connec- 
tion with the wire used in this piece 
of hose, it was necessary to cast an 
unusually large billet in order to pro- 
duce one continuous length. Total 
weight of hose and nipples was 2810 
pounds. 














and women who have completed 
one-fifth of a century with the or-| 
ganization since last June. Ten) 
others in the same class were un- 
able to attend. | 

Addition of the latest group of | 
112 to the rolls of the company’s | 
Twenty-Year Service Club now} 
boosts its membership to more than 
1,300 men and women. | 

Among those who received their | 
20-year pins at the December} 
ceremonial were A. C. Kelly, Chi- | 
cago district manager; Walter F. | 
Geissel, Des Moines district man- | 
ager, and C. G. Morgan, Buffalo) 
mechanical division manager. 





Robbins and Myers Appoints 
Mensch Detroit Repre- 
sentative 
@H. E. Mensch has been ap- 


pointed sales representative for 
Robbins and Myers, Incorporated, 





H. E. MENSCH 


Hoist Division, in the Detroit 
territory, with offices at 424 Book 
Suilding. 

The John E. Livingstone Com- 
pany, former sales representatives, 
will devote its services entirely to 
machine tools, but will cooperate 
with Mr. Mensch in serving cus- 
tomers for the present time. 

Mr. Mensch is widely known in 
the Detroit territory, as he has sold 
hoisting machinery for many years. 
He is also a Captain in the Reserve 
Flying Corps. 


Industrial Lubrication 
Reference Manual 


@An industrial lubrication refer- 
ence manual has been published by 
the Alemite Division of Stewart- 
Warner Corporation, Chicago. The 
book contains information needed 








by modern industry for efficient 


SELL STANLEY UNISHEARS 


Sheet Materials 
Galvanized Iron 
Brass 

Copper 

Tin 

Aluminum 
Stainless Steel 
Armco Sheets 
Fibre 

Wire Lath 
Hardware Cloth 
Screen Wire 
Asbestos 
Canvas 

Felt 

Linoleum 

Black Iron 


Blue Annealed 
Sheets 


Paper, etc. 





® A one-minute demonstration is all you need to con- 
vince any prospective user of the advantages of Stanley 


Unishears. 


Cut any shape; curves, angles or notches with hairline 


accuracy. 
clean edges. 


100% safe for the operator. Leaves smooth, 


Every shop you call on has a job for a Unishear either 
for production or maintenance. Let them try out a 
Unishear for a few days and you’ve made a sale. 


We are represented by Selected Distributors 


STANLEY ELECTRIC TOOL DIVISION 


pre The Stanley Vi as 
Patan New Britain, Conn. 
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US wa ele) i 


MODEL 
10 


(Illustration shows 
5 hp., 14 x 3-in.) 


U. S. Ball Bearing 
Grinders, a.c. and d.c., 
: 2 @ 
7% hp.; for heavy- 
duty service; remote 
control; designed for 
continuous production. 


U. S. Ball-Bearing Grinders 


Distributors for U. S. Electrical tools work 
on a sound foundation for profits. The 
U. S. line includes more than 65 types of 
tools and accessories. In quality, U. S. has 
pioneered since 1897, with superior per- 
formance at competitive prices. Distributors 
are protected, 
assured fair 
profit. Extensive 
sales aid in- 





Sold under U. S. 
6-ply Certified Dis- 
tributor Plan, 


cludes advertis- « 
ing, display ma- 1. FULL LINE 


2. SUPER-QUALITY 
3. ECONOMICAL 


terial, and fac- 
tory salesmen. 


Other Types of PRICE 
U.S. GRINDERS | 4, PROTECTION 
include: 5. GOOD PROFIT 
rerttect pesto tex, | 6, SALES AID 


ible shaft « internal 


able speed « 
speed « snagging, etc. 


Write today for our 


A sound foundation 


for electrical 


sales and profits. 


tool 





new catalog and our 
profitable sales terma. 





The U. S. ELECTRICAL TOOL CO 
2498 West Sixth St Cincinnati, Ohio 


In Canada 
Maple Leaf Electric Tools Ltd., Toronto 


DRILLS -BUFFERS-GRINDERS 


THE STANDARD OF QUALITY 
SINCE 1897 
















An after-five-o’clock session between 
John A. Bendow of the American 
Asphalt Paint Company and W. J. 
Stout, manager, mill supply depart- 
ment of Eastern Pennsylvania Sup- 
ply Company, Wilkes-Barre, Penn- | 
sylvania. 
| —_——_ —_— — 
lubrication maintenance of machin- 
ery. Lubricant recommendations | 
for all types of industrial plants 
are given, classified according to | 
types of machinery and according 
to types of gears and bearings. Ed- 
itorial content includes articles en- 
| titled “Common Causes of Bearing 
Failures,” “Lubrication of Anti- 
Friction Bearings,” “Grooving of | 
Bearings,” “Gears and Their Lub- | 
rication,” and so forth. It is illus- | 
trated with photographs and dia- | 
| grams. 





Pheoll Publishes 1936 
Catalog 


@® The 1936 edition of Pheoll Manu- 


| facturing Company’s catalog con- 


| tains the latest price-lists, Ameri- 


| handy thumb index and _ illustra- 
| tions of special products are a few 


| A copy may be obtained by writing 
| the 


can dimensional data, weight tables | 
and other information on the sub- 
ject of screws, bolts and nuts. A 


of the features of this new catalog. 


company at 5700 Roosevelt 


Road, Chicago. 





Cordes Promoted by | 
American Steel and Wire | 


@ cc. F. Blackmer, president of | 
American Steel and Wire Company, 
208 South LaSalle Street, Chicago, | 
| has announced the appointment of | 
Wilmer H. Cordes as manager of | 
sales promotion and advertising. | 
Mr. Cordes has been associated 
with the firm for a great many 
years and until his recent appoint- | 
ment, held the position of advertis- | 
| ing manager. 
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What 


Directory 
Users 
are 


° 
Saying: 
“It is put to work every day.” 


“The Directory Issue will be 
used frequently.” 


“.. . expect to refer to it fre- 


quently.” 
“Send us another copy.” 


“Should be on the desk of 
every mill supply purchasing 
agent.” 


@ The above are only a few of the 
many comments we are receiving 
from mill supply men on the MILL 
SUPPLIES Directory. 


@ More than 300 advertisers are 
featuring product information in 
the Directory issue. 


The Directory is 
easy to use— 


@The directory section is 
divided as follows: First, a 
classified list, in which prod- 
ucts are arranged alpha- 
betically by type, giving the 
names of their manufactur- 
ers. Second, a list of those 
trade names which are dif- 
ferent from the names of the 
companies employing them, 
giving products so designated 
and their manufacturers. 
And third, an alphabetic list 
of manufacturers, giving 
their addresses. 


@ Keep this book 
reach! You will want it hundreds 
of times during the coming year. 


MILL SUPPLIES 


The only magazine published for 
distributors and their salesmen. 


330 West 42nd Street, 
NEW YORK, N. Y. 


within easy 

















Cutler-Hammer Promotes 
Crane and Stevens 
@Cutler - Hammer, Incorporated, 
Milwaukee, Wisconsin, has an- 
nounced the advancement of G. 





G. S. CRANE 


S. Crane, sales manager, and 
W. C. Stevens, chief engineer, to 
vice-presidencies in charge of sales 
and engineering respectively. 

Mr. Crane, a graduate of the 
University of Michigan, began his 
service in the company’s engineer- 





W. C. STEVENS 


ing department more than 25 years 
ago. He was later transferred to 
the sales department, and for the 
past 12 years has been sales man- 
ager with headquarters in Mil- 
waukee. 

Mr. Stevens, a graduate of 
Cornell University, started with 
Cutler-Hammer 30 years ago in 
the engineering department, later 
spending 18 years in the sales de- 
partment. Since 1924 he has de- 
voted his time to engineering work, 
for the past several years as chief 
engineer. 








a REVOLUTIONARY new 


Screw and Pipe Extractor 
—the RiIEe&ip LonGriP 


Removes Tightest Frozen Screw and 
| Pipe Ends that have Heretofore De- 
> fied All Conventional Types of Ex- 


tractors. 


Will Not Slip, Ream, Spread, Bottom 
or Wedge Broken Ends. 


Once Driven In, Straight-Fluted 
LonGriPs “stay put”’—Won’t Feed 
Into or Out Of Broken End, as with 
Old-Style Extractors. 


Only Extractor that Permits Drilling to Thin Shell and 


Then Engages Broken Ends ENTIRE LENGTH, Seizing 
Them Safely. 


HAT new RIGID LonGriP is straight, not 
tapered, with vertical flutes that stand out slightly 
from tool. When driven into drilled out broken 
threaded end or pipe, flutes groove firmly entire length 
inserted. With this solid long grip, broken end has to 
come out. 


LonGriP extracting is a precision 
job. RIGA ID Drills and Drill 
Guides take all guess-work out of 
drilling broken ends to fit Lon- 
GriP Extractor. Extra length 
LonGriPs permit below-surface 
bolts to be replaced without dis- 
mantling machine, often with 
equipment running. 


RIFAID LonGriP Extractors 
mean the end of all troubles ex- 


tracting broken threaded ends. eee Lente Rusnmem coms 
New and revolutionary—they’ll companion drills and drill guides, for 
be a welcome profit-making item — ExtraLengh Fumi Foner iad 
for you to sell. Write direct for (rte, 4°the screw includes extractor, 


full information. aE eee 





THE RIDGE TOOL CO., ELYRIA, OHIO, U. S. A. 


ON 


STRAIGHT-FLUTED 


EXTRACTORS 
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Leaver Joins 


B R USH U Pp on your Hamilton Rubber 


@Lloyd R. Leaver, formerly vice- 
| president of the mechanical rubber 


PROFIT OPPORTUNITIES | ter company, nas joined the sues 


organization of Hamilton Rubber 


° ° Manufacturing Company, Trenton, 
Indianapolis brushes and brooms i or 
thar il itioce executive sales assistant with head- 
carry double profit possibilities: per sea theory a 
New Jersey. 
1 Indianapolis brushes and brooms 

» have established merit which assures —— 7 oe 

repeat business for the distributor. Com Sees AamemEeSS 

onstruction Program 
9 Indianapolis brushes and brooms @Inland Steel Company, Chicago, 
it « have always been sold under a has announced a construction pro- 
ooo policy which assures satisfactory gram which involves the installa- 
dA margin to the distributor. tion of four new open hearth steel 


furnaces, and the installation of 
the proper corollary equipment, in- 


INDIANAPOLIS | 222omise mm Ti oe 


furnaces and mill will replace older 


equipment which has become ob- 
Brush & Broom Mfg. Co. | cote. 





© INDUSTRY 


METAL ' CASE ESTABLISHED aK bach ts, eee 
MILL BROOM _si26 Brush Street 





Crane Company Establishes 


Indianapolis, Ind. New Division 


@A division of research and devel- 
opment, headed by M. W. Link as 
director of research and develop- 
ment, and assisted by B. A. Parks, 


Goon Witt ond Prorits| me 
Go Hand in Hand forthe) 7 
< MAUREY Distributor 


Maurey distributors have no hesitation in recommending 
Maurey V-Sheaves. Their outstanding qualities are self- 


evident upon inspection. They build up good will that 
The MAUREY means profitable business for you. 


Variable Pitch Di- 





























ameter Pulley for use Maurey is committed to a distributor sales policy, with full 
with “A” or “B”’ , : . 
belts, gives a varia- territorial protection for the mill supply houses handling its 


I , 4 eg ® products. With a generous profit margin, a quality prod- 


used with any fixed uct, and a broad market in your own exclusive territory, you 
diameter palley. Spe- 














cially adapted for use cannot help but make this line one of your best profit 
- ay conditioning builders 
FREE RUNNING— EXTRA HEAVY HUBS 
STRONG— OF MALLEABLE 








FINISHED IN 
ALUMINUM LACQUER 

















IRON OR STEEL— 
NO DIE CAST HUBS | H. Biddle Fitler, sales manager, Ed- 


win H. Fitler Company, Philadelphia 
rope manufacturer, who was killed 


MAUREY MANUFACTURING CORP. | | jo2000°%. "wh Fiuer’was te so 


January 22. + Fitler = _ - 

of N. Myers Fitler, president of the 
2909-15 South Wabash Ave., CHICAGO, ILL. company. His great-grandfather was 
a mayor of Philadelphia. 
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and development work, formerly 
hancled by various 7 Riven dy 
and subsidiaries, will be expanded | 
and centralized in the new divi- | 
sion. Specialized work will be | 
under the charge of A. M. Houser, 
engineer of standardization, C. A. 
Olson, research engineer, indus- | 
trial and heating products, R. H. | 
Zinkil, research engineer, plumbing | 
products, J. P. Magos, testing 
engineer, research testing labora- 
tories, and J. O. Lange, engineer 
of patents. 

Announcement has also been 
made of the creation of a new 
product engineering department at 
the Chicago works under the juris- | 
diction of the vice-president of 
manufacture. 





Wheeling Steel Promotes 


McClelland 


@Wheeling Steel Corporation, 
Wheeling, West Virginia, has an- 


nounced the appointment of F. A. NOW BEING ADVERTISED TO 


583,716 


UYERS 


@ More than half a million buyers of portable electric tools 
are being told about the superiority of SKILSAW TOOLS every 
| month! This powerful, consistent campaign to YOUR customers is 
McClelland assistant manager of | one reason why SKILSAW TOOLS have so rapidly won consumer 
the tubular sales division of the | geceptance . . . have forged to the front as one of the leaders in 
company, with headquarters in the | the field! Profit by the business that this advertising is creating 


general offices at Wheeling. Mr. . . 
McClelland came to the Wheeling by featuring the complete line of SKILSAW TOOLS! 


Steel Corporation in 1933 from a 
nine year connection with Clay- 
ton Mark and Company, Chicago, 
where he served in the capacity of 
assistant sales manager, and for 
the past two years has been con- | 
nected with the Cincinnati sales 
office of the Wheeling Steel Cor- | 
poration. | 











F. A. McCLELLAND 


SKILSAW, INC. 


3330 ELSTON AVE., CHICAGO 


FAs 


j- 
ia 
od 
on 
yn 
ne 
as 








Vv A3o 
BO 08 
Manhattan Issues Catalog on | + | tH pe 
Friction Material | ot pie 
® The Manhattan Rubber Manv- | obP it 
facturing Division of Raybestos- | gc? 
Manhattan, Incorporated, Passaic, ' ® 
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New Jersey, has just issued a new 
catalog describing its complete line 


LOWERED of Condor industrial friction mate- 


rials. Technical descriptive data on 
COSTS! the nine Condor types, which cover 
gw | every practical friction material re- 

quirement installation charts and 
list prices are included, as well as 

SPEEDIER numerous illustrations and dia- 

' grams. 
OPERATION! 





















































Fiege Acquires Los Angeles 


—those are the sell- Branch of Degen Belting 
ing terms with which you ® Arthur C. Fiege, manager of the 
antuimn ANS | ee ee > 


Degen Belting Company since its 
opening in 1922, has announced the 
purchase of this branch, which will 
be operated as the Degen-Fiege 
Belting Company. 

Harold M. Bice, who has long 
been connected with the business in 
a sales capacity, is a partner with 
Mr. Fiege in this new company. 

The company plans to expand 
factory facilities for the produc- 
tion of its well-known line of in- 
dustrial leather goods as well as 
distribution of the general mechani- 
cal rubber goods line of The B. F. 
| Goodrich Company. 


tools into sales. 






The Power King 





The Power Boy 


New Catalog on Tools 





Tool Company, Cincinnati, Ohio, 
has recently issued its catalog 
Number 42, on electrically driven 
| drills, grinders and buffers. This 
Badger Car Mover | 70-page book has a blue and red 
nee | cover and is profusely illustrated 
with photographs. The book also 
contains full descriptive data, di- 
mensions and complete price-lists. 


Power King 


Power Boy 


New Badger Car Mover 


Advance Safety 
Car Wrenches 








® Write for complete in- 

formation on our whole 

line and on our sound 
distributor policy. 


Sales can be made wherever 

plants have railroad sidings 

and are interested in cutting 
costs. 


The ADVANCE CAR 
MOVER CO., Inc. 


Appleton, Wisconsin | 


seb ea” 


Frank Brown, assistant sales mana- 
ger of American Pulley Company, 
goes over his daily correspondence. 
The MILL SUPPLIES’ photogra- 
pher took advantage of his pre- 
occupation to snap this picture. 


CANADIAN ADVANCE CAR MOVER CO. | 
WELLAND, ONTARIO, CANADA 
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®@ The United States Electrical | 












CHICAGO RAWHIDE 


Standard Lines—anationally adver- 
tised ... Complete Lines that need 
no “fill-ins” 

SOLID ROUND BELTING. Made in 5 tan- 


nages of selected steer hide centers—Raw- 
hide, Chrome, Trition, Hair-on-round, Oak. 
Full round well stretched. A complete line 
—complete in qualities and in sizes—that 
meets every mechanical and selling require- 
ment. 


TWISTED BELTING 
10-Diameters 





Tough, resilient, flexible, mechanically 
tanned rawhide well stretched and twisted 
to accurate diameters. 

Round Steel Belt 
Couplings —for all 
types of round belting 
(7 sizes) — also Belt 
Hooks. 


“Mechanical” Tanned Rawhide 
CUT LACING 


_—_ —" ¥ a : 










Hand cut, se- 

lected, stretched, tested, 
and guaranteed, non-deteriorating. Me- 
chanical tannage. Also Indian Tan, chrome 
tanned, also Lace Leather Sides in the 
same tannages. 


Safety 
Lacing 
round, twisted, 
tough, flexible, 
gut rawhide. 
The safest of 
all belt 
lacing. 










Write for Circulars 


CHICAGO RAWHIDE MFG. CO. 


1290 Elston Ave. 
Chicago 


Branches: 
New York Pittsburgh 
Boston Cleveland 
Philadelphia Detroit 
Cincinnati St. Louis 
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CLARK Bros 
























IRST class 


Bolt products 
Carefully made 


To exact size 











From high grade steels 
Of selected hardness 

And tensile strength. 
Threads accurately finished 
Each item a real 
Standardized part 
Carefully shipped 

In strong packages 

All for a price 
Remarkably right. 


DISTRIBUTORS— Y ou 
sell quality, satisfaction 
and repeat business, when 


you sell CLARK’S. 


GuaRK Bros Rout (p 


Charles Street 
MILLDALE, CONN. 





82 Years of Service 
to Bolt Users 



















| 











ee | 
| 


M. Ostergard (right) of the White 
Tool and Supply Company, Cleve- 
land, with C. S. Trott, sales manager, 
Parker-Kalon Corporation, while the 


former was visiting in New York 


City. 





Autovent Issues Performance 
Data and Price Sheet 


@ Autovent Fan and Blower Com- 
pany, Chicago, has issued its new 
performance data and price sheet, 
F-250, for 1936 covering complete 
line of two different types of pro- 
peller fans and accessory ventilat- 
ing equipment. It especially fea- 
tures the Autovent “31 Series” 
propeller fan embodying the non- 
overloading power characteristic 
feature. 


General Refractories 
Appoints Chicago Repre- 
sentative 


®General Refractories Company, 
Philadelphia, has announced that 
C. E. Beckett has joined the staff 
of its dealer department as field 
representative, and will have his 
headquarters at Chicago, contact- 
ing distributors in the middle west- 
ern district. 


Cleveland Chain Appoints 
Gemmell General Sales 
Manager 


@ David J. Gemmell has been ap- 
pointed general sales manager by 
The Cleveland Chain and Manufac- 
turing Company, Cleveland, Ohio, 
and will be located at the main of- 
fice in Cleveland. 

Mr. Gemmell has had many years 
experience in welded chain, weld- 
less chain and also tire chain lines. 
For a number of years past he has 
been in charge of the company’s 
Chicago office, handling midwestern 


Cash in on the 


“PLUS” 
VALUE! 


VINCENT-HUNTINGTON 
Dresser Cutters are 
different! 








Vincent-Huntington Grind- 

ing Wheel Dresser Cutters 

sell faster because they cut 
better and last longer. 


@ Many great industrial plants 
specify VINCENT-HUNTINGTON 
Grinding Wheel Dresser Cutters 
because experience has shown their 
economy. They are milled—not 
stamped—and “Vincent Process” 
heat treating insures long life. 


® For 26 years our company has 
been one of the foremost commer- 
cial heat-treating organizations in 
the country—which explains the 
Vincent-Huntington quality. 


“the “the 
best best 
to sell”’ 














to buy” 








We also make Vincent 
“AA” High - Speed 
Tool Bits—a _profit- 
able item. Write for 
complete catalog to- 
day. 


Teeth 
Count 
Them / 








The 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 








sales. 
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EXERCISE YOUR 
“RULE o& REASON” 


Asx yourself, are you selling Taps or are you selling 
Tapped Holes when you make a Tap sale? 

“What makes a Tap or Die a Good Investment?” 

“A High Finish?” 

“No!” 

“A Low Price?” 

“No!” 

“What, then?” 

“Its EARNING CAPACITY.” 

Earning-capacity is the thing! Without it you are 
quickly undone. With it the world is your market. 

Here’s a concrete case: One tap threads 2000 holes. An- 
other threads 200,000 holes. The first one cost $0.50. How 
much is the second one worth? 


SELL THEM FOR PROFITS 


WINTER 


NOX Ld DTS 


WRENTHAM, MASS. 


WINTER BROTHERS CO. 
TAP AND DIE DIVISION 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, MICH. 











1936 is our 
S2nd Year 


of service to 


Use it 
antil 
worn out! 


American indus- 
try as designers and fabrica- 
tors of engineering and proc- 
essing equipment of 


Copper “Thanks for your new 
Brass Directory Edition ... We 
Nickel used the 1935 Edition 
Aluminum until it was practically 
Monel . a 

worn out, and it was of 
Inconel 99 
Block Tin much benefit to us. 


Stainless Steel 
and other metals 


J. A. Naylor, J. M. Tull Metal & 
Supply Company, Atlanta, Ga. 
We invite inquiries from industrial 
distributors on Coils, Bends, expan- 
sion Joints, Kettles, Tanks, Evapo- 
rators, Coolers, Stills, ete. 


@ This letter is typical of many re- 
ceived from distributors and their 
salesmen commenting on the useful- 
ness of the Directory Edition of MILL 
SUPPLIES. 


Our line of Metal Floats is complete 
—copper, steel, stainless steel, alu- 
minum and Monel. 
sizes to 36” diameter. 
stock. 


All shapes and 
Ball floats in MILL SUPPLIES 


the only magazine published for 


distributors and their salesmen 
Let us hear from you. 


ARTHUR HARRIS & CO. 
Engineers—Coppersmiths—Brass Founders 


210-218 N. Curtis St., Chicago, Ill. 


Directory 
eee Edition 
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Schieren Company 
Announces Personnel 
Changes 


@ Chas. A. Schieren Company, New 
York City, has announced that D. 
H. McPherson, vice-president and 
sales manager, resigned recently. 


ROY C. MOORE 


Mr. McPherson, who is well known 
to many distributors throughout 
the country, will retire from all 
business activities and will devote 
his time to travel. Mr. McPherson 
joined the Schieren Company in 
1909 as branch manager in Phila- 
delphia, and in 1919 was trans- 
ferred to New York, at which time 
he was appointed vice-president in 
charge of sales. 

Roy C. Moore, who joined Schier- 
en in 1920 and has been secretary 
since 1925, will assume domestic 
sales direction of the company’s ac- 
tivities. Mr. Moore has been ac- 
tively engaged in the engineering 
and manufacturing end of the com- 
pany. 


Dumore Reissues Booklet on 
Precision Tolerances 


® The Dumore Company, Racine, 
Wisconsin, has reissued its booklet 
entitled “1/10,000th of an Inch,” 
which is a treatise on precision 
tolerances. 


Metal Spray Company 
Reorganizes 


@ The Metal Spray Company, Los 
Angeles, California, has reorgan- 
ized, and is now known as The 
Metelspray Company, Incorporated. 
J. C. Martin, Jr., has been elected 
president of the new organization 
and H. B. Rice, vice-president and 
secretary. 









n 





Wheelabrator Data Book 


@ Comprehensive coverage of ab- 
rasive cleaning and preparation 
methods by description and illustra- 
tion, is contained in Book Number 
ber 111, on the subject of wheel- 
abrating, just issued by The Ameri- 
can Foundry and Equipment Com- 
pany, Mishawaka, Indiana. The 
book, in addition, contains general 
detail drawings and photographs of 
many installations in a variety of 
plants on all types of work before 
and after wheelabrating are shown. 


Joyce-Cridland Opens 
Chicago Office 


@® The Joyce-Cridland Company, 
Dayton, Ohio, has announced the 
opening of a division office at 910 
South Michigan Avenue, Chicago. 
Fred T. Rix, district manager, will 
be in charge. 


Elected Trustee of 
Penn Mutual 


@Charles E. Brinley, president of 
the American Pulley Company, 
Philadelphia, was recently elected 


a trustee of the Penn Mutual Life] - 

















OSTER SALES CHAT No. 5 


Hello! What's this? 
The New No. 706 
“Wilco” Pipe Thread- 
ing Machine. It’s a sales 
maker! Threads all 
sizes of pipe from 24” 
to 6” inclusive without 
changing dies. Cuts 
clean, accurate threads 
at low cost. That's only 
one of many big sales 
features! 

Write for complete de- 


scription of No. 706 
“Wilco.” 














Stocks and Dies « Pipe and Bolt Machines « Pipe Welding Jigs 


ISTER-WILLIAM: 


SALES OFFICE: 2041 EAST 61st PLACE, CLEVELAND, OH 
FACTORIES: ERIE, PA. AND CLEVELAND, OHIO 








Insurance Company, at the annual | 
trustee election meeting of the} 
body. 


New Bulletins Issued 


by Allis-Chalmers 


@ Allis- Chalmers Manufacturing | 
Company, Milwaukee, Wisconsin, | 
has released four new illustrated | 
leaflets on centrifugal pumps as 











One of the largest single display | 
booths at the recent Automotive | 
Service Industries Convention at At- | 
lantic City was that of Independent | 
Pneumatic Tool Company, Chicago, | 
shown above. Ten new U14 electric) 
drills, new sander and polisher, and | 
the new heat gun were shown, and | 
the entire lighting arrangement was | 
indirect. | 








“SIMPLEX”—The Modern Vise 





THE EXCLUSIVE SOLID STEEL SLIDE MAKES 
THESE VISES STRONGER AND MORE SERV- 
ICEABLE THAN IRON SLIDE VISES 


Write today for full information regarding these better vises. 
They are sold through distributors who receive complete 
protection. 


The DESMOND-STEPHAN MFG. CO. yzza"* 
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ONE UNIT 


IN OPERATION..ONE UNIT 








.ONE UNIT 


































“IN UNION THERE IS STRENGTH” 


IN STRIPS.. 
IN LACING... 


tr 


Salets 
Belt Hooks 
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*® Whenever a product has reached the 
wide acceptance of Safety Belt Hooks, 
the dealer who does not stock them is 
losing business to somebody. 


SAFETY BELT LACER CO., 
Factories Bldg., Toledo, Ohio 





















follows: Leaflet 2206, large low 
| head double suction single stage 
Type S pumps; leaflet 2207, large 
high head double suction single 
stage Type S pumps; leaflet 2208, 
small double suction single stage 
pumps, and leaflet 2210 Type M 
multi-stage double suction pumps. 


Oscar Miller Dies 


® Oscar Miller, 69, president of the 
Advance Car Mover Company, and 
a director of the Appleton Wood 
Products Company, died suddenly 











OSCAR MILLER 


at 9:30 Saturday evening, Janu- 
|ary 4, at his home in Appleton, | 
Wisconsin. He had been in good 
health until just a short time be- 
fore his death. | 

Born in Ellington, Wisconsin, | 
October 12, 1866, Mr. Miller had | 
lived in Appleton for 57 years. He | 
had been interested in and asso- 
ciated with the iron and foundry 
business all his life. Mr. Miller 





| was well known in the mill supply 


field. 


| 
| New Bulletin of SKF 


Transmission Appliances 


|'@The 1936 campaign of SKF In- 
| dustries, Incorporated, Philadel- 
|phia, was started by releasing a 
| 4-page bulletin to its transmission 
| distributors. The bulletin, which is 
| gotten up in attractive colors, cov- 
ers SKF transmission appliances, 
and is effectively illustrated with 
the different types of ball and roller 








| bearings, pillow blocks and bear- 
ings for replacements. 


MILL SUPPLIES @® FEBRUARY 1936 








A MARK 


of quality 


To the user, the word “BRISTO” has 
a twofold significance. It marks a 
socket set and cap screw noteworthy 
for its unflinching strength. It also 
identifies a close tolerance in work- 
manship only to be -expected of a 
product made in an instrument fac- 
tory. The Bristol Company, Water- 
bury, Connecticut. 


BRISTO 


TRADE MARK REG. U. 8S. PAT. OFF. 





SOCKET HEAD SET AND CAP SCREWS 








FOR 


SAFETY 


at a moderate price .. . 




















. . . sell the 


SHERMAN 
PRESSURE RELIEF VALVE 


@ This Sherman pressure relief valve is 
sold at the lowest price of any safety de- 
vice offering the same high measure of pro- 
tection. The spring design affords maxi- 
mum simplicity with minimum number of 
parts, and gives positive, dependable ac- 
tion, 


Sherman puts safety before price—that 
is why Sherman products are the most eco- 

nomical buys for your customers. Our 

descriptive circulars should be in your 
es. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 











Ww Ze 








Sherwin-Williams Issues 
Save-Lite Catalog 


@ Prepared with the cooperation of 
the Better Vision Institute and 
Better Light-Better Sight Council, 
the new Sherwin-Williams Save- 
Lite catalog is a factual presenta- 
tion of painting as a part of light- 
ing and “plant conditioning.” In 
a concise manner it tells what a 
wall and ceiling paint should be, 
and its importance as an aid to bet- 
ter and more economical produc- 
tion as well as for beauty and pro- 
tection. 

Other features of the catalog are 
the inclusion of illustrated labora- 
tory studies and various industrial 
applications—including before and 
after Sight-Meter readings. Case 
histories, simple charts on lighting 
standards and plant interior paint 
uses and applications constitute ref- 
erence information of interest and 
value to all plant operators. 


Inland Steel Transfers 
Wright to Sales Department 


@David S. Wright, who has been 
with Inland Steel Company, Chica- 
go, in its department of inspection 
and metallurgy, at its Indiana Har- 
bor works for a number of years, 
has been transferred to the sales 
department of the company, and 
will be located in its St. Paul, Min- 
nesota office. 


Second Edition of Manhattan 
Catalog 


@ The Manhattan Rubber Manu- 
facturing Division of Raybestos- 
Manhattan, Incorporated, Passaic, 
New Jersey, has printed a second 
edition of its general catalog pub- 
lished earlier this year. The cata- 
log covers belting, hose, packing, 
molded goods, friction material, 
rubber coverings, abrasive wheels, 
and so forth. 


Philadelphia Agent for 
General Refractories 


@ General Refractories Company, 
Philadelphia, has appointed The 
Bird- Archer Company, Philadel- 
phia, as dealer-agent in the Phila- 
delphia territory. The Bird-Archer 
Company will carry a complete 
stock of refractories. 


‘¢Made Customers 
out of Prospects” 


THE “boss” was away, but his 
secretary answered our question. 
“I should say we do sell a lot 
of Bond truck casters!” she ex- 
claimed. “If the rest of our stock 
had the turnover those casters 
have, we'd certainly be sitting 
pretty.” 


complete Bond Line.” 


You, too, will find Bond Truck Casters a 
Write today for 


profitable line to handle. 
complete information. 


She smiled. “You know, quite a 
few of our regular customers were only hard- 
boiled prospects before we sold them on the 






1529-A 
Series 
(Patented) 





cr 


NY 


MANHEIM, tanc. co., PENNA. 


PHILA. OFFICE: 617 ARCH ST. 














Backbone of saw moves parallel to surface 
being cut. Blade moves at most efficient 
cutting angle. 
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N. ¥. C. OFFICE: 30 CHURCH ST 


Sells on Sight 


Never before a saw like this. Cuts any metal, 
wood, or composition material any length, any 
angle, any depth. Standard hacksaw blade is 
mounted in an adjustable tension frame that 
practically prevents blades from breaking. 


Every mechanic is a prospect for Young-Rip 
Saves time. 
blade replacement economy alone. Retail price 
$2.50. Sold only under our Profit Guaranteed 
Policy thru legitimate trade channels. 


aves money. Pays for itself in 


Get the facts today. Fill out the coupon below. 
Our full cooperation guaranteed to distributors 
ready to cash in on the sales opportunity of 
Young-Rip. 


The Edison Steel Works 


1635 E. 55th Street Cleveland, Ohio 


FILL OUT--MAIL TODAY 


THE EDISON STEEL WORKS 
1635 E. 55th Street, Cleveland, Ohio. 


Rush complete information and sales plan for 
Young-Rip. 


MAME .....-> 


ADDRESS 








































OVERHEAD 
PRINCIPLE 


COOLING 





A get-together between Mahlon P. 
Bryan of Armour Leather Company, 
Williamsport, Pennsylvania, and 
George L. Abbott, vice-president of 
Alexander Brothers, Incorporated, 
Philadelphia. 


















FREE ! | Ideal Tel-Temp 


NEW 1936 Thermometer Folder 





































i 
ast | Send for your copy temperature goes up—something’s 
| TODAY! | wrong,” which describes the Ideal 


oo 


| thermometer, has recently been 

| published by the Ideal Commutator 
Dresser Company, Sycamore, IIli- 

| nois. 

| Of standard four-page letter 

_ Se ee ____ | size, this bulletin contains much 





(Strand termining device. Besides showing 
Sane | product illustrations, the bulletin 

: apie: contains many application photo- 
FLEXIBLE SHAFT graphs from installations in a 


MACHINES OF QUALITY | number of different industries. 


1/, to 2 H. P. Mid-West Abrasive Appoints 
CAPACITY _ Indianapolis Distributor 


VERTICAL AND HORIZONTAL §@ Mid-West Abrasive Company, 
TYPES | Detroit, has announced the ap- 

TYPE M7--1 H. P. pointment of Central Rubber and 

' Supply Company, Indianapolis, 
| Indiana, as exclusive distributors 
| for its coated abrasive division in 
| the state of Indiana. The company 
| will be assisted by Mid-West’s resi- 
| dent representative in Indianapolis, 

S. S. Waters. 





Catalog on Material 
Machinery 





| @ Palmer-Bee Company, Detroit, 
Michigan, has just issued Section 
Sixty types and sizes with attachments for Number 106 of general catalog 
porors.| ——ee all kinds of | Number 100, which is descriptive 

Write fer Catalog of bulk material handling ma- 


| chinery for use in elevatin and 
N. A. STRAND & CO. | / " 


conveying installations. This cata- 
Manufacturers 


5001 No. Lincoln St., Chicago | log is the sixth of 12, which make 
up the general catalog. 
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4 CATALOG | @A bulletin entitled “When your | 


Tel-Temp, a new type of industrial | 


information on a temperature de- | 











Use 


to increase your business 


J. E. LONERGAN CO. 


213 Race St., Phila., Pa. 


Model “WT” 
Pop Safety Valve dependability. The 
largest industrial plants in the country,such 
as Ford Motor Co., Bethlehem Steel, Bald- 
win Locomotive W orks, DuPonts, and thou- 
sands of others, large and small, are using 
these instrumentswith the best results. 


dara 


HEREVER Steam 

is used for 
heating, processing 
or generating, there 
are profitable sales 
opportunities for 
distributors in new 
and replacement 
business or some of 
the many Lonergan 
steam specialties. 


Lonergan power 
= specialties are 

nown to engineers 
every where for their 


the “Lonergan Line” 











DI 










aE 
ARBRE RL RL REED 


zation and 
yours to 
help you 

money on 


Write for 





INVESTIGATE 


Airbrushes Air & Fluid Hose 
Airpainting Units Air & Fluid Valves 
Airdusters Sprayers 

Pressure Tanks Swivel Couplings 
Stripers Ventilating Units 

Air Regulators Water & Oil Separators 
Everything for AIRFINISHING Plus 
Engi neer- 

ing service 

between 

our organi- 


known Paasche line. 
Almost every call you 
make—a prospect. 


catalog full 
elp YOU sell. 


1902 Diversey Parkway e Chicago 


STRIBUTORS 
DO YOU WANT 

TO MAKE 
MORE 
MONEY 


AIR FINISHING 
EQUIPMENT 


WHICH INCLUDES 


make more 
the well- 


rices, discounts and 
of information to 














Folder on Tubular Products 


@ A 16-page, 2-color folder pub- 
lished by Republic Steel Corpora- 
tion, Cleveland, Ohio, lists and de- 
scribes the various types of tubular 
products manufactured by Repub- 
lic and its subsidiary, Steel and 
Tubes, Incorporated. 
for added convenience. 


Albert Catterall Dies 


@ Albert Catterall, 64, treasurer of 
Oliver Brothers, Incorporated, New 
York City, died suddenly on Janu- 
ary 4. 

Mr. Catterall became associated 
with Oliver Brothers in 1900, serv- 
ing as office manager. In 1917 he 
became secretary and after the 
death of Frank J.- Oliver, who had 
been president and treasurer, Mr. 
Catterall became treasurer in 1930, 
which position he held at the time 
of his death. 


Reference Bulletin on 
Centrifugal Pumps 


It is indexed | 


@ A reference bulletin on centri- | 


fugal pumps has been issued by 


Morris Machine Works, Baldwins- | 


ville, New York. 


In addition to | 


illustrating and listing the various | 
designs of Morris pumps, hydraulic | 


dredges and 


steam engines, the | 


bulletin contains considerable in- 


formation useful to 


pump users. 


New Distributor for 
Alexander Brothers 


@ Alexander’ Brothers, 
rated, Philadelphia, has announced 
that Alabama Machinery and Sup- 
ply Company, Montgomery, Ala- 


centrifugal | 


Incorpo- | 


bama, has taken on exclusive dis- | 
tribution of its products, and will | 


carry a complete stock for distribu- 
tion in the territory covered by 
Alabama Machinery 
Company. 


Deep Well Pump Presenta- 
tion by Worthington 


® Worthington Pump and Machin- 
ery Corporation, Harrison, New 
Jersey, has issued a broadside cov- 
ering its vertical turbine type 
pumps for deep well, drainage, irri- 


and Supply 








.-NATIONAL 


Dynamic Action 


CUTTING TOOLS 





A Complete Line of 


TWIST DRILLS, REAMERS, HOBS, 
MILLING CUTTERS, SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S.A. 


Tap and Die Division: WINTER BROS. CO., WRENTHAM, MASS. 


NEW YORK CHICAGO PHILADELPHIA CLEVELAND 
157 Chambers Street 1144 Washington Blvd. 13 NorthSixthStreet 709St. Clair Ave., N. W. 








In the Hands 


of Mechanics 


Victor “Moly” Hack Saw Blades reduce metal 
sawing costs because they cut faster, truer and 
stay sharp longer. 








Ask forthem by name. Know them by the 
distinctive gold-colored finish. 


VICTOR SAW WORKS, INC. 
MIDDLETOWN, N. Y. 
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SELL THE BEST 
FORGET THE REST 


EAGLE COPPER 
PLATED STEEL 
OILERS 
Reinforced Insert Type 

uts 
Seamless Bodies 
Genuine Double Seamed 
Bottoms 
All Spouts Interchangeable 


One of the best sellers 
since their introduction, | 













Eagle Copper Plated Steel 
Oilers continue among the 
sales leaders for 1936. 
Made from the best 
grade of cold rolled 
steel and heavily copper 
plated. These oilers 
combine an attractive 
appearance with 
eneral utility. 
ade in various 
sizes to meet indi- 
vidual requirements. 
Write for details on 
complete line. 


EAGLE MANUFACTURING CO. 
VA. 


WELLSBURG Ww. 

















“Quality 
sells itself!” 


—that's why the OTTEMILLER 
line means profitable repeat 
sales to so many distributors. 


@ OTTEMILLER has won a wide- 
spread reputation for quality. Dis- 
tributors everywhere are finding this 
source a reliable one for their require- 
ments in screw machine products. 


@ OTTEMILLER’S line is complete. 
Every requirement for cap screws, set 
screws, coupling bolts, milled studs, 
and the like can be filled promptly. 


@ OTTEMILLER guarantees 


mum cooperation with distributors. 
Let us give you complete information 
about our line and our policy. 


Wm. H. 
OTTEMILLER 


YORK, PA. 
Wealso manufacture Dardelet Thread Screws 


co. 
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| gation, mine sinking, construction 
| dewatering, and other services. 

| The broadside contains a cross- 
Fe view in colors, 30 inches 
| long, showing in a clear manner 
the details of the pump and the 
passage of the water from the suc- 
tion opening, through the pump 
stages and column pipe, to the dis- 
charge opening. Photographs of 
installations for various types of 
| service are included. 


| J. G. Obermier Dies 


| @J. G. Obermier, vice-president in 
| charge of production and member 
| of the Board of Directors of The 
Timken Roller Bearing Company, 
died of pneumonia in Tuscon, 
Arizona, December 28, 1935. Mr. 
Obermier was born in Cleveland, 


November 13, 1868, and _ early 
became interested in production 
problems. After working for a 


number of years in Cleveland, he 
came to Canton, Ohio, and in 1912 
joined the Timken organization as 
superintendent of production. In 
1921 Mr. Obermier was elected to 
the board of directors and ap- 
pointed vice-president in charge of 
production, a position he held until 
a few weeks before his death. 








| What Do You Know About 


| Valves? 


= 


(Continued from page 21) 





| be seen that no manipulation of 
the stem will permit reverse flow. 

The dashpot at the shoulder acts 
| as a cushion to prevent chattering. 
In some designs this cushioning 
action is accomplished by means of 
an exterior spring. 

Non-return walves are used in 
| multiple boiler installations, be- 
tween each boiler and the main 
header, to cut out a boiler auto- 
matically whenever its pressure is 
less than that of the header, for 
example in case of a tube rupture. 
Because the stem is detached, the 
valve cannot be opened until the 
boiler pressure slightly exceeds the 
header pressure. 

The combination of swing-gate 
design illustrated in Fig. 10 can 
either be set open or, when closed, 
can act as a check or safety valve. 
It has a swinging gate, controlled 
by a spring on the outside of the 
valve, which may be adjusted to 
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EASIER TO USE 
AND 


EASIER TO SELL 


Gardiner Flux-Filled Solder, be- 
cause of its uniform high quality, 
does neater and better work in 
less time even with inexperienced 
help. 

The many 
satisfied 
users and 
the grow- 
jing de- 
mand for 
Gardiner 
Solder 
makes it 
easier to 
sell. 

In addi- 
tion, mod- 
ern production methods permit 
prices lower than for even ordi- 
nary solders. 

We also make a complete line 
of bar, solid wire and pellet sol- 
ders, babbitts and casting metals. 





Available in 1, 5 
and 20-lb. spools. 











S - rZ 
Cpardin er 3 


> 
= 
= a 


| 4833 So. Campbell Ave., Chicago, III. | 












© Complete 
stocks 


© Fast Service 
® Good Margin 








& 
The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ill. 




















REMEMBER! 
IRWIN is a 
Member of the 
American 
Institute 








by Licensee to pur 


Guar 


4 Bulbs ol a ee | 


Ss 
chaser, all sales under 


4 to public sales policy on file with 
he American Institute of Fawr Competityo 








We 


Retailer channel 


sell only through Independent Wholesaler- 
The Irwin Auger Bit Company 









the most popular, 
powerful, and _ versatile 


cleaning device ever built... 





CLEMENTS- Sa ilies ila 
e ements-Cadil- 
CAD } L L A Cc lac Blower-Sprayer- 
= Suction Cleaner is a 
® BLOWER pa purpose tool 
® SPRAYER with more than 100 

® CLEANER practical uses. 
Used as a blower it 








delivers clean, dry air 
at high velocity, yet low pressure, making 
it most effective for cleaning motors, gen- 
erators, and other machinery, of trouble- 
causing dirt. It can also be used to 
spray light liquids and for suction clean- 
ing of bins, etc. It is the most powerful 
blower for its size ever built. 


Your customers can reduce maintenance 
costs with this efficient blower. And you 
can create new profitable sales. Write 
NOW for prices and distributors’ terms. 


Write for our 
free trial offer. 


CLEMENTS MFG. CO. 
6650 Narragansett Ave., CHICAGO, ILL. 








| the desired back 





pressure. The 


| gate is raised for a clear port by 





| passed. 


means of the handwheel, as with 
an ordinary‘ gate valve. 

For high-pressure service, most 
states prohibit the use of lever-type 
or dead-weight safety valves. (The 
latter type operates on the prin- 
ciple of the horizontal check valve, 
held down by a cast-iron weight). 
Approved high-pressure _ safety 
valves therefore operate against 
spring tension, and are so designed 
that once the pressure reaches the 
operating point, they open all the 
way with a sudden action (hence 
the name “pop safety valves”) and 
do not close until the pressure is 
about 5 lb. below this setting. 


Needle Valves 


Needle valves are special modi- 


| fications of globe valves, designed 
| for use where a small, regulated 


quantity of gas or liquid is to be 
A common type is shown 
in Fig, 11. Their principle is that 
of the throttling type of globe valve 
previously described. By making 


| the cone long and slender, small 


variations in opening can be ob- 


| tained for relatively large move- 


ment of the stem. The stem 
sometimes graduated to indicate 
the size of opening. For air and 
water of pressure 250 lb. tempera- 
ture 150 deg. F. or lower, the body 
may be of bronze, which resists 


is 


| the corrosive effects of water con- 


| taining such 


impurities as weak 


| sulphuric acid or copper sulphide, 
| which readily corrode ferrous ma- 


| terials. 


| service to 3,000 lb., at 150 deg. F., 








The seat is renewable. 
For high-pressure gas or liquid 


needle valves are made of cast or 
forged steel. Stainless steel is 
preferred for oil lines where the oil 
contains sulphur compounds or 
where corrosive fumes are present 
in the atmosphere, as along sea- 
boards. Steel 


and high-pressure instrument lines. 


Reducing Valves 


Reducing valves are used where 
it is necessary to supply steam at 
various pressures from the same 
high-pressure source. They are, in 
principle, automatically operated 
throttle valves. In a typical valve 
of this sort the low-pressure steam 
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needle valves find | 
wide application on orifice meters | 





“VICTOR 


Balata and Textile 


BELTING 


You'll find no better balata and textile 
beltings—no use looking. These trade 
names are known everywhere for de- 
pendable quality and service: 


—>" VICTOR" 


Balata Belting 
—>"“EASTON" 
Solid Woven Cotton Belting 
——>*' AMPERE” 


Canvas Stitched Belting 


—>"VICTOR” 


Thresher and Tractor Belts 

















Let us work with you in developing 
your belting business. And when you 
want emergency service, callupon . . . 


VICTOR BALATA AND TEXTILE 
BELTING COMPANY 


NEW YORK 
CHICAGO 


53 Park Place - 
345 West Austin Ave. - 


FACTORIES: EASTON, PENNSYLVANIA 


THREE Good Reasons 
for SELLING 






Cutting 


BAND SAWS 


1. WIDE MARKET. 


Every metal working 


| plant is a prospect for this modern eco- 


nomical unit. Used in toolroom and main- 
tenance work as well as in production jobs. 
2. SELLS ITSELF. Users want demonstrated 
time and cost saving equipment. This 
metal-cutting saw shows savings up to 
50% greater accuracy and lower blade cost. 


| 3. TIME TESTED. 99% of trial installations 
have produced sales. Satisfied and enthusias- 
| tic users will help you sell other prospects. 
Don’t miss this chance to add to 
Write today for details. 
up sales volume! 


WELLS 


our profits. 
Wells Band Saws build 


MANUFACTURING CO. 


315 Seventh Ave., Three Rivers, Mich. 








@ MORE SALES 


Sales that have been increas- 
ing by leaps and bounds—the 
result of a consistent advertis- 
ing campaign of a quality 
product. 


@ GREATER PROFITS 


More and more sales—at no 
extra cost result only in BIG- 
GER AND BIGGER PROFITS! 
Join the parade to the ESICO 





gold mine. J 


Write today for the Esico merchan- 
dising plan that will guarantee 
you a profit. 


ELECTRIC SOLDERING IRON CO., Inc. 
342 West 14th Street, New York, N. Y. 














“jy CVE VS A ALL TO SAD 00 WA we HO Te caer 


The "" Adas" 


gives that extra 
PUSH so neces- 
sary in moving 
heavily loaded 
freight cars. 







Power, 


speed and dependability 
are all combined in the ATLAS 
Car Movers—including the new 
“Streamlined ATLAS”—to give 
the best results and complete sat- 
isfaction. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 
MILWAUKEE, WIS. 
(FORMERLY OF APPLETON, WIS.) 

















acts upon the top of a flexible 
diaphragm. The movement of the 
diaphragm is transferred by means 
of a spindle to the throttling valve. 
The pressure on the diaphragm is 
opposed either by weighted lever or 
by a spring, which can be adjusted. 
Where the ratio of pressures is 
over ten, or where service is severe, 
it is usual to use a pilot valve, oper- 
ated by the low pressure, which in 
turn operates a main valve. 





Let’s Sell the Machinist 
(Continued from page 26) 





ably in a split-chuck holder for measur- 
ing at keyway bottoms, etc. 

65. Steel Straight-Edge—Lengths 6 to 
72 in. Machinist me buys short ones, 
company long ones. sed wherever an 
accurate line must be scribed or checked. 

66. Knife-Edge Straight-Edge—Greater 
accuracy than No. 65, but smaller. Semi- 
circular cross-section on knife edge to 
give line contact. Sizes 2 to 6 in. 

67. Adjustable Square—Useful to tool- 
makers on small work. Blades can be 
set for use when a fixed-blade square 
couldn’t be used. Narrow blade and bevel 
blade extra. Blade length about 24 in. 

68. Toolmakers’ Surface-Plate Square— 


tives four edges square with surface 
plate. Cannot be upset easily. Usually 
4 in. long. 


69. Secrew-Pitch Gage—Various types— 
this one shows V, American, National and 
U. S. Standard threads in 51 pitches of 5 
to 84 threads per inch. 

70. Center Gage 
or other types. 
ber of threads 
wall angle, 





S. Standard thread, 
Used for measuring num- 
per inch, for checking 
setting and grinding thread 


tools, etc. Some carry tap-drill size table. 
71. Caliper Gages—-For very accurate 
measurements of a fixed nature. Reliable 


standards. Machinists often have 3, 1, 14 
and 2-in. sizes. Many sizes available. 

72. Steel Wire Gage—For gaging drill 
rod and steel wire. This one shows wire 
sizes from 1 to 36, U. S. Standard. Other 
standard types also. 

73. Plate Gage 
to 36 of U. S 
iron and steel. 
reverse side. 

74. Twist Drill and Machine Screw Gage 

Shows proper size drill for any machine 
screw tap, and gives gaging hole to test it. 

75. National Standard Screw Gage— 
Shows both number of threads and length. 

76. Dial Gage—Very useful for the ma- 
chinist testing accuracy of a _ surface. 
Usually held in No. 8. Shows variations 
of a half-thousandths from level. 

77. V-Blocks and Clamp—Very small 
V-blocks for the bench hand and tool- 
maker. For holding circular pieces for 
layout, drilling, tapping, grinding or mill- 
ing. Various sizes, usually in sets of two 
with one clamp. 

78. Plumb Bob—Needed for getting true 
verticals, leveling machinery, etc. This is 
the mercury-filled type, very heavy for 
its size. 

79. Universal Divider—For scribing and 
calipering big circles. This particular one 
permits very accurate setting for circles 
up to 8 in. diameter, or 37 in. in diameter 
with extension. Several kinds of points, 
one for centering in holes, etc. 

: 80. Metal Punch—A diemaker or bench 
land 


Shows thicknesses 1 
Standard sheet and plate 
Decimal equivalents on 


needs these in sizes from about 
tx to § by wy in. Used in punching holes 
in sheet metal and for dozens of other 
jobs. 


In addition to the tools illus- 
trated, the machinist will also need 
a wide variety of miscellaneous 


supplies, such as pencils of various 
kinds, a good handbook, specialized 
books on gears, etc., a compass and 
extra leads for it, chalk, chalk line, 
etc., depending upon his particular 
work. 
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“It’s easy to sell 
what everyone wants” 





The DAGGETT 
ball-bearing pulley is 
easy to sell because 
@ Every plant executive wants to 
prevent emergency shut-downs. 
@ Every superintendent wants to 
cut power costs. 
@ Every plant manager wants to 
avoid frequent pulley replacements. 
@ Every maintenance man wants 
to save time in daily oiling costs. 
@ Every purchasing agent wants to 
reduce the cost of lubricants. 


e e and DAGGETT willl 
do all of these things! 
CHICAGO PULLEY & 
SHAFTING CO. 
19 N. Desplaines St. CHICAGO 























MEAN 


Files of precision 
MADEINUNITEDSTATES 


Swiss Pattern Files 
are the only type of 
file we manufacture. 


2000 different sizes, shapes 
and cuts to choose from 


A saving in filing costs 


lt 


Superior quality and uni- 
form hardness 


Precision 


Service 


Prompt deliveries 


Backed by 35 years of file 
making experience. 


100% distributor sales policy 
behind them. 


AMERICAN SWISS 
FILE & TOOL CO. 
Elizabeth, New Jersey 


Manufacturers of Mechanics 
Hand Tools & Kaurls 
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325 MULTI 


for all types of industrial work 


SurTABLE for all kinds of work—heavy or 
light. The burner can be regulated to 





FLAME TORCH 


produce an enormous 10-inch blue flame | 


or reduced to a small pointed flame for 
light soldering. Triple capacity pump. 
Steel vein liners. 
work on copper tubing. 


Write for descriptive folder to the 


CLAYTON & LAMBERT Mré. Co. 


Detroit, Michigan 





Makers of World’s Largest Selling Firepots. 











Especially efficient for | 





Use it 
until 
worn out! 


“Thanks for your 
Directory Edition . 
used the 1935 Edition 
until it was _ practically 
worn out, and it was of 
much benefit to us.” 


J. A. Naylor, J. M. Tull Metal & 
Supply Company, 


new 


. We 


Atlanta, Ga. 


@ This letter is typical of many re- 
ceived from distributors and their 
salesmen commenting on the useful- 
ness of the Directory Edition of MILL 
SUPPLIES. 


MILL SUPPLIES 


the only magazine published for 
distributors and their salesmen 


Directory 
--- Edition 














Sales Progression 
(Continued from page 18) 





the above program is our control. 
As shown in Figure 1 it lists the 
customer’s name and address as 
well as the names of all officials 
our men should contact. We list 
competition, special mailings and 
the customer’s rating based upon 
the calls necessary to secure a 
maximum of business. Below we 
tabulate these visits and show both 
gross sales and profits monthly. 

The specialties which each ac- 
count should buy are listed in that 
column and the dates orders are 
received, so we can be certain that 
we are continuing to receive busi- 
ness regularly. On the reverse side 
of the sheet we will tabulate any 
special prices quoted, or peculari- 
ties of the account. We will also 
tabulate the calls of the manufac- 
turer’s representative upon each 
account. 

Let me digress for a moment to 
mention that when a manufacturer 
goes to the expense of sending his 
agent to work with us, we outline 
a definite and complete schedule 

| of calls which is strictly adhered 
to. 

Our salesmen are not required to 
compile detailed reports but this 
book is kept up-to-date by personal 
discussions every week or ten days. 
During these interviews every 
phase of his activity with each ac- 








count will be discussed and nota- | 


tions made so that constant prog- 
ress will or should result. 

It is too much to expect that 
any method of sales instruction and 





an Qj 








‘PRODUCTS. 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Betting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 
cialties 

* & 6 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 


and prices. 


Globe Woven Betingo Colne 


13960-1398 CLINT 








CHICAGO EYE SHIELD CO. 


Here is tke one source of supply for 
industrial head and eye 
safety equipment 


RESPIRATORS 


| Cesco's line of respirators and dust masks are 


sales management will cure all evils. | 
This system, based as it is on the | 


essential needs of a supply house 
sales force—customer control and 
product control, seems to me to be 
an economical and efficient method 
of meeting of the requirements of 
industry. 
characteristics of the plan appeal 
| to me as a solution for successfully 
imparting technical knowledge and 
sales enthusiasm to thirteen men 
of radically different personal char- 
acteristics. 
This 1936 program is going to 
take a lot of hard work but so does 
anything worthwhile. Maybe in 


another year a better program will 
be conceived but I think this latest 
one is pretty good, don’t you? 
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The individual treatment | 


judged by the service they render and the 
demand upon jobbers to supply their custom- 
ers. They are selling! 





75 TYPES OF GOGGLES 
SANDBLAST MASKS 
WELDING HELMETS 

HAND SHIELDS 


Salesmen’s catalog sheets, prices and dis- 
counts can be secured by writing Chicago 
Eye Shield Company, 2329 Warren Bivd., 
Chicago, Ill. 


















pARKER 


VISES 


OFFER 


A 


SELLING POINTS 


USE THEM! 


OUTSIDE SADDLE— 
SOLID UNDERPORTION 


Allows screw easily 

removed for oiling 

and a solid casting 

where all other vises 
are hollow. Greater strength 
assured. 


SET SCREW IN HANDLE 


Holds handle wher- 
ever placed. It can't 
slip down and pinch 
the fingers. 


SWIVEL BASE THAT HOLDS 


Ring and Wedge nut 
construction assures 
complete 360s de- 
grees gripping 
power. 


RENEWABLE STEEL JAWS 
Carefully milled to 


fit and pinned on. 
They cannot work 
loose. Giving a com- 
plete steel working surface. 


The Charles Parker Co. 


Master Vise Makers 
Meriden, Conn., U. S. A. 


e 


®nizt” 








Index to Advertisers 








Advance Car Mover Co. 
Alemite Corp. 
Alexander Brothers 
Allen Mfg. Co. 
Allis-Chalmers Mfg. Co. 
American Chain Co. ......... 7. 78 
American Pulley Co. 
American Saw & Mfg. Co. 

Front Cover 
American Swiss File & Tool Co. 126 
Appleton-Atlas Car Mover Corp. 126 
Armour Sand Paper Works .... 103 
Armstrong-Blum Mfg. Co. 
Armstrong Bros. Tool Co. 
Atkins & Co., E. 


Barnes Co., ' 

Beaver Pipe Tools ............. 
Inside Front Cover 

Belmont Packing & Rubber Co. . 

Bethlehem Steel Co. 

Bond Foundry & Machine Co. .. 

Borg-Warner Corp. 

Bristol Co. 


Carborundum Co. 

Card Mfg. Co., S. W. 

Chicago Eye Shield Co. 

Chicago Pulley & Shafting Co. .. 
Chicago Rawhide Mfg. Co. 
Clark Bros. Bolt Co. 

Clayton & Lambert Mfg. Co. ... 
Clements Mfg. Co. 

Cleveland Cap Screw Co. 
Cleveland File Co. 

Cling Surface Co. 

Clipper Belt Lacer Co. 

Clover Mfg. Co 

Coffing Hoist Co. 


D 
Dart Mfg. Co., E. M. 
Deming Co. 
Desmond- “ey Mfg. Co. 
Dockson Co., C. H. 
Dodge Mfg. Corp. 
Donnelley & Pe Co., 
Dumore Co. 


Eagle Mfg. Co. 
Edison Steel Works 
Electric Soldering Iron Co. 


Factory Management & Mainte- 
nance 

Fitler Co., Edwin H. 

Flexible Steel Lacing Co. ...... 

Ford Co., A. 


G 
Gardiner Metal Co. 
Gilmer Co., L. H. 
Globe Woven oe Co. 
Goodrich Co., 
Goulds Pumps, "hue 
Graton & Knight Co. 

Inside Back 
Greene, Tweed & Co. 
Greenfield Tap & Die Corp. 





H 
| Harper Co., H. M. 
|Harris & Co., Arthur 
Hewitt Rubber Corp. 
Holo-Krome Screw Corp. 
Hygrade Sylvania Corp. 


I 
Imperial Brass Mfg. Co. 
Independent Pneumatic Tool Co. 11 
Indianapolis Brush & Broom Co. 114 
Ingersoll Steel & Disc Co. 
Irwin Auger Bit Co. 





MILL SUPPLIES ® FEBRUARY 1936 





Jenkins Bros, 
K 
Kennedy Valve Mfg. Co. 


L 
Lonergan Co., J. E. 
Lufkin Rule Co. 
Lunkenheimer Co. 


Maurey Mfg. Corp. 

McGill Mfg. Co. 

McGraw-Hill Publishing Co. 

Medart Co. 

Millers Falls Co. 

Milwaukee Brush & Mfg. Co. .. 
Minnesota Mining & Mfg. Co. . 
Morse Twist sien’ 3 Machine Co. 87 


National Twist Drill & Tool Co. 123 
Nicholson File Co. Back Cover 


Osborn Mfg. Co. 
Oster-Williams Co. 
Ottemiller Co., 


Paasche Airbrush Co. ' 
Page Steel & Wire Div. 
Parker Co., Chas. 
Pittsburgh Plate Glass Co. 
Plymouth Cordage Co. 
Porter, Inc., H. K. 

Powell Co., 


Quincy Compressor Co. 
R 


Republic Rubber Co. 
Republic Steel Corp. 
Ridge Tool Co. 
Robbins & Myers, Inc. 
Roper Corp., Geo. D. 


Safety Belt Lacer Co. 
Schieren Co., Charles A. 
Sherman Mfg. Co., H. B. 
Simonds Saw & Steel Co. 
S.K.F. Industries 
Skilsaw, Inc. 

Spring Washer Industry 
Standard Pressed Steel Co. 
Standard Tool Co. 

Stanley Electric Tool Div. 
Stanley Works 

Starrett Co., L. 
Stewart-Warner Corp. 
Strand & Co., N. > 


Thermoid Rubber Co. 
Toledo Pipe Threading Machine 
Co. 


U 
U. S. Electrical Tool Co. 
Upson Nut Division (Republic 
Steel Corp.) 
Upson-Walton nan. 


Van Dorn Electric Tool Co. 

Victor Balata & Textile Belting 
Co. 125 

Victor Electric Products 

Victor Saw 

Vincent Steel Process Co. 


Watson-Stillman Co. 

Wells Mfg. Co. 

Wickwire ayanees — Co. 
Williams & Co., 

Winter Bros. Bo 

Wright Mfg. Div. 


Yale & Towne Mfg. Co. 
Yarnall-Waring Co. 








